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WILL SHE LOSE HER HOME, TOO? 


Your bank can give a widow 
the most comforting words of all 


You can assure her that her home is safe—the mortgage 

has been paid in full. There is no danger of a double tragedy 
for her—no possibility of injurious community relations 

for you. Federal’s Mortgage Redemption Plan protects both 
the customer and the bank. Customers like Federal’s Plan 
because the low, low cost is simply included in their monthly 
mortgage payment. Bankers like Federal’s Plan 

for its simplicity and freedom from burdensome detail. 


Write today for complete information. 


FEDERAL ALSO OFFERS CREDIT LIFE AND DISABILITY PLANS THAT WILL 
BUILD YOUR INSTALLMENT FINANCE DEPARTMENT SAFELY AND PROFITABLY 


FEDEIRAL 


LIFE and CASUALTY COMPANY 


Federal Offers You: 


A Custom Designed Plan based on careful study of 
your operations * Proven Customer Appeal « Simplified 
Streamlined Procedure » Complete Flexibility including 
Health and Accident coverage * Prompt Service « All 
Promotional Tools. 


HIGHEST RATING 

See Best’s and Dunne’s for rea- 
son’s why Federal enjoys their 
unqualified recommendation. 


PERSONAL PROTECTION 
SINCE 1906 


JOHN H. CARTON 
President 


HAROLD L. BUCK 
Vice President and Manager 
Credit Insurance Division 


WOLVERINE-FEDERAL TOWER, BATTLE CREEK, MICHIGAN e¢ REGIONAL SERVICE OFFICES FROM COAST TO COAST 
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What happened to the waiting line? 


Every year, fewer people wait in line to pay bills with cash... 
it’s so much more convenient, quick, and safe to pay by check. 
But you give these new customers even more than con- 
venience and safety when the checks you supply are litho- 
graphed on La Monte Safety Papers. You give them the feeling 
of prestige that comes with using a product of the highest 
quality. Investigate La Monte Safety Papers now. Your lithog- 
rapher will show you samples . . . or we will gladly send 
them direct. 


is 4 
A Check Paper All Your Own 
3. j : : Thousands of banks and many of the larger corporations use La Monte 
C/ BS | Safety Papers with their own trade-mark or design made in the paper 
itself. Such 1NDIVIDUALIZED check paper provides maximum protection 


against both alteration and counterfeiting—makes identification positive. 
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Vol. 48 


Tuere’s no particular reason why 
you should notice such things, but 
this issue of BANKING starts Vol. 
XLVIII. 

This means we started publish- 
ing in July 1908. We’re not espe- 
cially old, as magazines go, but 
nevertheless rather venerable for 
a business periodical. 


BANKING'S Cartoons 


Four of BANKING’S cartoons—all 
featuring children—were used ef- 
fectively in First Trust Flashes, 
published by First Trust & Deposit 
Company of Syracuse, N. Y. The 
drawings appeared on a page under 
the title “The Younger Set.” 

Incidentally, BANKING’S cartoons 
are popular, and we get many re- 
quests to reprint them. 


HOS: 


Just a Minute : 
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Crossroads of the World 


Fiasr National City Bank of New 
York has moved its Times Square 
branch one block along Broadway 
from 41st Street to 40th Street, to 
the site of the old Empire Theatre. 
A handsome brochure celebrating 
opening of the new office recalls 
that for nearly half a century this 
branch has been .an integral part 
of the important area it serves. 
“Fabulous men and women who 
made history in the theatrical world 
came here for banking services and 
financial guidance. Florenz Zieg- 
feld, David Belasco, Maude Adams, 
John Barrymore—and many other 
greats of the world of make believe 
were among the branch’s depositors. 
Will Rogers, on the eve of his 1935 
flight that was to end in tragedy, 
came into the branch to cash a 
check and while waiting in line 


“Of course our credit’s good! We have 
charge accounts in every store in the 
city” 


joined voices with three other men 
—Al Jolson, Eddie Cantor, and Ed 
Wynn—in what must have been the 
most notable quartette in banking 
history. 

“Walter Brotherton, vice-presi- 
dent in charge of the branch, has 
for 23 years been a banker in this 
neighborhood and is part of its 
tradition. He has sung duets with 
DeLuca and unscrambled Anna 
Held’s checkbook.” 


ROBERT COOPR 


THIS MONTH’S COVER 


The rapid sorting of mail at Air Mail 
Field La Guardia (New York) is an 
important element in the New York 
Clearing-house procedure described in 
the article that begins on page 48 
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Used car values are constantly 
changing in today’s busy market 
. .. you'll find the Jatest price 
information available in the 
N.A.D.A. Official Used Car 
Guide, published every 30 days. 


Complete - Compact - Correct 


© Lists average loan, “as is”, 
and retail values for all models 

© Facts in concise, easy-to-read 
form 

© Based on authenticated reports 
from auto dealers in six 


regions 
Subscribe for all your $ PER YEAR 
key employees only ‘quantity prices 
on request) 


NATIONAL AUTOMOBILE DEALERS 
USED CAR GUIDE CO. 


1800 H Street, N:‘W. Washington 6, D.C. 


Property 
Accounting 


Affects Profit 


@ Earning statements are sub- 
stantially influenced by the 
accounting treatment of 
capital and expense items 
and by depreciation poli- 
cies. Continuous American 
Appraisal Service provides 
the tool for better control 
of property and deprecia- 
tion accounting. 


The AMERICAN 
APPRAISAL 


Company 


Over Fifty: Years of Service 
OFFICES IN PRINCIPAL CITIES 


| Commencement No. 1 


iF the first commencement is a sign 
| of maturity, then The NABAC 
| School for Bank Auditors and 
| Comptrollers at the University of 
| Wisconsin comes of age on August 


5. That day the 51 bankers com- 
prising the pioneer class receive 
their diplomas. 

This year the school, conducted 
by the National Association of Bank 
Auditors and Comptrollers, will 


| have a total enrolment of 258 
| bankers from 43 states, Hawaii, and 


Washington, D. C. It meets for 
two weeks each summer over a 


| three-year period, with bank ac- 


counting the first year subject, 
bank auditing the second year, and 
bank controls featured in the final 
year. Extension problems occupy 
the men between sessions. 

The school’s director, Clarence H. 
Lichtfeldt, comptroller, First Wis- 


| consin National Bank of Milwaukee, 
| reports that the average freshman 


student this year will be less than 
39 years old, is the auditor or 
comptroller in a bank with less than 
$75,000,000 resources, and has at 
least 10 years banking experience. 


| The junior students, about the same 


| age, 


are primarily auditors, and 


| come from banks with less than 
| $50,000,000 resources. The average 


senior is 45 and auditor of a bank 
of $100,000,000 or less. 


$11 Bill 


A NEw YORK dress designer, Mrs. 
Hannah Hahn O’Connor, found it 
among the 10s the bank teller gave 
her when he cashed her pay check. 


“Well, I made it before you closed!” 


“The monthly payments, ma’am, are 
less than the average husband spends 
on smokes, drinks, bowling and poker” 


At the Bureau of Engraving and 
Printing they said a similar freak 
might come up once on 150,000,000 
bank notes. Bills are printed in 
sheets of 18, so it’s possible that 17 
more of the $11s are around some- 
where. On the other hand, they may 
have been “caught” in Washington. 

The $11 note has Hamilton’s pic- 
ture and the number of a $10 series. 
On the back it is the reverse of a 
$1 bill. 

The face and reverse of notes are 
printed in separate operations, ex- 
plained Bureau Director Henry J. 
Holtzclaw to the New York Herald 
Tribune, and the different denomi- 
nations are processed separately. 
When a sheet is damaged or spoiled, 
Reporter Judith Crist learned, the 
plate printer draws additional sheets 
from the issue room. In this case 
apparently the issue room gave the 
$1 printer a sheet of $10s instead 
of $1s. 


Art in Banks 


Tue Municipal Art Society of New 
York City is giving awards to two 
banks for their contributions to 
“preserving the beauty and dignity” 
of the metropolis. 

A bronze plaque, for a building 
judged “the most outstanding work 
of art created in the city during 
the past year,” goes to the Manu- 
facturers Trust Company for its 
“glass bank” on Fifth Avenue. 

(CONTINUED ON PAGE 6) 
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GIANT ANTENNA. This Bell Laboratories 
60-foot experimental antenna is the largest in 
the world for ultra-high frequencies. It can 
pick up telephone and television signals sent 
directly through space for 200 miles. 


HOW IT WORKS — High-power transmitters and giant antennas force ultra-high-frequency waves beyond 
the horizon. The main beam goes out in a straight line. But a small amount of energy moves out in other 
directions, and some of it is picked up by the receiving antenna. Thus the signals “bend” around the earth. 


There’s Something New on the Telephone Horizon 


New way to use UHF radio has 
possibilities for both 


Long Distance calls and television 


We're always seeking new _ hori- 
zons in the telephone business. And 
this one really deals with horizons. 


It’s based on the finding that part of 


an ultra-high-frequency beam can 
be “bent” around the curve of the 
earth. 

For years men thought the kind 
of radio waves that could be used in 


relaying telephone calls and _ televi- 
sion moved out only in a straight line. 
But now scientists at Bell Telephone 
Laboratories and Massachusetts In- 
stitute of Technology have come up 
with something new. 

They have found a way we can 
send these tiny waves over the hori- 
zon. Thus, without any relay sta- 
tions, we might send hundreds of 
telephone calls and maybe televi- 
sion programs for as far as 200 miles. 

You can see how this is important 
over water, where we can’t build re- 


BELL TELEPHONE SYSTEM 


lay towers. And in rugged country, 
too, where towers would be costly. 
The way we do it is with 10-kilo- 
watt transmitters and 60-foot anten- 
nas. This is twenty thousand times 
the power and thirty times the an- 
tenna area we use in our microwave 
systems that send your telephone calls 
and television from coast to coast. 


We think the over-the-horizon 
technique will be another helpful tool 
for telephone men to use. And one 
that will mean more and better serv- 
ice for more and more people. 
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(CONTINUED FROM PAGE 4) 

The Seamen’s Bank for Savings 
gets a letter of commendation for 
its salvage of the facade of the old 
U. S. Assay Office on Wall Street, 
preserved in the construction of 
the bank’s new main office. The 
Society said this ‘dramatically 
demonstrated that existing beauty 
need not always be sacrificed for 
economic necessity.” 

Both awards will be presented in 
the fall. 


Max W. Hofmeister, Pres. 
Mobile-Home Agency 

Insurance Consultant To 
Mobileheme Finance Institutions 


A Sound Insurance 
Program is the Backbone 


of Mobilehome F inancing 


OBILE-HOME AGENCY offers 
Specialized Insurance Coverages to 


Interested? 


Representing major stock Specialty com- 
panies, we provide the flexibility and 
special experience to assure a sound in- 
surance program for clients who are dis- 


counting mobilehome paper. 


Complete coverages with nation-wide 
protection and claim service provide the 


Combined Additional 
Coverages 

Collision, including Trip 
Collision 

SKIP Coverages and Single 
Interest Collision 

Group and Individual Credit- 
Life, Accident and Health 


assurance of protection of your portfolio. 


Your inquiry concerning Mobilehome 
Financing-Insurance will receive our 


prompt attention. 


INSURANCE 


A GUARANTEE AGAINST LOSS 


Insuring Mobilehomes From Coast to Coast is our only business 


MOBILE-HOME AGENCY, INC. Keeler Building, GRAND RAPIDS, MICH. 


CATALOG CHECKS 


It has often been said that the bank 
check is the principal connecting 
link between the individual and his 
bank. If that is true, then it naturally 
follows that the individual will be 
happier if he can use exactly the style 
of check he prefers. The quickest 
and easiest way to insure this is to 
allow him to make his selection from 


the DeLuxe catalog when he opens — 


his account. 


Mostoftheso-called “‘special”’checks 
that used to be so costly—and still 
are if treated as specials—are standard 
forms in our catalog. There your 
customer will see payroll checks of 
all kinds, voucher checks of every 
style, interleaved carbon checks 
tO meet most situations . . . in 
fact, just about any format or 
binding he might require. All of 
these checks are alana moderately 
and as a rule the customer pays the 
full price. 


Large banks operating a number of 


branches find our catalog of special 
value because it permits easy handling 
of orders in each branch by the people 
with whom the customer is in direct 
contact and to whom he looks for all 
his banking service. It relieves the 
pressure on the purchasing 
department by spreading the ordering 
detail. It creates a favorable 
impression on the customer because 
it emphasizes the scope of service he 
may expect to get in the particular 
branch where he has just opened 
his account. 


So don’t overlook the savings 
and convenience of the DeLuxe 
Standardized Check Catalog. It does 
a real job of supplementing the forms 
usually carried by the bank. It 
simplifies check ordering. It makes it 
easy for you to supply your customers 
with the checks they need. At the 
same time it saves you money, and 
over twelve thousand banks 
throughout the country find this 
saving worthwhile. 


Manufacturing Plants at: CLIFTON, PAOLI, CLEVELAND, 


INDIANAPOLIS, CHICAGO, KANSAS CITY, ST. PAUL 


CHECK PRINTERS 


From Colonel James B. Morehead, 
USAF, Washington, D. C., comes a 
letter concerning a ‘“sportsmen’s 
club-resort” being organized in 
Mexico by a small group of active 
and retired Air Force officers. Mem- 
berships are available to military 
personnel and “certain other se- 
lected categories. of sportsmen.”’ 

The resort is being built around 
the vacated living facilities of a 
dam building site in Sonora, Mexico, 
near the Gulf of California and ap- 
proximately 400 miles south of Tuc- 
son, Ariz. 

Colonel Morehead’s address is BD 
939, Pentagon, Washington, D. C. 


Bank Aids Youngsters 


An Associated Press dispatch from 
Sturgeon, Mo., told the story of a 
banker who is helping the young 
folks in his east-central Missouri 
community. 

(CONTINUED ON PAGE 11) 


“Is it okay if he waits just far enough 


inside to enjoy your air conditioning?” 
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Banks welcome the opportunity 
fo consider modernization loans 


involving steel kitchens 


In Cleveland, Ohio, Central National Bank has had very favorable 
experience in making modernization loans for the purchase and instal- 
lation of steel kitchens. The fact that they continue to give satisfaction 
for years after the loan has been paid, tends to make them excellent loan 
risks in the viewpoint of the bank’s installment-lending personnel. 


@ Modern color — choice of four colors at no extra 
cost puts Youngstown Kitchens years ahead— 
makes them modern to stay! 


Youngstown Kitchens offer you 


more investment safeguards! 
F.H.A. approval— Youngstown Kitchens are eli- 


Public acceptance —the fact that Youngstown 
Kitchens are best known 5 to 1 makes the home 
with a Youngstown Kitchen easier to sell . . . more 
valuable! 


Longer life —rugged all-steel construction insures 
against warping, rotting, and swelling . . . guar- 
antees satisfaction for the life of the home! 


gible for F.H.A. insured loans . . . they outsell all 
other steel kitchens! 


FACTS on Youngstown Kitchens are yours for the 
asking. Write: Director of Marketing, Youngstown 
Kitchens, Dept. BA-755, Warren, Ohio. 


Many banks have found a Youngstown Kitchens display help- 
ful in building home-modernization loans. Write for details. 


MULLINS MANUFACTURING CORPORATION e WARREN, OHIO 
World’s Largest Makers of Steel Kitchens 


July 1955 
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The New Model 205 
Microfilm Recorder 


For situations where you 
want a separate recorder, 
we recommend this compact 
equipment. It’s actually a 
Micro-Twin with the 
Reader removed, thus giv- 
ing you extra working 
space. See right-hand col- 
umn for details. 


The Micro-Twin 


Recorder-Reader 


Here is the revolutionary 
new microfilming machine 
that has put the penny back 
into business! Imagine... 
you get a recorder and 
reader in one unit for less 
than you’d expect to pay 
for a recorder alone! 


SOLD “AND SERVICED BY 


Belle Howell Burroughs 


MICROFILM EQUIPMENT 
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rou keep records, here’s the great- 
microfilming news in years! 


atever your needs, Burroughs and 
& Howell bring you a new, mod- 
low-cost line of microfilming 
ipment to do the job quickly, 
iently and economically. 


bellwether, of course, is the mar- 
bus Micro-Twin Recorder-Reader 
bne unit. Businesses of every size 
description find it gives them a 
plete microfilming system at a 
e never before possible—in fact, 
less than they had expected to pay 
a recorder alone! 


The New Model 206 
Microfilm Reader 


For times and places where 
separate Readers are 
needed. This handy portable 
Reader weighs only 16 
pounds, projects 8-, 16-, or 
35-mm. film with the same 
lens and film guide. The im- 
age can be completely ro- 
tated on the reader screen. 


We’ve got the low-cost answers 


to your microfilming problems! 


Two All-New Products! 


Now, to accommodate the needs of 
every firm, in every situation, we 
proudly present the new Model 205 
Recorder and the new Model 206 
Reader. These great new units give 
complete flexibility to your record- 
keeping operations. 


Now, more than ever before, when 
you think of microfilming, think of 
Burroughs! For a demonstration, call 
our nearest branch office—listed in 
your phone directory. Burroughs 
Corporation, Detroit 32, Michigan. 


9 
HEREVER THERE’S BUSINESS THERE’S Bu rroughs 


“Burroughs” and “‘Micro-Twin”’ are trade-marks 


Look at these 
Burroughs-Bell & Howell 
microfilming features! 


AUTOMATIC ENDORSING with 
the new automatic check en- 
dorser. Clean, fast, easy, accu- 
rate endorsing during micro- 
filming. No more partial 
endorsements or total blanks. 
Always complete, distinct, and 
in the proper position. 
AUTOMATIC FEEDING with the 
optional Acro-Feeder. Feeds 
documents into the Micro- 
Twin or Model 205 Recorder 
as fast as operator can pre- 
pare. Fast hand-feeding at a 
high recording speed, too. 
EXCLUSIVE INDEXING METER 
facilitates rapid location of 
desired items. One dial in- 
dicates movement of film 
through camera, the other 
shows movement of film 
through viewer. 

LOW FILM costT—Record front 
and back of document side- 
by-side simultaneously, or 
print down one half of film 
and up other half. 

CHOICE OF LENSES—Either 37 
to 1 reduction ratio camera 
lens, or 24 to 1 lens for hard- 
to-read material, is available 
in both the Micro-Twin and 
Model 205 Recorder. Your 
choice of interchangeable 37 
to 1 or 24 to 1 lenses in the 
Model 206 Reader too. 


CLEAR VIEWING—even at high 
noon! And to make facsimile 
prints in the Micro-Twin, just 
place photocopy paper in the 
viewer and process the print 
in a moment. You don’t even 
need a darkroom! 


Burroughs 
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mass financing 


The financial needs of our complex economic structure have had to be 
expanded to keep pace with the growth of our population, a higher standard 
of living and dynamic technological development. Result——today’s multi- 


million dollar issues. 


The ultimate success of such financing is based, in a large measure, on 
maintenance of the closest markets possible of institutional size in these 
securities. This basic policy of our firm, in addition to our intimate knowledge 


of money markets, facilitates our underwriting of new capital requirements. 


Financial executives are invited to avail themselves of our investment advice. 


SALOMON BROS. & HUTZLER 


Dealers and Underwriters of High-Grade Securities 


Members New York Stock Exchange 


SIXTY WALL STREET, NEW YORK 5, N. Y. 
BosTON PHILADELPHIA CLEVELAND CHICAGO 


SAN FRANCISCO DALLAS West PALM BEACH 
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(CONTINUED FROM PAGE 6) 

He is President C. L. Harper of 
the Sturgeon State Bank. He’s 
loaned about $6,000 in the past 10 
years to kids from 6 to 16. The 
money is for the purchase of live- 
stock. 

“I’ve never turned down a young- 
ster’'s application for a loan, never 
foreclosed one, and never lost a 
cent on any loan,” Mr. Harper told 
a reporter. Loans range between 
$100 and $200, with interest at 6%. 

“One boy, Mr. Harper recalls,” 
said the story, “‘sold a steer, repaid 
his loan, then deposited a $50 profit 
in the bank. He came back two 
months later and stood around 
bashfully until his father said, ‘He 
won’t tell you, but he wants to see 
his $50—he’s afraid it isn’t keep- 
ing all right.’ 

“Mr. Harper solemnly produced 
the $50, the boy counted it and 
handed it back, satisfied.” 


A Nation of Capitalists 


A 32-PAGE brochure, The Story of 
Creative Capitalism, is being dis- 
tributed to American business 
leaders, including some bankers, by 
E. I. du Pont de Nemours & Com- 
pany of Wilmington, Del. 
Dramatically illustrated with 
many photographs, the booklet em- 
phasizes that the United States is 
a nation of capitalists—people who 


own securities, insurance, homes, 
farms, businesses. It stresses the 
essentialness of capital to every 
enterprise, points out that capital 
is creative when it fills a need and 
is put to constructive use. “The 
critical element in capital creation,” 
it says, “is the individuai saver.” 

The brochure was prepared by 
the du Pont public relations depart- 
ment which informs us that copies 
will be sent to BANKING’S readers 
who write to the company. Bulk 
distribution is possible at a charge 
that represents the printing cost. 


The Incompleat Angler 


He is, apparently, one who has 
never fished in Missouri. 

A few months ago BANKING re- 
ported its exchange of letters with 
E. T. Brown, vice-president of the 
Bank of Gainesville, Mo., who had 
invited us to go bass fishing in the 
Ozarks. We couldn’t accept. 

Robert E. Lee Hill, executive 


manager of the Missouri Bankers | 


Association, got into the exchange 


—but we still couldn’t make Mis- | 


souri. More recently there came a 
letter from Bob’s assistant, F. L. 
Moritz, suggesting that next fall 
would be a good time, because the 
MBA holds a series of group meet- 
ings in that month. We could, as 
it were, fry two fish in one pan. 

Well, the lure of the Ozarks looks 


They’re from Missouri! Ozark fisherman Vest Bushong, left, and banker E. T. 
Brown, with a six-pound large mouth bass caught by the former and recently 
displayed in the bank as a trophy 


—OF-GAINESYILLE— 
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ND“SURPLUST 


DO SPLIT FED 
DISTRICTS 
GIVE You 
HEADACHES ? 


There’s an easy solution in 
ARIZONA .. . open an account 
with us and send us ALL your 
Arizona items. 
Direct sendings to every Arizona 
bank every day! 


orrices 


Home Office: PHOENIX BANK 


Longest inthe Rocky States 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


VALLEY 


Because we 
work 
around 

the clock... 


CHECKS 
ARE 
COLLECTED FASTER 


“THE NATIONAL CITY 
BANK of Cleveland 


$1845: 623 Euclid Ave. 


Member Federal Deposit Insurance Corporation 
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Step Up 


GOOD-WILL 


with TOLEDO 


Courtesy Weighing | 


A public weighing service— 
with a modern Toledo Person 
Weigher—becomes your hard- 
working good-will ambassador. 
More and more people today are 
weight-conscious. They appreci- 
ate this added service . . . an in- 
vitation to weigh themselves 
daily without the need to reach 
for small coins to pay for it. They 
like to step up to this Toledo... 
the best known name in weigh- 
ing, and get Honest Weight. 
They like to return repeatedly to 
a scale that fully merits their 
confidence. Modern design; 
handsome gray finish. 

It will pay you to investigate 
the many advantages of a Toledo 
Person Weigher to increase 
trafic and good-will for your 
bank. Send for bulletin PW 850. 
Toledo Scale Co., Toledo 1, O. 


TOLEDO’ 


Headquarters for SCALES 


12 


just as remote as cver. But we do 
publish the page 11 picture, as a re- 
minder of a potential good time and 
as evidence that Missouri rewards 
her fishermen. 


Hi-Yo Silver! 


Ts time, folks, Silver is a girl 
dog, and her boss is a Royal Ca- 
nadian Mounted Police unit near 
Vancouver. 

She’s news because she tracked 
down one of the three men who held 
up a branch of The Royal Bank of 
Canada in that district. Also, she 
recovered $14,000. 

“The background of the story,” 
reports The Royal Bank Magazine, 
“is this: Three thugs held up our 
South Burnaby, Kingsway and 
McKay Branch. Due to fast think- 
ing on the part of the staff, the 
local detachment of the Royal Ca- 
nadian Mounted Police were quickly 
alerted, and within minutes two of 
the men were captured. The third, 
with over $14,000, took off through 
the woods. Silver, an R.C.M.P. 
tracking dog, was put on the scent, 
and directing the course of the 
chase, quickly recovered the cache 
of money hidden in the underbrush. 
Silver also picked up the trail of 
the fleeing bandit, resulting in his 
capture.” 

A Vancouver newspaper man sug- 


gested that although police weren't 
eligible for reward money, a dog 
was. He thought it would be a 
“very nice gesture” if the bank di- 
verted a bit of cash Silver’s way. 

The bank heartily agreed. A 
handsome collar was ordered, and 
press, radio, and television were on 
hand for the presentation which got 
Dominion-wide coverage. Silver also 
received a massive bone. 


A Bank and a City 


As part of its 150th anniversary 
celebration last year, the Worcester 
County Trust Company of Wor- 
cester, Mass., decided to salute its 
earliest predecessor, the Worcester 
Bank, by publishing a book that 
would recall not only this ancestor, 
but also the people, institutions, and 
industries which developed central 
Massachusetts. The result is Wor- 
cester Bankbook, by Mrs. Mildred 
McClary Tymeson. 

In illustration and text it em- 
phasizes the city of Worcester. 
“Banking in so large a community,” 
writes President Elward L. Clifford 
in the foreword, “cannot be sep- 
arated from the life and history of 
that city. So this is much more 
than the story of one bank.” It is 
“an effort to create a feeling of 
fruitful continuity and a deep sense 
of heritage.” 


Constable Keith Sanderson of the RCMP, Silver, and Royal Bank of Canada 
Manager E. P. Bowser, who holds the collar given to the dog by the bank 
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NATIONAL HOME 
MORTGAGES ARE 
SOUND LONG-TERM 
INVESTMENTS 


GIVES ADDED VALUE 


TO EVERY NATIONAL HOME! 


top-ranking residential archi- 
tect, Charles M. Goodman, A.I.A., 
creates the sparkling new designs and floor 
plans that make National homeowners so 
proud and happy—that help to assure the 
high re-sale value of every National now 
being erected. 

With 38 basic plans and hundreds of de- 
sign variations, our builder-dealers offer 
homes to meet every individual taste and 


need. In communities of National homes, 
color styling by the noted authority, Bea- 
trice West, gives additional guarantee of 
pleasing variety—with over-all harmony 
that every buyer appreciates. 

Soundness of design is but one of many 
reasons why mortgages on National homes 
are such sound investments. More than 600 
financial institutions and insurance com- 
panies have invested in them to date. 


NATIONAL HOMES CORPORATION 
Lafayette, Indiana 


ONE OUT OF EVERY 48 HOMES BEING BUILT 
IN AMERICA TODAY IS PRODUCED BY... 
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| OFFER COMPLETE 
NUMISMATIC SERVICE 


OLD COINS 
RARE COINS 
GOLD COINS 


Bought—Sold—Appraised 


UNITED STATES, FOREIGN, AND 
ANCIENT COINS PURCHASED. 


I will buy any quantity of this ma- 
terial, from coins worth « small pre- 
mium over face or their intrinsic 
value to the greatest rarities. Gold 
coins of Numismatic value especially 
desired. No coin or collection too small 
to receive prompt, courteous considera- 
tion: no collection too large to be 
purchased for cash. 


ExpertAppraisalService 


Neo charge for office appraisals. 


For Sale One of the world’s 


largest and most 

complete stocks of Coins, Tokens, 
edals, and Paper Money to select 
from. Many items from famous 
collections in this country as well 
as Europe. Correspondence invited. 


JAMES KELLY 
Third & Broadway, DAYTON, OHIO 


Reference:—Dun & Bradstreet 
Wiaters National Bank, Dayton, Ohio 


OUR. 
“BANK 


Tue letter arrived in the bright 
pink envelope furnished customers 
of the bank’s personal loan depart- 
ment for sending in payments. It 
was just a routine matter to slit the 
envelope and draw out the check. 
However, in this particular pink 
envelope there was no check. In- 
stead, there was a brief note stating 
that the customer was flat broke, 
but would send his past-due instal- 
ment payment “two weeks from 
Thursday” and hoped this would be 
satisfactory. The officer opening the 
mail found nothing startling about 
this particular communication until 
he chanced to pick up the envelope 
in which it had been mailed and 
found, sealing the back flap, a 
sticker reading “Blessed are the 
merciful, for they shall obtain 
mercy.” 


Comune back to the bank after one 
of his tours, the young man who 
calls on delinquent instalment loan 
customers was exhausted and frus- 
trated. He had been through quite 
an experience. Since the man of the 


house at one place where he had 
called was not at home, he had 
talked to the lady sitting on the 


band’s been up the country, work- 
ing, and he stayed in this one town 
for a while and didn’t do very well, 
That got him to feeling kind of blue, 
and he got to drinking and went 
into debt for a lot of liquor. He just 
had to have it to make him feel more 
cheerful about the bad business he 
had. And he had a lot of cigarettes 
charged, too, and now they’re dun- 
ning him so bad he’s had to get out 
of that town. 

“So, the situation being what it 
is, I been sending the money we owe 
to the bank to this store to he 
credited on the bill he owes for his 
drinks and smokes. I figure the 
bank can wait better than the liquor 
store, and he just has to have his 
liquor and cigarettes. When I get 
the bill paid off for them, then I 
figure to start paying the bank 
again. He ain’t sending me very 
much money, anyway, see?—and I 
have to have cash for my cigarettes 
and liquor.” 

“How many cigarettes do you two 
smoke a day, to have such a large 
bill?” asked the collector. ‘Well, my 
husband, he smokes two packs a 
day. I did use to smoke two, but I 
have cut myself down and only 
smoke about a pack and a half a 
day now.” 

“Don’t you think maybe it would 
be a good idea to cut down on your 
cigarettes and liquor—both of you 
—and use that money to pay off 
this loan?” 

“What! Give up my cigarettes?” 
Tears ran down her cheeks; she 
jumped up and vehemently ex- 
claimed, “I can do without eating 
much, but I gotta have my drinks 
and my cigarettes, and my hus- 
band’s the same way! The very idea 
of you suggesting such a thing! It’ll 
be a cold day when I start to do 
without the absolute necessities of 
life to pay up a bank with millions 
of dollars that would never miss the 
little bit we owe!” 

And that’s why the collector felt 
frustrated. 

BELLE S. HAMILTON 


front porch with a tall, amber- 
colored drink in her hand. Politely 
| he told her about the two payments 
which were past due on her hus- 
band’s loan, and asked if she could 
not take care of them. 

“Well, now, I’ll tell you, Mister,” 
said the lady, with a serious look 
| coming over her face. “My hus- 
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BRANCHES: 185 
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Here is a simple checklist for 


preventing loss. 


Ask your Indemnity Company Agent 


how you can get a copy of the 


‘Portfolio of Protection for Banks’ 


Indemnity Insurance Company of 
North America is offering this loss 
prevention information to forewarn 
banks and equip them for action. 
Effective loss prevention keeps losses 
and loss ratios down, and premium 
costs at minimum, for all financial 
institutions. 


A valuable folder of pre- 
vention aids prepared and 
published for banks by In- 
demnity Insurance Company 
of North America. Two ques- 
tionnaires—on Loss PRE- 
VENTION and on SECURITY 
Controt—help you double- 
check your audit and security 
program, or bring it to maxi- 
mum safety. Attractively 
printed, easy and pleasant 
reading. Phone your Indem- 
nity Company Agent now 
and find out how you can 
get a copy of the Portfolio. 


PROTECT WHAT YOU HAVE© 


July 1955. 


Embezzlements are up 251 %. In 1946 the 
FBI reported 289 cases. In 1953 there 
were 1022 cases. 


5 Aids Toward a Workable Program 
of Minimizing or Eliminating Fraud 
or Loss: 


1. Internal Safeguards 


2. A Guide for Spot Check 

Audit Control 
Crimes of violence are rising. In the year 
ending August 31, 1944, there were 33 


4. ‘“‘Feeding Early Birds Costly” holdups with $58,454 in losses. Ten years 
later there were 199 holdups with losses 


5. Supplemental Loss Prevention totaling $1,226,649. 


3. Security Control 


INDEMNITY INSURANCE COMPANY OF | 


NORTH AMERICA 


One of the North America Companies which are headed 
by Insurance Company of North America, founded 1792. 
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longest-running hit — - available 
for local or regional sponsorship ye 
ready to go to work selling for you 
as they are currently selling for 


Sears Roebuck, Rexall, Safeway, 


Food Fair, Piggly Wiggly, Kroger, 
“Westinghouse 


Amos’n’ Andy wins the biggest 
audiences in its time periods 

in large markets and ‘small ce 
North and South... in Detroit 
and Tulsa, Rochester and Little 
Rock..... drawing bigger audiences 
than many of television’s most 
famous network programs. Look 
at these ratings: Syracuse 36.9, 
Fort Wayne 41.1, New Orleans 50.3, 
Little Rock 68.1, Columbia 45.7, 
Evansville 56.4." 


For more information and a list 

of markets where you can sponsor 
America’s most enduringly-famous 
comedy team, call or wire... 


NEW YORK, CHICAGO, LOS ANGELES, DETROIT, 
SAN FRANCISCO, ST, LOUIS, ATLANTA, BOSTON, 
DALLAS. IN CANADA: 8. W. CALDWELL, LTD. 


*ARB, latest available reports. 
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= With this series of 18 new films, 
there are now 78 half-hours of 
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TWO MEN HOLDING UP 
A HOLD-UP! 


The man on the right is the bank officer responsible for its 
protective program. The other man is one of American Surety’s 
Bank Protection Specialists. Together they’re analyzing and 
reducing the hazards that invite criminal activity from both 
within and without . . . thereby discouraging hold-ups and em- 
bezzlements by cutting down in advance the probabilities of 
their final success. 


Making your bank less vulnerable to such losses is our Protec- 
tion Specialist’s business . . . his greatest pride is helping to 
minimize your bank losses! As a fully trained specialist he 
brings with him 70 years of experience plus up-to-the-minute 
knowledge of the latest criminal techniques. Criminals change 
their ways with the times, which is one good reason why your 
plan that seemed adequate in previous years may not meet 
today’s conditions. 


Our agent* in your community will gladly arrange for one of 
our Bank Protection Specialists to survey your bank without 
cost or obligation and recommend improvements to bring your 
protective program up to date. Why not call today? 


*If youre not sure of his name—call or write our Agency 
& Production Department—we’ll supply it promptly. 


TWO FREE AIDS—To Make Your Bank Safer. 


e HOLD-UP CARDS— give brief, concise instructions to personnel 
on WHAT TO DO BEFORE. DURING AND AFTER A HOLD-UP. 


e “HOT MONEY“ CARDS—to use in lobby —discourage hold-ups 
by informing robbers that you keep identifiable money in your tellers’ cash. 


SAFEGUARDING BANKS FOR OVER 70 YEARS 


AMERICAN SURETY 


COMPANY FIDELITY * SURETY * CASUALTY * INLAND MARINE 
HOMEOWNERS * ACCOUNTANTS LIABILITY * AVIATION 


100 Broadway * New York 5, N. Y. 


FPRA 
Bank Advertising 
Study 


PUBLIC RELATIONS As- 
SOCIATION’S “Trends in Commer- 
cial Bank Advertising Expenditures” 
shows that newspapers are the most 
popular media, with direct mail sec- 
ond. The study, conducted by George 
J. Watts, vice-president of Republic — 
National Bank, Dallas, is based on ~ 
reports from 194 banks, covering © 
their expenditures last year and © 
projected figures for 1955. 

Banks reporting use of radio in- — 
dicated a drop from 77.8% in 1954 — 
to 68% this year; however, the 
average dollars spent showed an in- © 
crease. The same trend was appar- 
ent in outdoor and transportation ~ 
advertising. 

“Television, which showed sub- 
stantial gains in 1954, is holding al- 
most steady as to average amount ~ 
spent, with expenditures spread to 
a larger percentage of participating 
banks in proposals for 1955,” said 


| the report. 


Asserting that “banks everywhere 
have been looking for an adequate 
yardstick with which to set up an 
advertising budget,” Mr. Watts 
added: ‘Some have tried to use a 
percentage figure based on gross in- 
come, net income, capital structure, 
or deposits, all of which measures 
seem to be inadequate. 


Setting Up a Budget 

“Perhaps the best way for a bank 
to set up an advertising budget is 
to determine the job it would like 
to do in the year ahead,” he con- 
tinued, “first determining the direc- 
tion the campaign should take, such 
as an institutional advertising cam- 
paign or a bank service campaign. 
The next step would be to determine 
the advertising media available to 
the bank. Then consideration should 
be given to enough use of the chosen 
media to assure sufficient impact.” 

Mr. Watts feels-that “many ad- 
vertising dollars are dissipated and 
are ineffectual because the media 


| were not used often enough,” and 


that if the advertising dollar isn’t 
“wisely allocated, the question of 
whether or not a bank should adver- 
tise will be constantly under ques- 
tion.” 
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Put open-vision to work for you 


...with a Pittsburgh Front 


National City Bank of Cleveland, Ohio. Architects: Garfield, Harris, Robinson & Schafer, Cleveland. 


Mec of the eventual success of 
any banking institution depends in 
a large measure on the first impres- 
sion it creates upon possible future 
clients. For this reason many bankers 
have enlisted the eye-catching help 
of Pittsburgh Open-Vision Fronts. 

When a 


Front is installed on a bank it creates 


modern Open-Vision 
a friendly, “come-in” feeling and 
helps to dispel much of the formal- 
ity and stuffiness long associated 
with old-time banks. The passer-by 
or prospective depositor is attracted 
and impressed by this inviting ap- 
pearance. Then, too, a Pittsburgh 


PAINTS GLASS 


Ir 


oa 


Open-Vision Front marks the bank 
as a progressive establishment, one 
that is keeping up-to-date with 
modern methods and services. 
Pittsburgh Open-Vision Fronts 
have a very important place in the 
retail properties owned and oper- 
ated by your bank. With their cus- 


Pittsburgh Plate Glass Company 


tomer-attraction power they can 
help to build solid, profitable busi- 
nesses. For more information on 
Pittsburgh Store Fronts, send in the 
convenient coupon. We'll send you 
a free copy of our store front book- 
let, “How To Give Your Store The 
Look That Sells.” 


Room 5322, 632 Fort Duquesne Blvd., Pittsburgh 22, Pa. 


Please send me a FREE copy of your store front booklet. 


CHEMICALS 


PLATE 


oS ta 3 


your 
store 
sells 


BRUSHES + PLASTICS + FIBER GLASS 


COMPANY 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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This department is compiled by 
THEODORE FISCHER Of BANKING’S 
staff. 


E. F. Bartelt Retires; 
Successor Chosen 


DWARD F. BARTELT, Fiscal As- 
E sistant Secretary of the Treas- 
ury, retired at his own request on 
June 17, his 60th birthday, after 38 
years of Government service. 

Treasury Secretary Humphrey 
approved the retirement request 
“with great regret.” At the same 
time, he appointed as successor to 
Mr. BARTELT, WILLIAM T. HEFFEL- 
FINGER, who started as a messenger 
in the Treasury in 1917. Mr. HEF- 
FELFINGER, a native of Washington, 
D. C., has been Assistant to the 
Fiscal Assistant Secretary for the 
past 10 years. 

W. Randolph Burgess, Under- 
Secretary of the Treasury, to whom 
the Fiscal Assistant Secretary re- 
ports, wrote MR. BARTELT: “You 
have rendered the Government, 
through the Treasury Department, 
extraordinarily effective and de- 
voted service. Your career has 
added luster to the career service, 
and you can retire with the con- 
sciousness of a job well done.” 


H. HELM, president of 
Chemical Corn Exchange Bank, 
New York, was elected a trustee of 
the National Industrial Conference 
Board. 


Heard Along 


E. F. Bartelt W. T. Heffelfinger 

President Ejisenhower’s nomina- 
tion of HOWARD F.. VULTEE as a min- 
ister in the F.0.A. organization has 
been confirmed by the Senate. Mr. 
VULTEE is an administrative vice- 
president of the Marine Midland 
Trust Company of New York and 
vice-president and member of the 
administration committee of Ma- 
rine Midland Corporation. He will 
live in Paris where he will be Di- 
rector of the Office of Economic Af- 
fairs, U. S. Mission to the North 
Atlantic Treaty Organization and 
to the European Regional Organiza- 
tions. 


WILLIAM A. MCDONNELL, presi- 
dent of First National Bank in St. 
Louis, will head the Greater St. 
Louis first United Fund campaign 


Here is part of the big fence surrounding the site where the First National Bank 

of Colorado Springs, Colo., is razing its old building and erecting a new one. A 

local artist was commissioned to work out something humorous to go with the 

peep holes. Note the teller’s window. The project has received much publicity 
and favorable comment 


Edwin Williams 


Dudley Barrow 


in the fall. About 40,000 volunteer 
workers will take part. 


DuDLEY L. BARROW and EDWIN R. 
WILLIAMS have been appointed vice- 
presidents of Chase Manhattan 
Bank, New York City. 


Back in Harness 


A. “ToORGY’ 'TORGERSON has 
e been named president of the 
Bank of Kodiak, Alaska, to fill the 
vacancy created by the illness of 
MARSHALL CRUTCHER, who recently 
underwent serious brain surgery. 
Mr. TORGERSON was organizer and 
first president of the bank. In 1947 
he sold his interest, ostensibly to 
retire. Since, he organized the Des- 
ert Bank at Cathedral City, Calif. 
and was instrumental in establish- 
ing branches at Palm Springs and 
Indio. Early last year these banks 
were merged with the Citizens of 
Riverside—and he again retired. 


Bishop National Bank of Hawaii 
at Honolulu announces retirement 
of three senior officers who have 4 
combined total of 130 years of serv- 
ice: THomAS S. ABEL, senior vice- 
president and director, 40 years; 
WATSON BALLENTYNE, vice-president 
and secretary, 46 years; SAMUEL J. 
C. Topp, vice-president and comp- 
troller, 44. 


The PapucaH (Ky.) BANK held 
an open house in its new building. 


First NATIONAL BANK or Lamesa, 
Texas, celebrated its 50th anniver- 
sary with an open house. It was the 
first bank in Dawson County. On 
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Sam Milner H. Y. Mathewson 
display at the two-day affair were 
early photographs of the bank and 
the original minutes of the first 
stockholders’ meeting 


SAM MILNER, chairman of the 
board of the National Bank and 
Trust Company of Paris, Ky., has 
been elected president of the Paris 
Chamber of Commerce. 


HAZEN Y. MATHEWSON has joined 
the Camden (N. J.) Trust Company 
to take charge of the bank’s ad- 
vertising and publicity programs. 
He previously held a similar posi- 
tion with Chemical Corn Exchange 
Bank in New York City. 


Gives Million 


] C. WALKER, president of Hack- 
4e ley Union National Bank of 
Muskegon, Mich., and co-founder 
and president of Shaw-Walker Com- 
pany, has arranged a $1,000,000 gift 
to Muskegon. He has placed that 
sum in trust for construction of the 
L. C. Walker Arena. It will seat 
more than 4,000 persons and should 
be completed by 1957. It is to con- 
tain facilities for ice skating, ice 
shows, hockey, basketball, sports 
shows, home shows, fairs, machin- 
ery exhibitions, stage shows, and 
public gatherings of all types. 


The COMMERCIAL BANK OF SALEM, 
Oregon, held a grand opening of new 
quarters which featured drive - in 
windows and plenty of parking. 


WILLIAM E. GLOVER, secretary and 
assistant treasurer of the Thomas- 
ton (Conn.) Savings Bank was 
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Phillips Giltner 


B. A. Tompkins 


elected president of the Connecti- 
cut Society of Residential Ap- 
praisers. 


B. A. TOMPKINS, for 37 years an 
officer of Bankers Trust Company, 
New York, and a director since 1925, 
has resigned as executive vice-presi- 
dent to become first president of 
the new Greater New York Associa- 
tion, Inc., the nonprofit racing as- 
sociation authorized by recent legis- 
lation. 


F. PHILLIPS GILTNER, corporation 
tax lawyer, is joining the City Na- 
tional Bank & Trust Company, Kan- 
sas City, Mo., as a vice-president. 


Homa L. PULLEN, vice-president 
of the First National Bank and 
Trust Co. of Tulsa, Okla., has been 


Top officers of world’s largest chartered 
bank before portrait of founder, the 
late A. P. Giannini. Jesse W. Tapp, 
left, board chairman of Bank of Amer- 
ica, and S. Clark Beise, president. The 
election of Mr. Tapp was reported in 


last month’s BANKING 


named treasurer of Tulsa County’s 
1955 Mental Health fund campaign 
for the third consecutive year. 


Off to Good Start 


APITAL BANK & TRUST Co. of 

Baton Rouge, La., opened on 
May 20 in temporary quarters and 
accepted deposits in excess of $2,- 
000,000. With initial paid-in capital 
of $1,000,000, the bank had total re- 
sources of over $3,000,000 at the 
close of its first day’s business. 


A. M. “ArT” SMITH has been pro- 
moted to vice-president of the Bank 


Barbara Pribula and her 3-foot-high Messerschmitt needed a boost from staff 

members as she became the first depositor at the new drive-in of First National 

Bank, Garfield, N. J. Looking on at left is Anthony Imparato, vice-president, 
leaning on a 1922 Dort coupe 
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POST-TO-CHECK USERS REPORT 
PERSONNEL SAVINGS AVERAGING 


38.5% 


THESE ARE USERS FIGURES! 


From banks which have Post- 
To-Check in everyday use, 
and are getting the savings 
mentioned, plus ... better 
control, more usable floor 
space, higher employee mo- 
rale, fewer errors, and an 
even daily work load .. . with 
a lower capital investment! 


YOUR Le Fesure REPRESENTATIVE HAS ALL THE FACTS! 


He carries the most complete Post-To-Check portfolio available. 
The full story, operational diagrams, current users facts and 
figures, and a survey form which will quickly tell you what the 
Post-To-Check possibilities are in YOUR BANK. 


HE ALSO OFFERS THE MOST COMPLETE LINE 
OF POST-TO-CHECK EQUIPMENT AVAILABLE! 


UW FIVE TYPES OF POST-TO-CHECK TRAYS 
~~ FOUR STYLES OF POST-TO-CHECK POCKETS 


ALL FORMS — STANDS — INDEXES — SORTERS 


oe” «6TWENTY TRAY HOUSING STYLES — PLUS CUSTOM BUILDING 


FIVE TYPES OF 
FIRE PROTECTIVE 
INSULATION .. . 
FOR SAFE STORAGE 
AT THE POINT-OF-USE 


DESIGN NO. 15025 


CEDAR RAPIDS, IOWA 


THERE IS NO SUBSTITUTE FOR EXPERIENCE . . . AND THE BIG 
MAJORITY OF PRESENT POST-TO-CHECK INSTALLATIONS ARE 
Le Frebutre EQUIPPED. 


Louis Lundborg D. W. Vooys 


of Nevada. He is also manager of 
the Las Vegas First and Fremont 
branch. He’s 33 years old. 


Louis B. LUNDBORG, vice-presi- 
dent, Bank of America, San Fran. 
cisco, has been elected to the board 
of directors of the Chamber of Com- 
merce of the United States. Mr 
LUNDBORG, author and lecturer in 
public relations, is a member of the 
Public Relations Council and _ the 
Savings and Mortgage Development 
Committee of the American Bankers 
Association, and active also in the 
Financial Public Relations Associa- 
tion. 


GEORGE H. SHINEMAN, cashier and 
trust officer of Central National 
Bank, Canajoharie, has retired after 
43 years with the bank. DANIEL W. 
Vooys was promoted to vice-presi- 
dent and trust officer. 


Schroeder Honored 


HICAGO CHAPTER, American In- 
C stitute of Banking, at the con- 
clusion of its recent annual meet- 
ing paid tribute to Joseph J. 
Schroeder for his 35 years as ex-J 
ecutive secretary. He was pre 
sented with a handsome gift, and 
many friends turned out to greet 

(CONTINUED ON PAGE 26) 


Joseph J. Schroeder 
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TOUGH 
PROBLEMS IN 
FOREIGN TRADE? 


The Philadelphia National will help you crack them— 
with the largest, most active Foreign Department 
in the Delaware Valley. 


Banks without foreign departments can profit in 
financing foreign trade originating in their banking areas. 
Cooperating with The Philadelphia National—you 
provide the credit judgment; we provide the mechanics 
and ‘know in handling the documents. Your 
customer benefits and both your institution and 

ours are adequately compensated. 


Let us explain how we can “‘get together’’ on 
handling such transactions. 


THE PHILADELPHIA NATIONAL BANK crecnizea 1303 


July 1955 


PHILADELPHIA 1, PA. 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Above, left to right: NORTH DAKOTA—Lee M. Stenehjem, vice-president, First International Bank, Watford City; MASSA- 
CHUSETTS—Richard S. Holden, president, Northampton National Bank; MAINE—Stephen D. Trafton, vice-president, 
Manufacturers National Bank, Lewiston 


Above, left to right: INDIANA—S. E. Lauther, president, Irwin-Union Trust Co., Columbus; OREGON—C. F. Adams, 
president, Portland Trust Bank; UTAH—Richard H. Clark, cashier, Davis County Bank, Farmington 


Above, left to right: ALABAMA—E. E. Anthony, president, The Commercial Bank, Andalusia; RHODE ISLAND—Ernest 
A. Peel, vice-president and treasurer, Plantations Bank of R. I., Providence; SOUTH DAKOTA—Caurtis B. Mateer, cashier, 
Pierre National Bank 
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STATE ASSOCIATIONS 


Above, left to right: DISTRICT OF COLUMBIA—W. Hiles Pardoe, vice-president, National Savings & Trust Co., Washing- 
ton; MARYLAND—Joseph N. Shumate, president, Farmers National Bank, Annapolis; NEVADA—C. E. Sutherland, vice- 
president, Bank of Nevada, Las Vegas 


Above, left to right: OKLAHOMA—Thomas D. Tarpley, executive vice-president, Citizens National Bank, Muskogee; SOUTH 
CAROLINA—Dwight F. Patterson, president, The Palmetto Bank, Laurens; PENNSYLVANIA—C, A. Sienkiewicz, president, 
Central-Penn National Bank, Philadelphia 


Above, left to right: ARKANSAS—Herbert A. Lewis, president, First National Bank, Fayetteville; OHIO—A. I. Kidston, vice- 
president and secretary, Dollar Savings & Trust Co., Youngstown; NEW MEXICO—Fred Cole, vice-president, First National 
Bank, Artesia 
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YOU'RE 
OUR 
BUSINESS 


In addition to providing the perfect liaison 
system for mortgagee-dealer relations, 
Foremost Insurance Company —special- 
ists in mobile home insurance— provides 
a Vendors’ Single Interest plan protect- 
ing your interest in the chattel every 
minute there is an unpaid balance 
Contact your Foremost agent today 
for full details, or write, wire or phone: 


FOREMOST 
INSURANCE 
COMPANY 


Grand Rapids 3, Mich. 


BANK SIGNS 


‘ THE BANK} 
OF 
NEW YORK] 


Picture the name of your bank in en- 
during bronze and aluminum .. . the 
names of your personnel in handsome 
desk plate of the same dignified metal. 

Let us show you how we can give 
you the very. finest signs, desk plates 
and bulletin boards to suit your every 
need . . . at most economical prices. 


Send for free illustrated catalog 


DESK NAMEPLATES 
2'*x10"" one line of copy $7.50 
2¥2"*x10"' twe lines of copy $9.00 
on brenze easel—other styles available 


“Bronze Tablet Headquarters" 


UNITED STATES BRONZE SIGN CO., Inc. | 
570 Broadway Dept. B New York 12, N. Y. 
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him, or sent wires or letters. It 
was also his 66th birthday, an oc- 


| casion which the Denver Chapter 


marked by sending him a bouquet 
of 66 Colorado carnations. 

Mr. Schroeder in earlier years 
taught A.I.B. classes in “Funda- 
mentals of Banking,’ and was 
author of the Institute’s first text- 
book on the subject. 

When the A.I.B. held its recent 
national convention in Miami, Mr. 
Schroeder was there. It was, in fact, 
the 40th he has attended. 


Applications have been filed for 
the incorporation of a new bank in 
Anacortes, Wash. The proposed 
state-chartered institution is to be 
known as the BANK OF ANACORTES. 
Prior to submitting application, the 
incorporators conducted an exten- 
sive survey of population and busi- 
ness trends and prospects in the 
area. 


First NATIONAL CITY BANK of 
New York has opened its 59th over- 
seas branch, in Caracas, Venezuela. 


At the Williamsburgh Savings 
Bank, Brooklyn, N. Y., WILLIAM J. 
BUEHLER was advanced to execu- 
tive vice-president ; LOUIS MILLER to 
vice-president; J. RONALD MORGAN 
to cashier and assistant secretary; 
RUSSEL M. HOVERMAN, comptroller. 


HERMAN G. COOPERMAN and IRA F. 
WEISS have advanced to vice-presi- 
dencies at Trade Bank and Trust 
Company, New York City. 


HERBERT T. GREENFIELD has been 
appointed vice-president and credit 
supervisor at the head office of Bank 


Edward F. McGinley, president of the 

Liberty Bank of Buffalo, N. Y., pushes 

wheelbarrow-load of cash into _ the 

bank’s newest office as manager Leon 
J. Over looks on 


of Nevada, Las Vegas. He had spent 
29 years with Bank of America, 
from which he resigned last April. 


LORING L. GELBACH, president of 
Central National Bank of Cleveland, 
Ohio, has been elected chairman of 
the Greater Cleveland Chapter of 
the American Red Cross. 


H. S. DAVIDSON, manager of City 
Market office of California Bank, 
Los Angeles, was elected vice-presi- 
dent of the California State Numis- 
matic Association. 


Kings County Savings Bank, 
Brooklyn, N. Y., has announced 
election of the following officers: 
CHARLES F. BRAU, executive vice- 
president; ROBERT B. FREIFELD, 

(CONTINUED ON PAGE 28) 


This is the new Motor Bank of the Lubbock (Texas) National Bank which re- 

cently had a real Texas-style opening with over 6,000 persons in attendance, 

music and entertainment, and the whole business telecast over KDUB-TV. The 
Motor Bank has five lanes of traffic accommodating 18 cars off the street 
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Some concrete facts about cement 


Banks play an important part 
in America’s cement indus- 
try. Here’s how 


Even though it’s been through ap- 
proximately 80 manufacturing proc- 
esses and met some of the toughest 
specifications in U. S. industry, the 
cement being smoothed over above 
costs less than a penny a pound at 
the mill! 

Concrete Money 
American cement making became an 
established industry in the late 1800s. 
As the industry grew, banks helped 
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supply the money necessary to build 
America’s new Stone Age. To this day 
the bankers help finance the quarry- 
ing of lime and procuring of many 
other raw materials required for 
cement manufacture. They supply 
funds for plant expansion and prod- 
uct development. On the retail side, 
bank loans frequently help hardware 
and building supply men... making 
it easy for you to buy cement by the 
sackful or carload. 


Who Profits P 
All of these loans add up to more 
than multimillion-dollar help to a 
vital industry. They illustrate clearly 


that a competitive banking system, 
free to put money to work wherever 
and whenever opportunity for profit 
exists, is the most potent ally private 
enterprise can have. 

This is so because men and women 
work wherever money works, and the 
fruits of their labor are a wider choice 
of fine products for all to enjoy. 

The Chase Manhattan Bank, a 
leader in loans to American industry, 
is proud of banking’s contribution to 
the progress of our country. 


The Chase Manhattan Bank 
HEAD OFFICE: 18 Pine Street, New York 15 
(Member Federal Deposit Insurance Corporation) 
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much as the branch office. But 


different means are required to 
provide proper 


or decoration under one manage- 


ment thus avoiding divided 


to contact any of our 100 repre- 


sentatives—one of whom is near 


you—or our main office directly 
in order to obtain our illuminating 
and decorating services. A study 
_ of your banking offices will reveal 
attraction and staff efficiency 
Bank in New York charged the 
Rambusch organization with the 


of 
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treasurer; ASTA OLSEN BERRY, sec- 
retary; HAROLD A. PEARCE, comp- 
troller; CHARLES H. HOFFMAN, as- 
sistant treasurer. 


Woman's Work 


R. FUNCK, assistant vice- 
president of Irving Trust Com- 


| pany, New York, was subject of an 


article and photo in the June issue 
of Charm magazine. MISS FUNCK 
was one of five women featured in 
a section entitled “Women at Work 
in New York.” She has been study- 
ing and analyzing trends of the 
money and bond markets for more 
than 10 years. Her job is to help 
keep management posted on market 
conditions and banking develop- 
ments. She makes analyses used in 
formulating policy for the invest- 
ment of the bank’s own funds and 
helps in preparing the bank’s an- 


| nual report. 


Miss FUNCK is a former member 
of the board of the National Asso- 
ciation of Bank Women and a past 
chairman of the Association’s re- 
search committee. She is also a past 
president of the Woman’s Bond Club 
of New York and of the Zonta Club 


| of New York. 


When the new STATE BANK OF 
JACKSONVILLE, Fla., opened its 
doors, some 5,000 persons flocked in 
to its open house. First-day de- 


| posits totaled $2,479,304.07. Officers 


are: D. ROSCOE BUTTREY, president; 


| JAMES B. LUMPKINS, vice-president ; 
| J. Noyce FANNING, 
| vice-president; and W. H. SHORTS, 


assistant 
cashier. 


JOHN W. SANDSTEDT, executive 
secretary of the Nationa! Associa- 
tion of Mutual Savings Banks, has 
rounded out 35 years of service to 
the mutuals. He has been executive 
secretary of the Association for 27 
of these years, serving under 29 
presidents. He began trade associ- 
ation work in 1919 (his first job) 


Roscoe Buttrey LB John Sandstedt 


Dorothy R. Funck 


with the Savings Banks Association 
of the State of New York. He tran; 
ferred to the national organization 
when it was formed in 1920. 


“Excellently Managed’ 


The PEOPLES NATIONAL BANK ¢/ 
Charlottesville, Va., has been cert.’ 
fied as “excellently managed” by tht’ 


American Institute of Management® 
The bank is cited for its “forwari } 
looking and progressive 


of its responsibilities as a banking 
institution and as the source of th 
credit from which normal expansio1 


of small business is likely to tak) 


place.” 


JOHN W. BOYER, JR., 
named a correspondent representa 
tive of Provident Trust Company of 
Philadelphia. 


ROBERT L. RIEDEL, assistant vice 
president and auditor of the Marin? 
Midland Trust Company of New) 


York, was elected president of the 


New York City Conference of thf 
National Association of Bank Audi-§ 


tors and Comptrollers. HENrY F 
FORSSTROM, auditor of Chemical 
Corn Exchange Bank, was elected 
vice-president; secretary - treasure! 
(CONTINUED ON PAGE 30) 


J. W. Boyer, Jr. Robert Riedel 


BANKING | 


has _ beet 


Jul 


| 
SAVINGS BANK 
| 
ing and enhancing the architec 
tural. integrity of your interior. | ee 
The Rambusch Organization's | a 66 
Fif 
out obligation, you are invited | S pa 
| co 
| 
| enc 
| 
tiv 
ad 
’ Pu 
bu 
Co 
fo 
do 
lighting | | 
given the opportunity to serve you? 
40 West 13th Street, New York 11, N.Y. a - > 
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HERE’S ONE BUSINESS NOT BOTHERED BY 


“HIDDEN BUYING INFLUENCES 


Fifteen minutes to set up shop... . a hot day . . . thirsty 
customers . . . and these kids are in business. But, in 
industry, selling is more complex. The bigger the com- 
pany, the more men a salesman must contact. In some 
companies anywhere from three to six men may have a 


ited time to more productive use in discussing specific 
product applications and closing sales. 


THAT’S WHY WE SUGGEST: If you have a financial interest 
or responsibility in a company, you will want to en- 
courage the company’s management in the use of ade- 


ie voice in buying decisions. These hidden buying influ- quate Business Publication Advertising. 
ences may be unknown to the salesman . . . but they are 

f the still an important part of a company’s market. 

f the} That’s why progressive and profit-minded sales execu- The McGraw-Hill Department of Eco- 

Aud} tives make use of the low-cost tool of business paper nomics’ eighth annual survey of busi- 

RY Fy advertising. They know that sales messages in Business ness’ plans reveals interesting data on 

nical industry’s planned capital expendi- 


‘ected | 


sure! 


iedel 


Publications not only reach executives who place orders, 
but also those who have an influence in buying decisions. 
Consistent advertising in Business Publications, edited 
for specific markets, builds company recognition, breaks 
down buying resistance and creates product preference. 
This enables the salesman to put his valuable and lim- 


tures for the next four years. The 
complete findings are available in a 
12-page booklet titled, ‘Business’ 
Plans for New Plants and Equipment 
1955-58.” We'll gladly mail you a 
copy. 


NicGRAW-HILL 


PUBLISHING COMPANY, INCORPORATED 


ARP 330 WEST 42nd STREET, NEW YORK 36, N.Y. 


McGRAWHILL 
aa 
BUSINESS 


OVER A MILLION MEN IN BUSINESS AND INDUSTRY PAY TO READ McGRAW-HILL BUSINESS PUBLICATIONS 
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is JAMES H. DREYER, assistant comp- 
troller of the Guaranty Trust Com- 


pany. 


Drive-In: Texas Style 


ONSTRUCTION started June 1 on 

the new $1,400,000 drive-in 
motor bank and parking garage of 
TEXAS BANK & TRUST COMPANY, Dal- 
las. Plans had undergone three re- 
visions in recent months as the bank 
planned to meet projected needs of 
customers. It is hoped that con- 
struction will be completed by No- 
vember of this year. 

W. W. Overton, Jr., chairman of 
the board, says that the new build- 
ing will be the “first department 
store auto-bank in the United 
States.” Customers will have easy 
access to virtually every department 
by driving to either of the first two 
floors or basement. 

Customers enter or leave at street 
level where cars pass through a wall 
of pressurized air which is to main- 
tain temperature control year round. 
Inside the “air locks,” a constant 
temperature, free of engine fumes, 
will be maintained. 

There will be nine motor tellers, 
who can handle more than 1,500 
bank-by-car customers daily. It is 
planned that a “roving” bank officer 
will likewise be available to assist 
customers coming by car. Plans call 
for three levels of automobile bank- 
ing space plus a 330-car garage. 


The Bank of Apple Valley, California, shown here, has won an award of merit 
from the American Institute of Architects’ 7th Annual Competition for Outstand. 
ing American Architecture 


NATIONAL BANK OF WESTCHESTER, 
White Plains, N. Y., is opening three 
new Offices, bringing its total to 14. 


Makes Salary Survey 


ITy NATIONAL BANK & TRUST 

CoMPANY, Kansas City, Mo., has 
completed a job survey which was 
instituted in order to obtain data 
for setting up systematic and equi- 
table salary standards. The survey 
took six months to complete and 
was the first ever undertaken by a 
commercial bank in the area. R. 
Crosby Kemper, president, said that 
it was initiated because the bank’s 
growth during and after the war 
years made it difficult to follow a 


planned personnel and salary pro- 
gram. The bank found that less 
than 10% of its salaries were out of 
line, either higher or lower than the 
norm. 


Remodeling is underway on BANK 
OF NEVADA’s fifth office, to be known 
as the Las Vegas Strip Branch. The 
location was formerly occupied by 
Las Vegas radio station KENO. The 
building will be enlarged and re- 
modeled and completion is expected 
in only 90 days. 


C. B. EDWARDS, head of the mail 
and communications department of 
the Fourth National Bank in Wich- 

(CONTINUED ON PAGE 32) 


Three New State Association Presidents 


Left to right: MINNESOTA—Donovan E. Crouley, vice-president, Northwestern National Bank of Minneapolis; NEW 
HAMPSHIRE—H. E. Trentini, executive vice-president, The Souhegan National Bank, Milford; SAVINGS BANKS OF NEW 
JERSEY—Ernest R. Hansen, treasurer and trust officer, Perth Amboy Savings Institution 
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Making friends across the border 


Reproduced here are a few of the scores of adver- 
tisements of The Canadian Bank of Commerce 
which have appeared in recent years in a number of 
United States newspapers, from coast to coast. 


These advertisements express our active interest 
in assisting United States banks and their industrial 
and commercial customers to develop their business 
activities north of the border. 


Many American bankers and business executives 
have found our monthly Commercial Letter a useful 


source of information on conditions, industries and 
opportunities in Canada. We shall be glad upon 
request to place your name on our mailing list to 
receive the Letter regularly. 


For further information on our facilities—just 
write to one of our Regional Business Develop- 
ment Departments, located at Vancouver, Calgary, 
Winnipeg, Toronto, Montreal and Halifax, or to 
the Business Development Division, Head Office, 
Toronto. 


THE CANADIAN BANK OF COMMERCE 


HEAD OFFICE—TORONTO 


NEW YORK SAN FRANCISCO ° LOS ANGELES ° SEATTLE 


AND MORE THAN 680 CANADIAN BRANCHES 


PORTLAND, ORE. 
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ita, Kan., has written on “Money— 
Good and Bad” in the May issue of 
The Numismatist. MR. EDWARDS 
is listed in Who Knows and What 
as one of two lay experts on coun- 
terfeiting. Parts of his article had 
appeared in previous issues of 
BANKING. 


Roy G. MACKNIGHT, vice-president, 
cashier, and director of the Peoples 
Bank of Hawthorne, N. J., has been 
elected president of the New Jersey 
Conference of Bank Auditors and 
Comptrollers. Other officers elected: 
Vice-president, VICTOR GLASSER, as- 
sistant cashier, National State Bank 
of Newark; secretary - treasurer, 
HarrRY L. NIELSEN, auditor, Na- 
tional Newark & Essex Banking 
Company; assistant secretary-treas- 
urer, OTTO F. WEINERT, JR., vice- 
president and comptroller, Trust 
Company of New Jersey, Jersey 
City. 


HOWARD WILSON, New York City 
investment banker, has joined the 
National Bank of Toledo, Ohio, as 
vice-president. 


GEORGE C. WOLF was appointed a 
vice-president of Manufacturers 
Trust Company, New York City. 
He’s officer-in-charge of the bank’s 
Canal Street office. 


HAZEL AHERN, insurance man- 
ager of Dollar Savings Bank, New 
York City, was elected chairman of 
the Savings Banks Insurance Forum 
of the State of New York. Mrs. 
AHERN is the first woman to hold 
this office. 


R. B. Hampson 


Roy MacKnight 


R. B. HAMPSON, JR., vice-president 
of Citizens National Trust and Sav- 
ings Bank of Riverside, Calif., has 
been named to head a new adminis- 
trative division, the investment de- 
partment. He is succeeded as man- 
ager of the main office by VERNON 
C. FLETCHER, vice-president. 


ADAM C. MULLER, vice-president- 
treasurer and trustee of The Kings 
County Savings Bank, Brooklyn, 
N. Y., has retired after 39 years 
with the bank, but will continue to 
serve as a member of the board of 
trustees. 


“Outstanding Citizen” 
pe F. FLORENCE, vice-president 

of the American Bankers Asso- 
ciation and president of the Re- 
public National Bank of Dallas, was 
awarded an honorary degree at the 
commencement which marked the 
close of the 104th year at West- 
minster College, Fulton, Mo. 

The citation giving him an hon- 
orary degree of Doctor of Laws 
mentioned his interest in civic and 
philanthropic organizations, the 
fact that he is due to become presi- 
dent of the A.B.A., and his interest 
in education as a member of the 
executive committee of Southern 
Methodist University. 


Fred F. Florence, center, receiving degree from Dr. Robert L. Davidson, presi- 
dent of Westminster College. Looking on is Dr. L. C. Dahl, dean of the college 


H. F. Tingley Bernard Curry 

He was called “an outstanding 
citizen, a good neighbor, and a na- 
tional leader in the finance and 
banking field.” 


H. F. TINGLEY, JR., assistant vice- 
president of Industrial National 
Bank, Providence, R. I., has been 
elected president of the New Eng- 
land Chapter of Robert Morris As- 
sociates. Other officers elected were: 
first vice-president, D. THOMAS 
TricG, National Shawmut Bank of 
Boston; second vice-president, 
CHARLES P. DRISCOLL, Middlesex 
County National Bank; secretary- 
treasurer, FRANCIS B. HAYDOCK, 
Rockland Atlas Bank; assistant 
treasurer, FRANK E. DOUGLAS, Sec- 
ond Bank State Street Trust Com- 
pany. 


BERNARD F. Curry has been ap- 
pointed trust officer of Guaranty 
Trust Company of New York. He 
had been associated with the New 
York law firm of Davis, Polk, Ward- 
well, Sunderland & Kiendl. 


To report its 65th birthday to 
staff and friends, CENTRAL NA- 
TIONAL BANK of Cleveland, Ohio, 
produced a special issue of its 
Progress Bulletin. The Bulletin is 
issued hi-weekly “and when the 
news warrants,” which sometimes 
is daily. Through the publication, 
tke staff often receives bank news 
before its reaches the newspapers. 


DONALD V. BENNER was appointed 
a vice-president of Mercantile Na- 
tional Bank of Chicago. PETER F. 
KAUFMAN became trust officer; LES- 
TER P. RAKOw, assistarit auditor. 


ARTHUR F. MAGRAW, vice-presi- 
dent, has been honored for 50 years 
with The Colonial Trust Company, 
Waterbury, Conn. 


Fresno. Calif., is to get two new 
banks. One will be a branch of FIRST 
WESTERN BANK & TRUST COMPANY 

(CONTINUED ON PAGE 94) 
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More and more 10-Key Adding Machines 


are being delivered 


And inside the banks you'll hear 


... operators of this machine say: “10-key touch 
certainly makes my work more accurate. I can 
keep my eyes on the checks and figures I'm listing 
without looking at the machine...no more errors 
‘carrying’ figures from paper to machine.” 


... cashiers exclaim: “We are con- 
vinced that 10-key keyboard oper- 
ation is 30 to 100% faster than the 
old style full keyboard ... and it’s 
so simple to operate that training 
time for new employees has been 
cut in half.” 


to banks these days 


... bank officers point out: “The tape’s the thing. 
No more double runs to check accuracy. And for 
listing daily balances or computing interest, one 
printing calculator does the work of two ordinary 
figuring machines—a calculator and an adding 
machine.” 


Let a Remington Rand All Electric Adding Ma- 
chine with touch control keyboard help you in 
the following departments: General Accounting; 
Mortgage; Trust; Bookkeeping; Statistical. 


For free applications in the finance 
field write to Room 1733, 315 Fourth 
Avenue, New York 16, New York. 
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DIVISION OF SPERRY RAND CORPORATION 
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BANKING 
The OUTLOOK 


and CONDITION OF BUSINESS 


slightly excited. 

Business executives and economists have been 
predicting that 1955 will be the best year in the history 
of American commerce and industry. Now, with 
another jigger of domestic wage inflation here at home 
and a heaping tablespoonful of Russian sugar abroad, 
anything can happen. 

The success of labor lately in getting a larger share 
of the prevailing and prospective prosperity will prob- 
ably spread through the whole economy, as did the 
escalator idea three years ago, tying wages to cost of 
living. Whether it is called guaranteed annual wages, 
supplemental unemployment benefits, guaranteed in- 
flation, or guaranteed annual stagnation, depends on 
the time and point of view. 


Ts business outlook is good to the point of being 


Long-term business planning is based at present on 
the assumption that the long-term trend in production 
is definitely upward. 

Short-term planning is a little different. It must 
take into account a few unfavorable factors like 
strikes, a pre-election rash of investigations and polit- 
ical maneuvers of one kind or another and, of course, 
the election itself next year. 

Even these things are not causing the serious con- 
cern one might expect. The contemporary scene is 
idyllic and the main outlines so interesting that one 
is inclined to set them down quickly before anything 
happens to spoil the picture. To mention a few: 

* The greatest easing of political and economic ten- 

sions here and abroad since Chamberlain came home 

from Munich. 

* Continued extraordinary progress in every field of 

technology—electronics, atomics, bio-chemistry, petro- 

chemistry, and transportation. 

* Rising personal incomes. 

* Rising corporate profits and dividends. 

* Rising savings to provide the means of capital ex- 
pansion. 

* Rising consumer spending. 

* A high rate of Government spending. 
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The spread of pension and personal security plans 
and guaranteed this and that, giving increasing 
numbers a feeling of financial assuranice—a kind 
of anti-depression Salk vaccine. 

Business confidence of a sort that leads to commit- 
ments for building, buying, and higher wages. 

Construction and automotive sales at record levels, 
plus the fact that the boom has broadened and 
is no longer completely dependent on these in- 
dustries. 

An employment picture that improves, although 
somewhat more slowly than students of this sub- 
ject would like to see. 

And to top it off, fairly steady stock prices, land 
values, commodity prices, and interest rates. 


New Dimension for Competition 


Now for a closer look at these items, or a few of 
them at least, because we seem to be moving toward 
a “coexistence” of socialistic and competitive enter- 
prise so complete that it’s hard to see where one stops 
and the other begins. 

There is plenty of old-fashioned competition today, 
but the trend seems toward a bigger conception of 
the competitive job ahead of us. 

Competition is thought of more and more as be- 
tween industrywide groups for the consumer’s dollar. 
Instead of one brand of shoes against another, it is a 
pair of shoes against a family trip to the movies with 
cokes on the way home. It is a case of the steel in- 
dustry getting papa to buy mamma an all-steel kitchen 
instead of a trip to Nassau, and making mamma like it. 

Furniture and home equipment people are saying 
among themselves that if people would spend less for 
these new two and three-colored cars they would have 
more to spend for furniture and home equipment and 
carpets. It is the old question of staying’ at home 
versus rolling along the highway. 


Banks enter into this situation in various obvious 
ways, including the fact that they are competing for 
(CONTINUED ON PAGE 122) 
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kor Savings 


Advertise and Keep It Up! 


Without competing on a rate basis for savings, one bank's time deposits were increased by 


more than 37300 in an 11-year period by consistent personnel training and savings promotion 


CLARENCE R. MEAD 


The author is senior vice-presi- 
dent of the Security Bank, Lincoln 
Park, Michigan, and is a member 
of the A.B.A. Savings and Mortgage 
Division’s Executive Committee and 
Savings and Mortgage Development 
Committee. 


ings dollar. The familiar ex- 

pression, “There is nothing 
like money in a bank,” is a natural, 
and it is up to us to capitalize on 
it. 

The banker who is satisfied to 
designate part of his bank building 
as a savings department and then 
let it run itself—that banker has 
little right to complain that he is 
not getting his share of the new 
savings dollars. To encourage 
people to save and deposit their 
savings in your institution, you 
must first create an awareness that 
your bank is just the place for 
savings. 


Bite are the place for the sav- 


No “Rabbit in the Hat" Trick 


Whatever you do, you must keep 
trying new ideas—continually in- 
ject new life into a savings promo- 
tion program. Certainly not all sav- 
ings promotion schemes will be suc- 
cessful. What may be an excellent 
plan in one area may fail miserably 
in another. 

Assuming that your bank is in- 
terested in the savings depositor— 
and also not forgetting the mort- 
gage business you are losing for 
lack of savings funds—here are a 
few ideas which have been instru- 
mental in promoting the Security 
Bank’s savings growth. 

In the first place, we are a 1% 
bank. We do not offer certificates 
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SAVE with SECURITY 


“a friendly bank’’ 


You are now a member of our large and growing family. 
Payments have proven easy. Why not open a savings 


account here. 


Regular deposits with Security are the road to success 


and happiness. 


Member of Federal Deposit Insurance Corporation 
Member of Federal Reserve System 


Inside back cover of instalment loan book is designed to make customers savings 
conscious when their loans are paid in full 


of deposit at a higher rate and 
longer term, but we are studying 
this possibility. At present, it is the 
feeling of our investment counsel 
and our officers that we should not 
go into this phase of savings just 
because others are doing so, but 
only if the funds can be profitably 
employed—and then we should ad- 
vertise. 

Secondly, we do not turn the 
“selling faucet” on and off. Ours 
has been a constantly changing 
program. No one feature can be 
pointed to as the reason our sav- 
ings have had such a successful 
growth. 

With these two factors in mind, 
here are a few of the encourage- 
ments we use to sell savings. 


Adequate Facilities 


While it is true that we are in a 
rapidly expanding area in suburban 
Detroit, we have kept pace with 
the growth of our community 
through a building program, in or- 
der to provide service. This has 
made it necessary to increase our 
capital several times by stock divi- 
dends and cash subscriptions. Our 


savings deposits have increased 
from $6,300,000 on June 30, 1944 
to $29,800,000 at the present time. 
The net figure after depreciation 
for our buildings and fixtures has 
increased on our books from $64,- 
000 in 1944 to a present $969,000. 

To have depositors wait in a long 
line is a very good way to discour- 
age savings. Our building program 
is still continuing. 


Trained Personnel 


When a customer walks into 4 
department store, he expects the 
salesman to know the product he 
is selling. The same is true in bank- 
ing. Educate your personnel in 
what they have to sell; namely, 
service. The members of your staff 
should be thoroughly familiar with 
the services which the bank has to 
offer. They should know why their 
services are better than those of 
their competitor. This can be ac- 
complished without depreciating 
the competitor, after adequate staff 
training. 

Outside of an annual Christmas 
Club contest, we have never offered 

(CONTINUED ON PAGE 100) 
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One of many banking measures under consideration on Capitol Hill during the past month was that pertaining to S&L 
branches. Above, members of the Senate Banking and Currency Committee hear testimony on that subject by Paul A. 
Warner (lower left), who represented the American Bankers Association. Mr. Warner is president of the Oberlin (Ohio) 
Savings Bank Co. Around the rostrum, from left to right, are Sen. Prescott Bush, Sen. Wallace A. Bennett, Committee Ad- 
ministrative Assistant Donald Rogers, Sen. J. Allen Frear, and Sen. Paul H. Douglas. Excerpts from Mr. Warner’s state- 


ment have been sent to all banks by the American Bankers Association 


No Lack of Banking Legislation 


HIS capital at present shows 
‘ce completely opposite faces, 

as sharply contrasting as black 
and white. 

On its Executive side, Washington 
faces toward stability of policy. 

On its Congressional side, many 
possible great changes are afoot. 
There is more doing in the way of 
legislation to affect banking, its way 
of doing business, or its competi- 
tive environment than has developed 
in perhaps any session of Congress 
since World War II. 

On the uptown side, this capital 
probably will be calm for some in- 
determinate period. Business looks 
800d to officials. They see recovery 
from the 1954 dip securely founded. 
Gross national product was hitting 
a rate of $375-billion, or $5-billion 
above the 1953 peak rate. 

Furthermore, they see no particu- 
lar inflation in the business picture. 
That being so, monetary policy is 
likely to remain in the status quo. 
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LAWRENCE STAFFORD 


This would indicate that the Fed- 
eral Reserve will see no need, it is 
believed, either for restraint or ease. 
It will continue to hold its tight 
rein on free reserves. Nevertheless, 
the policy would suggest the pro- 
vision, through bill purchases, of 
sufficient reserves to meet a rea- 
sonable seasonal loan rise, plus some 
additional for the growth of the 
economy. 

In a negative way, the outlook on 
the uptown side is even more strik- 
ingly for stability. The President, 
after being pressed urgently by 
some of his most influential advisers 
to ask for stand-by controls, made a 
statement which appeared to say he 
had finally abandoned this idea. 

The planners had urged the broad- 
est kind of controls. They would 
have encompassed sweeping powers 
over credit, which was to be chron- 
ologically the No. 1 emergency anti- 
inflation reliance, and over wages, 
prices, and the power to ration. 


Only in the Treasury is there 
anything less than serenity. Be- 
tween now and December the Treas- 
ury must, if temporarily, borrow 
from $9- to $10-billion to take care 
of the seasonal cash deficit. Con- 
gress was not enthusiastic about 
raising the statutory debt limit— 
was dragging its heels. Without 
this boost, even if temporary, the 
borrowing of this new cash would 
cause qualms. 

Furthermore, with banks under 
pressure to lend for the seasonal 
rise in an already vigorous business 
climate, plus pressure to lend to 
those corporations needing cash for 
the speed-up of tax payments, the 
climate does not seem healthy for 
a long-term issue to raise this large 
sum. 


Hit Monetary Policy 


When the Joint Economic Com- 
mittee opened hearings on February 
1, 1954, Congressional Democrats 
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began hammering at the flexible 
credit policy of both the Reserve 
Board and the Eisenhower Adminis- 
tration. Their constant criticisms 
have left one distinct impression. 
This is that Democrats are taking 
the “party line” that general credit 
restraint, no matter how moderate, 
is not justified so long as there is 
any appreciable unemployment. 

It remained for this policy to be 
crystallized formally. It was, how- 
ever, last month in a memorandum. 
“Recent Monetary Policy,” prepared 
by the staff of the Joint Economic 
Committee for its members. 

This memo was carefully and 
adroitly worded and was not cate- 
gorical. Nevertheless, its impact 
was that of criticizing the abandon- 
ment of monetary ease so long as 
there is unemployment. In view of 
the fact that Senator Paul H. Doug- 
las (D., Ill.) is a student of Federal 
Reserve policy, it is reasonable to 
believe that the staff would not 


have prepared this memorandum on 
its own initiative and without Sen- 
ator Douglas’ approval. It could 
even have been inspired by him. 

There was a further thought made 
clear in this monetary memo, to the 
effect that, if there is excessive 
credit in particular areas—in con- 
sumer and real estate credit—these 
should be curbed by specific rather 
than by general controls. 


Patman Investigation 
Killed in House 


Representative Patman disclosed 
to the House that he was going to 
make a great deal of publicity about 
bank profits in 1954 from sale of 
Governments by banks, which was 
something of a one-year “fluke,” in 
connection with his proposed in- 
vestigation of the open market com- 
mittee. The House killed this probe 
by a vote of 214 to 178. 

Mr. Patman had two primary ob- 
jectives for this study—to develop 


the need for reorganizing the Open 
Market Committee and to stress the 
need for par supports for Govern. 
ment securities. 


Holding Company Bill 
Passes House 

By a vote of 371-24 the House 
last month passed a bill to provide 
for further regulation of bank hold- 
ing companies. At the time of going 
to press its fate in Senate Com- 
mittee was uncertain. Senate sub- 
committee hearings under the chair- 
manship of Senator J. Allen Frear, 
Jr., were scheduled for July 5. (More 
on this legislation appears on page 
81 in this issue of BANKING.) 


Enlarge Real Estate 
Loan Powers 

The Senate passed four bills sug- 
gested by the Comptroller of the 
Currency. All four probably will 
go through the House in time, al- 
though, with a heavy docket, some 


Spreading Our “‘Know-How’”’ Abroad 


VER since World War II we have 

been spreading our industrial, 
agricultural, and marketing know- 
how abroad as a matter of Govern- 
ment policy. This program, under 
which the U. S. Government fi- 
nances visits of foreign teams to 
this country and sends American 
experts to teach abroad, antedated 
President Truman’s famous Point 
IV. Despite the exit of the Truman 
Administration, the trainee pro- 
gram has expanded and has reached 
into the financial realm. 

Currently foreign trainees are 
coming here at the annual rate of 
about 5,000. While the Russian 
farmers’ visit has been attracting 
much public attention, hundreds of 
others — business managers, shop 
foremen, farmers, medical students, 
bankers, and foreign government 
officials — have been visiting here 
with little or no attention in the 
press. They have come from all 
over, mostly from Europe but lat- 
terly in increasing numbers from 
Asia. From 1944 through 1954 more 
than 12,000 Europeans came here 
to learn the secrets of American 
economic leadership, more than 4,400 
Latin Americans, nearly 1,400 from 
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the Far East and 1,200 from the 
Near East, South Asia, and Africa. 
All their expenses in the U.S.A. 
are paid for by Uncle Sam and often 
their travel tickets as well. 


Nor all our know-how sharing is 
on a come-and-see-it basis. Many 
experts are sent abroad by the Gov- 
ernment. American colleges and 
universities have been receiving 
about $15,000,000 yearly to con- 
duct technical cooperation programs 
abroad. About 43 colleges are cur- 
rently engaged in overseas con- 
tracts under FOA financing and 
some 62 contracts are in operation 
in 30 countries, mostly in the Near 
and Far East and Latin America. 
Contracts, usually for three years, 
deal with agriculture, home eco- 
nomics, education, public health, en- 
gineering, public administration, and 
business management. 

Moreover, Uncle Sam runs a 
know-how program at Bafios Uni- 
versity in the Philippines, bringing 
people from other Asiatic countries 
to study there. Now Japan is ask- 
ing that we do the same at one of 
its universities. 

In the financial field, last October 


FOA brought a group of eight Mex- 
icans here to study American in- 
vestment companies. Six were 
bankers; the others included the 
president of Mexico’s Securities and 
Exchange Commission and a mone- 
tary economist of the Bank of Mex- 
ico. The group conferred with pro- 
fessors at Columbia University’s 
Business School, officials of the New 
York Stock Exchange, the American 
Stock Exchange, various commer- 
cial banks, securities houses, invest- 
ment funds, financial analysts, the 
SEC, the Federal Reserve Board, 
and others. Similarly two German 
groups of bankers, government of- 
ficials, and industrialists have been 
provided a chance to study Amer- 
ican investment companies. 


U wore the Marshall Plan major 
emphasis was on the productivity 
teams, whose purpose was to speed 
Europe’s recovery from the war. 
Now the chief emphasis in the know- 
how program is on the problems of 
development. As measures of past 
success FOA has cited various cases. 
In France the Renaud company in- 
creased productivity and wages 36% 
in 18 months while cutting prices 


BANKING 


legis 

into 

O 
larg 

ing 
bill, 
to t 

loa 
on ¢ 

sa! 

on 

the 

co 

ba 
tiol 
dus 
tro 

tha 

in 
tro 

plo 
enl 
vid 
38 7 


Open 
Ss the 
Vern- 


Louse 
Ovide 
hold- 
Zoing 
Com- 

sub- 
hair- 
‘rear, 
More 
page 


legislation will have to carry over 


into the 1956 session. 

One of these measures would en- 
large national bank real estate lend- 
ing powers. Banks could, under this 
pill, make 20-year home mortgages 
to two-thirds of value and 10-year 
loans with 40% amortization based 
on 66 2/3% of appraised value. The 
same bill would permit 9-month in- 
stead of the present 6-month term 
on housing construction loans. At 
the suggestion of the A.B.A., the 
committee also authorized national 
banks to make 18-month construc- 
tion loans on commercial and in- 
dustrial property. 

A second bill permits the Comp- 
troller’s office to waive not more 
than one national bank examination 
in each two years, to give the Comp- 
troller more flexibility in the de- 
ployment of his examiners. 

A third bill passed by the Senate 
enlarges the area in which indi- 
viduals may reside to be eligible as 


10% to 20%. A stove manufacturer 
in one year raised wages 24% while 
cutting prices 10%. A shoe factory 
in six months doubled production, 
eliminated plant unemployment, and 
raised take-home wages 14144% by 
what was learned here. Whether we 
are talking of steel manufacture, 
shoemaking, frozen food prepara- 
tion, or the treatment of tropical 
diseases, the productivity and trainee 
programs have yielded tangible re- 
sults abroad. 

Thus America is lending a help- 
ing hand to friendly nations every- 
where. It is only when one thinks 
of the Administration’s difficulties 
on Capitol Hill with respect to get- 
ting approval of Congress and 
American industry for a more lib- 
eral U. S. policy toward imports 
and when one hears of the pres- 
sures of American exporters for 
Washington’s help in facing the 
competition being offered by foreign 
producers in markets abroad that 
one is given pause. Will the seeds 
we plant with Japanese trainees 
and others today bear fruit in stiffer 
trade and tariff competition a few 
years hence? 


Tm Commission on Organization 
of the Executive Branch of the Gov- 
ernment (Hoover Commission) has 
found that the “original relatively 
modest concepts of the Point IV 
programs of technical cooperation 


national bank directors. It would 
require two-thirds of a bank’s di- 
rectors to live within 100 miles of 
the bank. Previously three-fourths 
had to reside within 50 miles. 

Still another provides for dispens- 
ing with the requirement for pub- 
lishing notice of the liquidation of 
a national bank in a newspaper pub- 
lished in the city of New York and 
eliminating reference in such no- 
tice published locally that holders 
of bank notes should present them 
for payment. This bill was passed 
by the Senate on May 31, 1955. 

These four bills will automatically 
be taken under consideration by the 
House Banking Committee. 

Another bill reported out by the 
Senate Banking Committee provides 
for cumulative voting of shares of 
stock for the election of directors 
of national banking associations if 
provided for in the articles of asso- 
ciation. 

The Senate Banking Committee 


have been enormously expanded.” 
The activities now cover not only 
“imparting American industrial 
training,” the Commission says, 
“but also furnishing professors to 
universities, bringing large numbers 
of persons to the United States for 


U. S. production “know-how” has 
had such an impact in India that an 
American-made Caterpillar D4 trac- 
tor pulling a plow is featured on one 
of a new series of stamps recently 
issued by the Posts and Telegraph 
Department of India. This 18-stamp 
series has been designed to highlight 
the Indian Government’s “5-year 
plan.” The tractor is featured on 
the 3-pies stamp, the lowest denom- 
ination of the series. The rest, in- 
eluding four air mail stamps, depict 
other scenes which express the effort 
of the people to build a new India 


INDIA 3" 
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favored a proposal of the Admin- 
istration to contribute some $36,- 
000,000 to the capital of the proposed 
International Finance Corporation. 

Banking’s leading legislator last 
month was Representative Jesse P. 
Wolcott, Michigan Republican, who 
sought to moderate the holding 
company bill more to the views of 
the bank supervisory officials, state 
and national, and the A.B.A. He 
also led the fight against the Pat- 
man investigation. 


Hear Arguments on 
S&L Branching 


The Senate Banking subcommit- 
tee has reported out legislation to 
regulate the powers of the Home 
Loan Bank Board to approve 
branches for federally chartered 
savings and loan associations. 

At issue were two points of view. 
One was that held by the Home 
Loan Bank Board. The Board, as 
by its proposed but suspended 


industrial and professional training 
(often short-term visitors), labor 
relations, agriculture, commerce, 
trade, public administration, even 
including aid to so highly developed 
a nation as The Netherlands in ‘so- 
cial psychology’ and ‘human rela- 
tions practice.’ 

“This service is not only over-ex- 
panded, but duplicates possible ser- 
vices in this field by other Depart- 
ments of the Government. Its or- 
ganizational concept needs complete 
reorganization. It is divided into a 
multitude of projects (probably 
more than 2,000) and is spread over 
more than 55 countries and overseas 
territories. 

“Practically all nations have ef- 
fective universities and colleges 
turning out trained technicians. 
Real technical advancement in 
backward countries should be built 
upon their own technicians whose 
lives will be spent in these countries. 
In order to do this, technical as- 
sistance in all countries should be 
built by creating (where requested 
and needed) technical units of na- 
tive personnel for the development 
of each field of health, agriculture 
and industrial advancement on a 
nationwide basis to which the-United 
States should contribute American 
personnel and financial aid. These 
contributions should be in diminish- 
ing amounts annually.” 
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branching regulation, would grant 
federally chartered savings and loan 
associations in any state the most 
favorable branching privileges ac- 
corded in that state to commercial 
banks, mutual savings banks, or to 
state-chartered building associa- 
tions. Group and chain banking for 
this purpose would be construed as 
“branch banking.” 

The other point of view was fa- 
vored by a majority of the Senate 
subcommittee. It would limit S&L 
branches in any one state to the 
branching privileges in that state of 
mutuals or state-chartered building 
associations. 

Walter W. McAllister, chairman 
of the Home Loan Bank Board, op- 
posed the bill, S.972, favored by 
the subcommittee. A nominal op- 
position was also registered by Al- 
bert Cole, Housing and Home 
Finance Administrator. If Congress 
passes no legislation, then the Home 
Loan Bank Board feels it will be 
free to put into operation its broader 
branching regulation. 

Speaking in favor of S.972 were 
Paul A. Warner on behalf of the 
American Bankers Association, and 
Alexander Chmielewski, banking 
commissioner of Rhode Island, on 
behalf of the National Association 
of Supervisors of State Banks. Mr. 
Warner is president of the Oberlin 
Savings Bank Company, Oberlin, O. 

Mr. Warner pointed out that the 
original Home Loan Bank Act was 


silent on the branching question. 
The bill, S. 972, would extend to Fed- 
eral savings and loan associations 
the same treatment in each state 
that the state accords similar state- 
chartered institutions. This would 
thus bring S&L branching policy 
into conformity with Federal policy 
on approval of national bank 
branches. 


SBA Continued 


There has been a heavy docket 
of legislation dealing with lending 
supplementary to, or competing 
with, that of commercial banks. 

Thus, Congress is dealing with 
the future of the Small Business 
Administration. Without an exten- 
sion, its life would expire June 30. 

Surprisingly, the Senate made 
comparatively mild additions to the 
power of the SBA. Its chief amend- 
ment was to increase the maximum 
loan limit from $150,000 to $250,- 
000. The life of SBA would be pro- 
longed two years. 

What made this surprising was 
that there was a spate of proposals 
to project the Government further 
into lending and guaranteeing credit 
for small business. One group of 
proposals, for instance, would have 
given SBA power to insure small 
business loans, in the manner of 
FHA. Another group would have 
set up specialized facilities for what 
amounts to equity funds for small 
business. 


The Competitive Position of New York City Banks 


Wauen New York Superintendent of Banks George A. Mooney gave 
testimony to the Celler Committee, he observed: 

“For some time, the financial press has prominently carried stories 
dealing with the decline of New York City as a financial center. The 
point has been made that banks in New York City are losing out in the 
competitive race for the business of national corporations largely, so 
the theory goes, because the financial center of gravity is shifting 


toward the West. 


“These obituaries of New York City as the nation’s banker are exag- 
gerated. Still, it is patent that many parts of the nation have been 
expanding faster than the already densely populated East. The money 
supply has tended to redistribute itself in the same pattern, so that 
banks in Western financial centers have grown faster, sometimes spec- 
tacularly faster, than banks in Manhattan. To maintain their competi- 
tive advantage, banks in New York City have been leaving no stone 
unturned, whether it is in offering most favorable rates on loans, fur- 
nishing additional and better services, cutting internal expenses, or seek- 
ing the efficiencies of large scale operation, mechanization, and now 


automation.” 


Mr. Mooney noted that recent mergers in New York City had improved 
the competitive position of the banks there. 


And the trend of the Senate Bank. 
ing Committee this year has obvi- 
ously been “liberal.” 

William F. Kelly, chairman of the 
A.B.A. Small Business Credit Com. 
mission, pointed out that commer. 
cial banks already lend heavily to 
small business. Mr. Kelly, execu. 
tive vice-president of the Pennsyl- 
vania Company for Banking and 
Trusts, Philadelphia, urged that if 
SBA be continued the extension of 
its life should be for not more than 
two years. 


Seek Expansion of Federal 
Farm Credit 


In general, the Government is 
seeking to broaden its responsibility 
for agricultural lending. This is 
particularly marked with respect to 
the Farmers Home Administration. 

Latest of these proposals is to 
project the Government farther into 
marginal credit. Under this pro- 
posal, Farmers Home Administra- 
tion would be entitled to make loans 
up to $10,000 for not longer than 
20 years to “low income and part 
time farmers” who could not qualify 
for private, FCA, or other classes 
of Farmers Home loans. 

This is one of the first concrete 
proposals to carry out the Presi- 
dent’s latest welfare program, for 
“development of agriculture’s hu- 
man resources.” 

Budget bureau approval has also 
been given for the Secretary of 
Agriculture’s proposal that Farmers 
Home, out of its fund to insure 
farm mortgages, may establish an 
entirely new arrangement. Under 
the new set-up, Farmers Home 
would make the loan directly out 
of its insurance fund, take the 
mortgage security, endorse the 
farmer’s note, and sell it to a bank 
or insurance company. 

This would free Farmers Home 
from some irksome restraints on 
its capacity to accommodate 
farmers. The farmers’ notes also 
would be classified as an investment 
in Government-guaranteed paper 
not subject to the supervisory limits 
on lending on real estate security. 

On the other hand, Farmers Home 
has failed thus far to obtain Ad- 
ministration approval of its broad 
new program in the field of produc- 
tion credit. Ordinary short or in- 
termediate-term loans are now lim- 
ited to the amount Congress ap- 
propriates. The new plan would 

(CONTINUED ON PAGE 103) 
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The Month in Quotes 


Stability... 

“I WANT to point out again that since January 1953 
the cost-of-living index has varied only within 1%. It 
has been a record of stability in these last months.”— 
President Eisenhower at a press conference. 


Depending on Industrial Peace. . . 


“PROVIDED we can maintain industrial peace in our 
key industries, it still appears that we can reasonably 
expect to rate 1955 in the record books as the best 
ever.”’—Secretary of Commerce Sinclair Weeks. 


Note for the Kremlin .. . 


“WE BOTH WON... . We believe that this effort we 
have made together gives lie to the Communists in the 
world because it proves in a very practical way that 
free labor and free management can get together, can 
find the common denominator for working out their 
common problems.’—Walter P. Reuther, president, 
United Auto Workers, at conclusion of negotiations 
with the Ford Motor Co. 


The Man on the Surface. . . 


“THERE IS, clearly, no easy, simple, one-weapon or 
one-service system of security. There will be no cheap, 
quick war. Man on the surface is still an important 
factor in all strategy.”—Hanson W. Baldwin, military 
commentator of the New York Times. 
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“Distortion of Perspective . . 

“WHEN preoccupation with the stock market results 
in widespread distortion of perspective, the stock mar- 
ket may become a potential threat to the stability of 
the economy.”—Sen. J. William Fulbright and his com- 
mittee majority in its report on the stock market in- 
vestigation. 


No Fruitful Results . . . 


“WE DO NOT regard the main purpose of the investi- 
gation [of the stock market] as having had any fruitful 
results. The break in security prices that accompanied 
the investigation, fortunately, was temporary. The 
people still have confidence in the Eisenhower Admin- 
istration, and justifiably so.”—Senators Capehart, 
Bricker, Bennett, and Beall in their minority report on 
the Fulbright market investigation. 


Borderline to Top-Flight . . . 


“AN individual bank may prosper by confining itself 
exclusively to what it regards as triple-A loans. It is 
our belief that our banking system as a whole could not 
continue if all banks were to adopt such an attitude. 
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If this is true, it follows that all of us have and should 
have loans running all the way from borderline credits 
to the top-flight triple-A names.” —W. G. F. Price, vice- 
president, Chase Manhattan Bank, at the American In- 
stitute of Banking convention. 


Something That Never Changes ... 


“‘APPEASEMENT will never stop aggression. We must 
not be deceived by continuous peace offensives. The 
Communist tactics may change from time to time to 
meet changing conditions, but their basic purpose never 
changes.”—Seaborn P. Collins, Jr., national commander 
of the American Legion, in a speech to Veterans of the 
British Empire Service League. He was rebuked by 
Lord Mountbatten for not confining his remarks to “in- 
terests of ex-servicemen.” 


One Kind of Economy... 


‘“‘Worby torrents on Capitol Hill are fewer and less 
lusty than a year ago. The change is reflected in a 
skimpier Congressional Record. Up to June 1 this 
year there were 10,014 pages of the Congressional 
Record and Appendix printed—958 fewer than in the 
corresponding period of 1954. . .. Whatever the reason, 
the smaller Record meant a savings for taxpayers of 
$76,640.”—Associated Press item. 


Secretary of Commerce Weeks, who is optimistic about 
1955’s place in the history of business (see above) 
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Electronic Preview 


received by transistrate are 

package-posted to a counter-error system of 

No Scot, the price error output block, and trans- 

man, Gon t you realize this Is a ban lated into a five-digit alphabetical code, be- 
fore decoding as collection items." 
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“Filing goes here .. . dictate here, of course 


DIRECTORS 
MEETING 
. . . typewritten letters come out here... 


appointment reminders by speaker .. ." “The first item on the agenda, gentlemen..." 
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Dreamed and drawn by DICK ERICSON 


“Punched cards denoting variable dollar “By adding a second random function, the 
faults are to be handled as input securities, issuance of inferior grade municipals can be 
obviously, and filed in quadruplicate with actuated to any engraphed proportion, if 
the custodianated vaultatron." this operation should seem feasible." 


eC 


“Whenever the customer's depreciation is 
posted to check, the aggregate base dis- 
count must be... er, excuse me a moment.” 


“Non-par items, charged out to a negative 
computer-base as converted acceptances, 
when aeroneutered, yield compounded-plus 
factors." 
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The Federal Deposit Insurance 
Corporation recently released its 
annual compilation of earnings of 
insured commercial banks. The re- 
port shows that again in 1954 re- 
tained profits comprised the main 
source of additions to bank capital. 

The Research Council of the Amer- 
ican Bankers Association has pre- 
pared the two charts and table of 
supporting data which appear on 
these two pages and on page 46. 
They show the sources and disposi- 
tion of income of all insured com- 


Millions of $ 
6500 


Profits on Sale of 


mercial banks as compiled by the 
Federal Deposit Insurance Corpora- 
tion annually since it began opera- 
tions in 1934. 


ings and net profits of the 

banking system again set new 
records in 1954. Operating earn- 
ings were $5,774,000,000 and net 
profits after taxes amounted to $1,- 
307,000,000. These compare with 
respective figures of $5,484,000,000 
and $1,026,000,000 in 1953. 


Tins current operating earn- 


SOURCES OF INCOME 


The report for 1954 revealed sey. 
eral factors that should be taken 
into account in appraising the sig. 
nificance of changes in bank profits, 


First, almost all of the increase 
in current operating earnings in 
1954 was absorbed by current oper- 
ating expenses. Operating earnings 
rose $290,000,000 over 1953 and 
operating expenses, reflecting mostly 
higher salaries and interest pay- 
ments on deposits, increased $262, 
000,000. Therefore, only $28,000, 


Securities and Recoveries 


Other Current Earnings 
Service Charges * 


Interest on Investments 


*Service charges included with “other operating earnings prior to 1941. 
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Sources and Disposition of Income of Insured Commercial Banks for 21 Years, Compiled 
by the Research Council, American Bankers Association, from FDIC Annual Reports 


000, or 10%, was carried down to 
net current operating earnings. 
Second, the most important fac- 
tor augmenting net profits in 1954 
was a substantial change in net non- 
operating income—that is, profits 
on sale of securities and recoveries 
less losses, charge-offs, and trans- 
fers to reserves. These capital trans- 
actions produced a net nonoperating 
profit of $79,000,000 in 1954, in con- 
trast with a net nonoperating loss 
of $296,000,000 in 1953. The differ- 
ence of $375,000,000 exceeded by 
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many times the $28,000,000 gain in 
net current operating earnings. 
Third, the banks paid $122,000,- 
000 more income taxes in 1954. This 
helped to reduce the gain in net 
profits to $281,000,000 over 1953. 
Fourth, only $43,000,000 of this 
$281,000,000 increase in net profits 
was paid out in dividends to stock- 
holders. The remaining $238,000,- 
000 was added to capital accounts. 
Out of $1,307,000,000 total net 
profits reported in 1954, only $517,- 
000,000 was distributed as dividends 


and $790,000,000 was retained for 
depositor protection. 

Fifth, although 1954 net profits 
of 9.5% of capital accounts were 
above the 7.9% reported in 1953, 
they were still below the ratio at 
the end of World War II, when 
10.9% was earned in 1945 and 
10.0% in 1946. Dollar profits cur- 
rently have to be spread over a much 
larger base of capital investment. 

Sixth, average dividend payments 

(CONTINUED ON PAGE 110) 
(SEE TABLE ON NEXT PAGE) 


to Capital 


Dividends Paid 
to Stockholders 


Income Taxes 


Losses and Charge-offs 
and Additions to Reserves 


Current 


Operating Expenses 


q 


1934 


1942 1943 1944 1945 1946 


1947. 1948 


1949 1950 1951 1952 1953 1954 


expenses, losses, and dividends exceeded income, causing a $528,000,000 reduction in capital 
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Some Things You Can Do 
About Hold-Ups 


The author of this article is an 
eastern bank president, who pre- 
fers, for obvious reasons, that his 
bank should not be identified. 


x hold-ups have reached “fever- 

ish proportions,” and notes a 

record 307 in 1954, more than three 
times the number for 1950. 

Some banks are an easy touch. 
What’s worse, the hold-up is good 
news copy, and the newspaper head- 
lines after each “job” undoubtedly 
add new recruits to the legions of 
Jesse James, and, even worse, pub- 
lic opinion of these felonies appears 
to be warped. After one bank hold- 


J EDGAR HOOVER says that bank 


Security Officer 
Daily Check List 
(Day) 


(Branch) 


(A) Every item must be initialed, time recorded where 
required, and the check list certified and delivered to 
(name of officer) on the next business day. 

(B) So far as possible vary the time of each operation 


(1) Arrived outside premises at 
(Not later than [state time].) 


Instructions: 


varked in the vicinity. 


(2) Briefiy check outside doors and windows for 


signs of tampering. 


(3) Enter building and check signal board for sign 
of unauthorized opening of certain doors. 
Instructions: Call for police assistance at once 


if signal shows warning. 


(4) Check for intruders: (List below, individually, 
areas, rooms, and spaces to be checked with 


spaces for initials.) 


(5) Set current “all clear” signal, and arrange for 
front door to be opened for authorized per- 
sonnel. (The “all clear” should be changed fre- 
quently and personnel notified.) 


Observe any unusual situation in con- 
nection with automobiles or individuals, and make a 
note of the registration numbers of strange cars 


up, complete with automatic rifle, 
cocked 38s, rubber masks, cotton 
gloves, and even a unique escape 
car which could, and did, change its 
features while in motion, came the 
police, the G-men, the insurance 
men, and the reporters swarming 
like ants over a picnic sandwich. 
Next came the newspaper headlines, 
photographs, and details. Then came 
the public, and what did the public 
say? Did anyone righteously com- 
plain that it was wrong for someone 
to go around sticking a machine gun 
—a loaded machine gun ready to 
shoot —into people’s faces? No, 
hardly a soul. The customary com- 
ment was simply: “What are you 


kicking about? You were insured, 
weren’t you?” 
In the “old” days bankers were 
armed, and a bank robbery could 
take on the aspects of a five o’clock 
television “Western.” Texas still of- 
fers $5,000 for a dead bandit, and 
the papers quite recently reported 
that Italian bank clerks had fired 
at bandits and driven them off— 
and even chased after the fleeing car 
until they ran out of ammunition. 
Unfortunately, in the process of 
violent bank defense someone is 
likely to get hit, and hurt, or even 
killed, since few bankers are dis- 
ciples of Davy Crockett. The some- 
(CONTINUED ON PAGE 112) 


(6) See that hold-up station (alarm button or 


telephone) is manned. 
(7) If all appears to be in readiness and a suffi- 


cient number of personnel are on hand, pro- 


depository. 


Initia! 


Below open. 


opening). 


ceed to (or authorize) opening of cash vault. . 
(List steps to be taken, including special doors 
to be locked, for each vault, including night 


(8) Supervise tellers’ removal of cash and note 
below the approximate amount carried out by 


each teller. 
Name of Teller 


Amount 


Instructions: (1) Remind each teller that not 
more than one locker is to be open at a time. 
(2) Remind those with large amounts that 
excess should be locked in cage lockers. 

(9) Check with branch office(s) for readiness to 


(This check will vary according to situation. 
Telephone “OK’s” should be coded in language 
which would not excite suspicion.) 

(10) See that cash vault doors are locked, and give 
instructions that they must not be opened 


again until 
sary should be considerably after public 


(time lapse neces- 


(11) If all is in readiness and cash vault is closed, 
give signal for opening doors to public. 
(This and other signals noted may be made by 
buzzer, bell, or other means. They are intended 


(CONTINUED ON PAGE 112) 
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Quick Check Clearings Save 
Time and Money 


Plans for the new service were begun late last fall. Above, in conference at La 
Guardia Field, New York, are some of the people who worked out the procedure. 
Clockwise around the table from the left: Everett S. Lewis, district manager for 
airmail and air express, American Airlines; William H. Lemmermann, general 
superintendent, Postal Transportation Service; Milton A, Pence, superintendent, 
District 5, Postal Transportation Service; Glen B. Eastburn, assistant to the 
president, New York Airways (helicopter service); John J. Keating, vice-president, 
Armored Carrier Corp.; G. Russell Clark, executive vice-president, New York 
Clearing House Association. The first pickup of incoming airmail was on Decem- 
ber 27. The first delivery of outgoing airmail to AMF La Guardia was on March 14 


(All photographs by Robert Coope) 


AIL and express-carrying 
M planes arriving in New York 

have barely had time for 
their engines to cool before a part 
of their cargo is speeding by ar- 
mored carrier through the city’s 
traffic to the New York Clearing 
House. In the carrier, on an aver- 
age trip, will be a bag or two of 
airmail and several express bundles 
of cash letters that have just flown 
in from Los Angeles, Denver, Miami, 
Cleveland, or any other point 
where Clearing House members 
have correspondents. 

In May, 17,000 such pieces of air 
cargo were quickly sorted at the 
Clearing House and immediately 
turned over to messengers from the 
13 banks which use this service (out 
of 14 Clearing House members). 
This is the quantity of mail handled 
monthly in a second class post of- 
fice. 

The dollar importance of all this 
speed is indicated by the fact that 
checks which reach the Clearing 
House at 9:10 a.m., having left, say, 
Los Angeles the previous evening, 
are processed by the New York 
banks and returned to the Clearing 
House 50 minutes later for the 10 


The secret of the Clearing House serv- 
ice is that it short-circuits normal 
postal channels. The specially marked 
cash letter mail taken from incoming 
planes goes into this building at AMF 
La Guardia, where the postal staff han- 
dles a quarter of a million pieces of 
airmail a day. From here it used to go 
to the main New York Post Office (by 
truck) and then to the Church Street 
Post Office (by truck), where it was 
picked up by the individual banks. 
Now, after it is quickly sorted at AMF 
La Guardia, the special Clearing House 
airmail is placed in mail bags which are 
then locked and turned over to the 
armored carrier, to be rushed to lower 
Manhattan 
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o'clock clearing and daily settle- 
ment. An envelope of checks mailed 
in Seattle at the close of business on 
one day will reach the Clearing 
House in plenty of time for settle- 
ment on the next. Checks from 
Chicago or Miami can be dispatched 
in the early morning hours of the 
day they are to be cleared in New 
York. 


ment to correspondents in all parts 
of the world. This outgoing mail 
would also fully occupy a second 
class post office. 

The outgoing mail requires three 
carrier trips to Air Mail Field, La 
Guardia (AMF LaGuardia) — 4, 6, 
and 8 p.m. 

The next step, according to G. 
Russell Clark, executive vice-presi- 
dent of the Clearing House, will be 


receipt of airmail for its members 
from their correspondents abroad. 
This involves some complications 
that are, however, rapidly being 
solved by Mr. Clark and Norman 
Dykes of the Clearing House staff. 

The service, as it stands at the 
present time, could have been in- 
augurated only with the extraordi- 
nary cooperation of the Postal 
Transportation Service, which is re- 


Ten trips from Air Mail Field, 
La Guardia—principal arrival point 
of New York-bound mail—are made 
to the Clearing House on most week 
days, and three are made even on 
Sundays. 

Mail arriving at Newark Airport 
is constantly shuttled to La Guardia 
by helicopter, and Idlewild arrivals 


are trucked to the carriers’ pickup ‘ i 
“ POUCH LOOSE ONLY TO 
But that isn’t all. 
Every weekday evening, approxi- z F L 
A.M. A GUARDIA 


mately 30 bags of metered airmail 


AIR MAIL 


of all types are taken to the Clear- 
ing House by its members for ship- 


To make quick sorting possible at AMF La Guardia, the 
distinctive airmail sticker (above) is used by all correspond- 
ents who send cash letters to New York banks by the fast 
“door-to-door” delivery. Each sticker has space for the name 
of the New York bank to which the cash letter is directed, 
although all the stickered cash letters go to the Clearing 
House, where messengers pick up the items marked for 
their respective banks. Railway Express packages are ad- 
dressed as they have been heretofore 


Helicopter shuttle service (left) carries mail from Newark 

Airport to La Guardia. Since some of the cash letters arrive 

on the New Jersey side of the Hudson, they finish their air 
journey by “whirly-bird” 


The armored carrier (below) makes its fast run of 15 miles 
from AMF La Guardia to the Clearing House in 30 minutes 
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AMERICAN AIRLINES 


After its quick processing at AMF La 
Guardia, the outgoing Clearing House 
bags join the stream of airmail that 
steadily flows aboard departing planes 


New York Clearing House officials be- 
lieve that their fast delivery service is 
the first of its kind in the country, 
although similar or modified plans have 
recently been inaugurated elsewhere 
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In the evening 
the process is re- 
versed, but in 
much greater vol- 
ume, when an 
average 30 bags 
of outgoing air- 
mail leave the 
Clearing House 
for AMF La 
Guardia 


sponsible for all movement of United 
States mail, and of the Railway Ex.- 
press Agency. 

The New York Clearing House be- 
lieves that its system of fast delivery 
of cash letters was the first to be 
established in the United States. 
Similar or modified plans—some in- 
volving only individual banks—have 
been adopted elsewhere, but the New 
York system is, by its geographical- 
financial location, the most exten- 
sive. 

Some details of this Clearing 
House service are given with the 
pictures shown here. 


Some of the outgoing mail comes ready- 

bagged for the planes. But much of it 

is sorted and bagged at the Clearing 

House by members of its staff, who set 

up a bag rack and sorting table near 

the main entrance late each weekday 
afternoon 


BANKING 


} 
| 
y 0 f i 
mys 
re 
“ 
* le 
c 
4 = — t 
* a 
= 


ETHODS and IDEAS 


Operating Procedures 


In this department are some of 
the suggestions, ideas and opinions 
offered at the CREDITS and BANK 
MANAGEMENT AND OPERATIONS con- 
ferences held during the 1955 con- 
vention of the American Institute 
of Banking in Miami. 


Know Your Loans 


UGGESTIONS for “knowing your 

loans” were offered at the A.I.B. 
Credits Conference by W. G. F. 
Price, vice-president, The Chase 
Manhattan Bank, New York City. 

Asserting that risk-taking was 
fundamental in banking, Mr. Price 
said all banks have and should have 
loans ranging from borderline 
credits to topflight triple-A names. 
He defined a borderline credit as 
“a loan to a borrower whose in- 
tegrity we do not doubt, but whose 
ability may not be unlimited and/or 
whose figures may not look like ‘the 
book’ says they should.” 

It’s important to classify loans, at 
least mentally, before they’re put 
on the books, Mr. Price asserted. 

“We should set them up properly 
in the first instance, and then fol- 
low them in accordance with our 
classification. It is obvious that a 
loan to a relatively new small en- 
terprise needs different treatment 
than a credit extended to an old, 
successful, solidly capitalized busi- 
ness, even though both advances 
may be equally good. We must not 
put loans on the books, feel that we 
have pegged the credit correctly, 
and let nature take its course. 


Some Figures to Know 
“The analysis of figures can be a 
cold statistical process, or it can be 
made a vital living one. A proper 
reading of figures involves both 
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At the A.I.B. Credits Conference: L. to r., Keith G. Cone, vice-president, LaSalle 
National Bank, Chicago; Joseph F. Cornelius, executive vice-president, Marine 
Bank and Trust Company, Tampa, Fla.; W. G. F. Price, vice-president, The 
Chase Manhattan Bank, New York; Charles B. Rich, vice-president, Wachovia 
Bank and Trust Company, Winston-Salem, N. C.; Robert M. McDanald, senior 
vice-president, The First National Bank of Miami; N. S. Rogers, assistant to the 
president, Deposit Guaranty Bank and Trust Company, Jackson, Miss. Mr. Cor- 
nelius presided 


points of view. We must be familiar 
with what ratios in a line of busi- 
ness should be; with seasonal pat- 
terns of inventories and production, 
sales, collections, and borrowings. 

“It is important that we know 
what is a normal percentage of gross 
profit, and what proportion of the 
sales dollar can be safely expended 
on selling and on general and ad- 
ministrative expense. 

“We should be expected to know 
about how far above or below the 
target a company hits in the per- 
centage it earns—net after taxes on 
sales. But if our sole approach to 
figures is statistical, then we are not 


“Methods and Ideas,’ which in- 
cludes “Public Relations,’ is by 
JOHN L. CooLEy of BANKING’s staff. 


properly safeguarding our loans be- 
fore they are made. 


Read Them Correctly 


“Never forget,” Mr. Price coun- 
seled, “that the figures we see are 
the end result of business judgment. 
If we fail to read them in this light, 
then we are not correctly evaluating 
all the essential data. Does the in- 
ventory seem out of line? Why? 
Did management do it deliberately, 
or did it just happen to fall into it. 
If done according to plan, what were 
the reasons? Was the thinking in- 
volved good or bad? If the decision 
turns out to be wrong, how serious 
can the consequences be? Can it af- 
ford to make a mistake of this size? 

“Financial statements do not bor- 
row money and do not pay it back. 
People do that. Hence, the best way 
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to safeguard our loans is to put our 
money into the hands of the right 
people. We must know our bor- 
rowers well enough to judge how 
they are apt to react in a given set 
of circumstances, how well they will 
stand up under pressure, how in- 
genious—and yet sound—they will 
be in meeting unforeseen situa- 
tions.” 


Right in Your Own 
Back Yard 


HE problem of bank management 

succession can be partially 
solved by tapping unused talents al- 
ready in the bank, said A. Gordon 
Bradt, second vice-president, Con- 
tinental Illinois National Bank and 
Trust Company, Chicago, at the 
Management and Operations Con- 
ference. 

Too often, in searching for per- 
sonnel, “we look everywhere but in 
our own back yard,” he asserted. 
“Within the four walls of bank after 
bank we may be using only a frac- 
tion of our own talents. 

“For years,” Mr. Bradt continued, 
“we have worried about tests to use 
in the proper selection of people, 
when perhaps our greatest short- 
coming is not in improper selection 
but rather in what we do or do not 
do after people join the bank. The 
deepest reservoir in banking—the 
untapped talents of individuals— 
can be triggered when these four 
motivating drives are recognized 
and met: 

“(1) Recognition of each person 
as an individual; (2) opportunity 
for full use of individual talents; 
(3) enjoyment of work in congenial 


B. of A. Gets Computer 

A LARGE-SCALE general purpose 
electronic data processing machine 
is being acquired by Bank of 
America, San Francisco. President 
S. Clark Beise announced that it 
was the first to be installed by a 
bank in the United States, and 
would probably be operating by 
August 15 in the bank’s data 
processing center. The computer 
can take 900,000 characters, or 
perform 287,000 additions or sub- 
tractions, or 50,000 multiplications, 
24,000 divisions, or render 434,000 
logical decisions, in one minute. 


circumstances without undue ten- 
sions; (4) understanding of bank- 
ing and what each person makes 
possible for customers.” 


Replacements for Loan 


Officers 


HE need for developing “depth 

of management” in the loan de- 
partment was emphasized by R. M. 
McDanald, senior vice-president of 
The First National Bank of Miami, 
at the credits meeting. 

These days, he pointed out, many 
younger replacements for retired 
loan officers have had their only ex- 
perience in “good times.” Programs 
should be started now to indoctri- 
nate them in the problems of and 
remedies for troublesome loans. 

“A well operated loan activity,” 
Mr. McDanald told the conference, 
“should be so staffed that the loss 
of any one officer can be covered by 
the promotion of a present member 


At the A.I.B. Bank Management and Operations Conference: L. to r., J. Lewell 
Lafferty, vice-president, Republic National Bank, Dallas; A. Gordon Bradt, sec- 
ond vice-president, Continental Illinois National Bank and Trust Company, Chi- 
cago; Ernest Stucker, vice-president, National Bank of Tulsa; Tony E. Brass, 
vice-president, Security-First National Bank of Los Angeles. Mr. Stucker presided 


of the loaning organization. Addi. 
tional depth of loan management j 
obtained through a periodic reviey 
of loan policy, periodic sessions de. 
voted to the review and classifica. 
tion of complex loan situations, an. 
alysis of loans in the troublesom 
stage, and a strict policy of indo. 
trination and training of younge 
men.” 


A Strong Credit Departmen 


NLESS credit department func 

tions are performed adequately, 
bank lending would be excessively 
hazardous, N. S. Rogers, assistant 
to the president, Deposit Guaranty 
Bank & Trust Company, Jackson, 
Miss., told the credits session. 

“Typically, the credit department 
is envisioned as a sort of ‘privat 
eye’ retained to safeguard the loan 
portfolio, a figurative bodyguard for 
loan officers. While this concept is 
true, in a growing number of banks 
credit departments also participate 
in the execution of loan policy, in 
the development and maintenance of 
important bank records, in training 
future officer personnel, and in other 
auxiliary duties.” 

The department, Mr. Rogers as- 
serted, must be adequately fortified 
with facts, alert to the bank’s loan 
policies, staffed with able personnel, 
indoctrinated in credit ethics and 
procedures, and always seeking @ 
changes to simplify and improve its} 
techniques. 


Good Housekeeping 


must modernize and 


streamline its operating 
methods if the increasing cost of 
getting jobs done is to be held down, 
the Management and Operations 
Conference was told by Tony E. 
Brass, vice-president, Security-First 
National Bank of Los Angeles. 
Replacement of antiquated, non- 
productive equipment so as to im- 
prove efficiency without increasing 
costs will enable banks to serve their 
customers better, make bank jobs 
more pleasant, and should result in 
greater staff benefits, he said. 
“However,” he continued, “people 
and machines do not work in 4 
vacuum. You may fill your work 
space with skilled people. They can 
produce efficiently only when other 
factors such as adequate space, 
lighting, sound-conditioning, proper 
(CONTINUED ON PAGE 98) 
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Public Relations 


idvertising ... Promotion .. . Business Development... 


Community and Staff Relations 


Bank’s History Told in 
Display 
om NATIONAL BANK OF WASH- 

INGTON, in the nation’s capital, 
has an exhibit based on its inter- 
esting history. 

The three panels, presenting “His- 
torical Highlights of Washington’s 
Oldest Bank,” recently made the 
rounds of the 11 senior high schools 
in the District of Columbia and the 
Capitol Pages School in the Library 
of Congress. Panel 1 shows the 
bank’s locations from its organiza- 
tion in 1809. Panel 2 has photo- 
graphs of famous early depositors 
and their account entries taken 
from the old ledgers. On Panel 3 
are facsimiles of early documents 
owned by the bank. 

Part of the exhibit is the original 
ledger, open at the account of Henry 
Clay, then Speaker of the House, 
showing a deposit made in 1811. 


Other distinguished National Bank 
depositors featured in the display 
include President James Monroe, 
Chief Justices John Marshall and 
Roger Taney, Francis Scott Key, Eli 
Whitney, Daniel Webster, and Bush- 
rod Washington. 

A booklet about the bank’s his- 
tory is distributed to display viewers. 


Community Relations at 


Work 


HE facilities of the MEADOW 

Brook NATIONAL BANK in Nas- 
sau County, N. Y., and the assistance 
of 50 volunteers from its staff were 
donated to the county’s cerebral 
palsy canvass of nearly 200,000 
homes. The two-hour drive raised 
$131,000. 

The bank’s central office in West 
Hempstead, Long Island, and five 
other offices were used as collection 
and tabulation points. Tables were 


set on the banking floor at West 
Hempstead where treasurers of 44 
communities counted the receipts 
from their districts. A running total 
was kept on large blackboards. 


Bank Booklet on College 


Costs 


667, INANCING a College Education 

in Virginia” is the title of a 
pamphlet published by THE BANK 
OF VIRGINIA to aid parents in esti- 
mating and meeting college ex- 
penses. 

The pamphlet offers the approxi- 
mate annual cost, for the typical 
resident of the state, at each col- 
lege in Virigina. It points out that 
the expense can be met by scholar- 
ships, part-time work, loans from 
various sources, including the bank. 

“The surest and most common 
means of providing for college is by 
savings,” it adds. “In this area, 


Bank’s historical exhibit at Washington’s Woodrow Wilson 
High School. L. to r.: Student Charles McGrady, Assistant 
Principal Virginia Ronsaville, Associate Superintendent 
Dr. Carl F. Hansen, Student John Webster, National Bank 
President Barnum L. Colton; Student Elizabeth Currie, 
Assistant Principal James Suber, Principal J. F. Brougher 
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At the Meadow Brook National Bank during the county- 
wide collection for the cerebral palsy fund. Running totals, 
by communities and overall, were kept on the blackboards. 
Canvassers’ kits came into the bank where the money was 
counted and tabulated. Tellers and other staff people 
volunteered their services for the evening 
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Cover of The Bank of Virginia’s college 
pamphlet 


too, The Bank of Virigina can give 
you more than usual assistance. 
First, because of this bank’s partic- 
ular interest in people and in helping 
them to achieve their ambitions and 
goals, you can be certain of a sin- 
cere welcome and individual atten- 
tion. Secondly, there are many kinds 
of savings accounts — individual, 
trustee, guardian, joint accounts and 
214% savings certificates.” 

One page is an estimate sheet 
for approximating “your youngster’s 
college financing plan.” 


Mobile Advertising 


A LARGE bus that carries auto loan 
advertising on its front, back, 
and sides is being used effectively 
by the PORTLAND (Ore.) TRUST 
BANK. 

“We have substantially increased 
our new automobile loans by this 
means,” reports Vice-president 
Ward S. Kelley. “It is especially 
suitable and effective in the case of 
a small bank with few or no dealer 
set-ups, and a direct loan rate that 
is highly competitive with rates of 
banks that have dealer arrange- 
ments.” 

In effect, the big vehicle is a mov- 
ing billboard. The messages on car 
financing are in color, and thou- 
sands see them as the bus cruises 
the city. A bread manufacturer and 
oil company have used the method, 
but apparently this is the first adap- 
tation to bank advertising “any- 
where,” says Mr. Kelley. 

Portland Trust Bank began using 
the bus in March, and plans to keep 
its mobile ads on the streets dur- 
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A Number of Little Things 


Lrmz things that have a direct bearing on good public relations: 
(1) The need for and a better understanding of service charges. We 
have had service charges for many, many years; but even today they are 


not accepted by our customers simply because they are still misunder- 


stood. 


(2) Greater understanding of security and protection in banking, 
which possibly results in some inconvenience to customers. 


(3) Workable plans that will constantly alert us to account activity, 
such as better recognition of accounts which are dormant, that have new 
activity, or where substantial changes occur. 

(4) The better use of bank forms and terms that embody phraseology 


more easily understood by people. 


(5) Promptness of follow-up on items and other matters that have 
been referred to our bank for handling. 
(6) Flexibility of procedures that recognize legitimate needs of cus- 


tomers which might necessitate deviation from standard operating pro- 


cedure. 


(7) Alertness to sell all banking services in order to take care of peo- 
ple’s needs. This requires a workable knowledge of banking services and 
how they can be used effectively by people.—J. Lewell Lafferty, vice- 
president, Republic National Bank, Dallas, at the Bank Management and 
Operations Conference, American Institute of Banking convention. 


ing the active season for selling 
1955 cars. 


Eye Opener 

DS prepared by the Advertising 
Department of the AMERICAN 
BANKERS ASSOCIATION in a sug- 
gested campaign to emphasize the 
advantages of banks as places for 
savings met with an interesting re- 

action in Miami, Fla. 

The Herald’s business editor, John 
T. Bills, wrote in his column: 

“Until I saw some recent adver- 
tisements published in The Herald 
by Riverside Bank of Miami, I had 
a half-way impression that savings 
and loan associations and mutual 
savings banks had just about cor- 
raled the savings account dollars of 
American citizens. 

“As regular as a new month 


The Portland 
bank’s _ traveling 
billboard. Ad 
messages, in 
color, appear on 
all four sides 


comes around, I get news releases 
from the associations’ and mutual 
banks’ trade groups reporting on 
the totals in their savings accounts 
and the gains therein in the pre 
ceding accounts.” 

The Riverside’s ads, he added, 
“were an eye opener to me. They 
revealed that as of Dec. 31, 1954, 
the nation’s commercial banks had 
savings accounts of 69,500,000 peo- 
ple in the sum total of $73,250,000, 
000. That’s even more than the 
total of $71,100,000,000 of life in- 
surance reserves owned by 92,000, 
000 Americans.” 


“There Was an Old 
Woman...” 


HIS year more than 75,000 people 
visited the booth of THE FIRsT 
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This old-woman-in-the-shoe display, with sound effects, was 

seen by more than 75,000 visitors to the Central Florida 

Fair. The sign has the nursery rhyme and an invitation 

to “Step up and hear what she has to say: Banking with 
First National will certainly pay!” 


NATIONAL BANK OF ORLANDO at the 
Central Florida Fair. The display 
featured a fabricated red shoe re- 
sembling the home of the famous 
old woman. Through the little win- 
dows and doors visitors could see 
her rocking two babies while sev- 
eral other children were at play. 

A sound apparatus brought this 
message to passersby: 


“When I first moved in my old bat- 
tered shoe 

I had need of a roof and a carpenter, 
too. 

An FHA Title One my loan bills did 
meet, 

And my home became stormproof and 
easy to heat. 

Thinking of home or business re- 
pairs: 

Call on First National to banish your 
cares.” 


Postcard folders, picturing in 
color “The Saga of Citrusland,” a 
mural in the bank lobby, were pro- 
vided, the bank supplying the post- 
age. More than 2,500 were mailed 
to all states and to nine foreign 
countries. Twelve thousand more 
were accepted as souvenirs. 

“This project was far above our 
expectations,” Vice-president Roy 
H. Gibbs tells BANKING. “It cost 
very little.’ 


Flannel Board Useful 


ee May issue article on 
the popularity of the Massachu- 
Setts Bankers Association’s flannel 
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board, ‘You and Your Community 
Bank,” brought a report from E. L. 
King, vice-president of THE SOUTH 
CAROLINA NATIONAL BANK of An- 
derson, on his use of this public 
education method. 

The South Carolina Bankers As- 
sociation has one of the boards, and 
Mr. King has given the presentation 
before numerous school groups in 
the Anderson area. 

“Of course,” he writes, “the high 
school students would be expected 
to be the most interested group of 
students, but frankly I found the 
junior high school student body by 
far the most receptive.” At one 
junior high presentation interest 
was so lively that his 45-minute 
time allotment was doubled. 

“It was amazing to note the se- 
rious side of the student’s think- 
ing,’ comments Mr. King. He be- 
lieves that the flannel board is 
especially effective when its presen- 
tation to school children is supple- 
mented by visits to the bank. 


“Know Your Bank Week”’ 
in New York 


OVERNOR Averell Harriman has 

proclaimed the week of October 
22 as “Know Your Bank Week’”’ in 
New York State. 

The Governor called attention to 
the fact that the banks were invit- 
ing the general public — particu- 
larly the students—to visit them 
during this period. He recommended 


A rest area where visitors could relax for a few moments 
was a popular feature of the Home Show booth arranged 
by the Merchants and Marine Bank of Pascagoula-Moss 
Point, Miss. The local radio station used the space for a 
newscast — and many folks stopped to look and listen 


that the people ‘‘accept this invita- 
tion in order to become better ac- 
quainted with the functions and 
responsibilities of our banking 
system.” 


In Brief 


P”’ 


CITIZENS NATIONAL TruST & SAv- 
INGS BANK of Riverside, Calif., has 
a new ad campaign for promoting 
home improvement loans. Called 
“PIP” (Property Improvement 
Plan), the program is dramatized 
by a cartoon strip, “Pop in for a 
Pip,” running in 24 newspapers. 
The strips featuring the adventures 
of “Mr. Pip,” a cartoon character, 
are reprinted in color for envelope 
stuffers. 


110th Birthday Party 


THE NATIONAL CITY BANK OF 
CLEVELAND celebrated its 110th an- 
niversary with an open house for 
employees and their families. Res- 
ervations were made for 1,718 folks, 
and 1,150 of them toured the bank. 
A buffet supper was served in a 
hotel. 


Award 


“This Is the Midwest,” TV show 
sponsored by HARRIS TRUST AND 
SAVINGS BANK, was judged the best 
documentary television program in 
the city last year by the Chicago 
Federated Advertising Clubs. 
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GOVERNMENT BONDS 


Effect of heavy bill demand . . . Increased reserves needed . . . 


Lower reserve requirements or bill purchases . . 


refunding . 


. The August 


.. Poor acceptance of Treasury financing . . . Business 


developments determine Federal Reserve policies 


MURRAY OLYPHANT 


been growing that the demand 

for Treasury bills from other 
than banking sources had so re- 
duced the available supply that the 
Federal Reserve was badly handi- 
capped in attempting to flatten out 
the surges in the money market 
with the oil of bill purchases and 
sales. Banks have been sellers of 
bills to the extent that their re- 
maining holdings are pretty near 
the minimum needed for secondary 
reserves. The Federal Reserve hold- 
ings have been consistently below 
$1-billion for some time. 

With the near certainty that, over 
the next six months, commercial 
banks will have to be provided with 
more ample reserves to care for in- 
creasing loans and more Govern- 
ment issues, it does seem logical 
that the shortage of bills in the mar- 
ket might be alleviated by increas- 
ing the supply. Furthermore, for 
some time the bill rate has been a 
reflection of the shortage rather 
than an accurate index of the cost 
of 90-day money. Why not increase 
the amount of the weekly bill sales? 
It might be done. 


i es SOME TIME the opinion has 


Increased Reserves Needed 


For the rest of the year commer- 
cial banks will have to do their 
share in taking what is offered by 
the Treasury, and sufficient reserves 
will have to be provided to enable 
them to do so. The usual seasonal 
decline in loans in the second quar- 
ter has not taken place. “Free re- 
serves” are likely to be conspicuous 
by their absence most of the time. 
Plenty of other investment media 
are still available. Funds to buy 
more Governments are simply not 
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there, nor are they likely to be with 
business continuing at a high level. 
The provider of reserves will again 
be the Federal Reserve, but how? 


Lower Reserve Requirements or 
Bill Purchases 


Considering the probable increase 
in the total of loans in the late sum- 
mer and fall, together with the cash 
needs of the Treasury, it has been 
estimated that at least $1.5-billion 
—maybe more — of additional re- 
serves will be needed in the bank- 
ing system. These can be supplied 
or obtained in three ways: first, by 
additional purchases of bills by the 
Open Market Committee; second, by 
lowering the reserve requirements 
of the member banks; and third, by 
the banks’ borrowing from the dis- 
count window at the Federal Re- 
serve banks. 

Before the year is out all three 
ways are likely to have been used. 
The first might be the starter. The 
second could come along if there 
was too much of the first. That 
might permit the Federal to sell 
some of its bills back to the mar- 
ket. The third—which is at the op- 
tion of the banks themselves — is 
nearly always characteristic of year 
ends. Under some circumstances the 
Federal might be a little more leni- 
ent in allowing rediscounts to rise 
above normal levels. If they rose 
too far the rediscount rate could be 
upped. 

The three ways of supplying re- 
serves are flexible and can be used 
separately or together, as required, 
to temper too drastic changes in 
the money market as well as in the 
market for Government issues. It 
will be interesting to watch how the 


Federal Reserve authorities play 
their cards. 


The August Refunding 


Slightly less than $8.5-billion of 
114% certificates mature on August 
15, while a total of about $12-bil- 
lion certificates and notes mature 
on December 15. 

Of the August maturity over 
$5.75-billion is owned by the Fed- 
eral Reserve banks, so that there is 
only a little more than $2.5-billion 
belonging to other holders, includ- 
ing the commercial banks. The re- 
sult is that refunding is a minor 
problem. 

But the need for new cash is an- 
other story. Estimates of the 
amount needed for the balance of 
this year vary, but at least $10-bil- 
lion will have to be found. This is 
$2- or $3-billion more than was 
raised last year, the larger amount 
being due to the maturity of about 
$2.8-billion of savings notes in the 
June to December period. Of the 
total, perhaps $3- to $5-billion will 
be obtained pretty soon, and opin- 
ion differs as to whether the refi- 
nancing of the August maturity will 
be combined with the cash offering. 
The combination did not work very 
well in May. 

Probably the refunding of the 
August maturity will be a straight 
roll-over for a new one-year cer- 
tificate, with a coupon rate high 
enough to assure the exchange—at 
least 17%% and possibly 2%. The 
cash offering is anybody’s guess. In 
spite of the known desire of the 
Treasury to sell more long-term 
bonds, that seems most unlikely at 
this time. Something in the 1- to 
5-year maturity range seems more 
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probable, but what coupon would 
assure subscription? The guessing 
game has come up with the idea 
that more Treasury bills might be 
part of the answer. 


Poor Acceptance of 
Treasury Financing 


In the case of the intermediate 
and shorter-term issues, the rather 
poor acceptance of the Treasury fi- 
nancing in May was a decided fac- 
tor, as it led to very easy money 
conditions. Nearly one-third of the 
holders of the 144% certificates ma- 
turing on May 17 preferred cash to 
the new 15-month 2% notes. Cash 
subscriptions to the new 2% notes 
were unexpectedly low. There was 
scuttlebutt to the effect that some 
effort from headquarters was nec- 
essary to get the subscriptions even 
up to the final total. 

So the Open Market Committee 
got busy and bought Treasury bills 
in order to assure the banks that 
ample reserves would be provided to 


offset the increase in deposits re- 
sulting from the increase in the tax 
and loan accounts. In the light of 
the final results of the financing, 
with its heavy attrition, these pur- 
chases had the effect of over-in- 
creasing the supply of funds for a 
week or so. But the purchases were 
made before the OMC had any idea 
that the attrition on the exchange 
would amount to over $700,000,000. 
Had they known that, perhaps the 
bill purchases would have been un- 
needed. This is just another exam- 
ple of how difficult it is to guess 
right in keeping the supply of funds 
in belance with the vagaries of tem- 
porary shifts. 


Business Developments Determine 
Federal Reserve Policies 


One thing should be kept in mind 
in talking about or criticizing what 
the Federal Reserve does or does 
not do. Too often comment is to the 
effect that business conditions are 
the result of Federal Reserve credit 


policies. Isn’t that getting the cart 
before the horse? Isn’t it the 
changes in business conditions and 
prospects which determine what the 
Federal Reserve does? The Federal 
Reserve is staffed with statistical 
and economic experts. They sift all 
the economic data. They are con- 
stantly trying to forecast what is 
going to happen. But they can only 
act when reasonably certain as to 
what has or is likely to happen. 
They must be prepared to move 
promptly, but they cannot success- 
fully move too soon. 

Likewise, it still remains true that 
forecasts of the market for Gov- 
ernment securities have a better 
chance of being correct as a result 
of analysis of the business outlook 
than by wondering what the Federal 
Reserve is going to do. 

On this basis it still looks as 
though some further tightening of 
money rates might be inevitable and 
that bond prices have not registered 
their low points. 


THE INVESTMENT 
MARKETS 


H. EUGENE DICKHUTH 


a. has been some evidence of stickiness in the 
underwriting markets. It manifested itself chiefly 
in an increase in brokers’ loans on other collateral in 
the weekly banking statistics of the Federal Reserve 
banks. It was just a temporary condition of no great 


seriousness. The main point is that an increase in 
brokers’ loans does not necessarily mean greater specu- 
lation in the listed securities’ markets. 

In fact, all statistical indications are that specula- 
tion in the stock market has subsided. Prices have 
seesawed with a firmer tendency, but no boom condi- 
tions have been recurring. Unless the situation changes 
radically, present margin requirements seem to be safe. 

In fact trading on the New York Stock Exchange in 
May was the smallest since last October. May, how- 
ever, is traditionally a small trading month. 

Less than 2,000,000 shares changed hands in five 
trading sessions. May volume as a whole was 45,427,- 
055 shares, compared with 53,787,684 in April and 
41,912,744 shares in May 1954. 

Bond volume on the New York Stock Exchange was 
slightly above the corresponding month of last year, 
but it was, nevertheless, the smallest since October 
1954, aggregating $76,571,600 par value. This com- 
pared with $80,569,700 in April 1955 and $73,778,600 
in April 1954. 

Trading in stocks on the American Stock Exchange 
was the lowest since last October. Nevertheless, there 
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were relatively heavy dealings in Russian bonds of the 
old Czarist variety owing to the lessening of tension 
between the East and West which has prevailed for 
the past few weeks. 

In the capital issue markets there were fewer bond 
offerings but a larger volume of stock flotations. Obli- 
gations offered in May totaled $755,431,000 covering 
143 issues. This compared with $936,871,000 for 171 
flotations in April, and with $1,355,271,000 for 95 issues 
in May 1954. 

As in previous months, about half of the bond issues 
offered in May were for states and municipalities, in- 
cluding housing and development note issues of more 
than $98,000,000. Public utilities were next with about 
$161,000,000. 

Stock offerings in May were $112,123,000 divided 
into 13 flotations, compared with $53,094,000 for 11 
issues in April and with $108,939,000 for 12 issues in 
May 1954. The May volume was the largest for any 
month since March 1954. 

For the five months ended May, about $4,541,574,006 
bonds were offered, the second largest amount in 29 
years. New stock offered to May 31 amounted to 
$358,383,000, the smallest for the period since 1951. 

Among the interesting recent pieces of financing 
was a $70,000,000 loan to Italy by the International 
Bank for Reconstruction and Development of which 
$5,000,000 was provided by the Bank of America. It is 
mostly in European currencies and only the Bank of 
America part is in dollars. The loan is earmarked to 
finance agricultural, electrical, and industrial projects 
in southern Italy. The bank regards it as “one of the 
most interesting and most important loans” it has 
ever made. 
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Bank’s Employees Get Fringe Benefit Repor 


RINGE benefits are now averaging 

20% to 25% of payrolls in many 
industries, and in some areas are 
rapidly mounting. A survey cover- 
ing 40 mutual savings banks in 
Groups IV and V in New York 
State and completed early last year 
revealed that this group’s fringe 
benefits to employees, exclusive of 
officers, averaged 24% of salaries. 

To give information on these sup- 
plementary benefits which augment 
take-home pay but which, because 
of lack of knowledge of them, mean 
little dollarwise to the average staff 
member, the East River Savings 
Bank of New York City recently 
presented an individual report to 
each of its 300 employees. This 
report is entitled Your Confidential 
Personal Security Account for 1954 
and involved thousands of computa- 
tions. 


Extras in Money 


In a letter to the staff, President 
George O. Nodyne stated: 

“The detailed report in_ this, 
Your Confidential Personal Security 
Account for 1954, showing your an- 
nual compensation and many added 
benefits—with their over-all costs 
—will serve to remind you of the 
part they play in the salary and 
nonwage cost of conducting our 
business. The statement of com- 
pensation and benefit costs shows 
the extras in money that you ac- 
tually receive and points up the 
increasing value of benefits to you. 
An added gain is that you have 
something to show your family as 
to how much the various plans 
mean to them, too... .” 

On a summary page, East River 
Savings gives a detailed breakdown 
of base salary (for each employee), 
overtime paid, the bank’s propor- 
tion of “legally required payments” 
(Social Security, Unemployment 
Insurance, and Workmen’s Compen- 
sation), and payments for “other 
fringe benefits’ (Group Life Insur- 
ance Plan, Hospital and Surgical 
Plan, Retirement Plan, Membership 
Fees, and Tuition). 

Under the heading ‘Retirement 
Plan — Supplemental Information” 
figures are given on the amount 
paid by the bank for the individual 
employee for “Period of Creditable 
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Past Service for years prior to Jan- 
uary 1, 1950, when funded plan was 
originally adopted.” In this sum- 
mary is also included the amount 
paid by the bank and the employee 
for “future service’? between the 
years January 1, 1950 and Decem- 
ber 31, 1954. 

Under the heading “Retirement 
Plan,” East River gives informa- 
tion which compares aggregate 
amount contributed by the bank for 
all employees since the plan’s in- 
ception and the aggregate contrib- 
uted by all employees. 

The aggregate amount contrib- 
uted by the bank (total cost) for 
Hospitalization (Blue Cross) and 
Surgical (Blue Shield) Plan and 
for Group Life Insurance Plan 
(total cost of basic coverage) was 
given under two separate headings. 

“More Personnel Expense Items” 
covering disbursements made by 
the bank showed an aggregate of 
nearly a quarter-million dollars. 


Employees were tactfully re- 


minded that the workweek at the 
East River is 35 hours and th 
“extra compensation starts for time 
worked beyond 35 hours up to 4 
hours on a straight-time basis, ang 
time and a half for time worked 
beyond 40 hours.” 

Continuing, the report gave 
individual record for each employeg 
of days not worked for which they 
received salary payments during 
1954— including 11 paid holidays 
and “X”’ weeks of vacation including 
military leave). It then gave the 
employee’s daily salary rate* an 
invited employees to compute the 
own benefits for time not worked 
in 1954. 

“Tardiness may be costly, too,” 
said the report. “Since your hourly 
rate of compensation is $0.00, deter. 
mine for yourself how much it 
would cost if anyone in your salary 
bracket were to be five minutes late 
twice weekly, during the 52 weeks 
in the year 1954.* 


* Daily rate X 365 days = individual an- 
nual salary rate. 


Message to Graduates 


THE CHASE 
MANHATTAN 
BANK OF NEW 
YORK published 
in the June 18 
issue of The 
Saturday Evening 
Post a full page 
color ad, “Bright 
Future for Bank- 
ing.” It featured 
a Norman Rock- 
well painting of 
graduates in caps 
and gowns. Copy, 
keyed to the idea 
that in June 
thousands of 
young people 
were looking for- 
ward to careers, 
told briefly “the 
story of bankers 
—what they work 
for, what they are 
like.” The mes- 
sage was present- 
ed “in the interest 
of a wider under- 
standing of the 
banker’s place in 
our national life.” 
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As customers look on, bank employees, aided by movable fence, herd 20 lambs—first interest payment on 100 bred ewes— 
into a corral in the lobby of The Citizens & Southern National Bank of Georgia, Atlanta 


Bank-University of Georgia Sheep Program Pays 


USTOMERS at The Citizens and 
Southern National Bank’s office 
in the heart of downtown Atlanta 
looked up from their banking re- 
cently and probably thought they 
were still trying to go to sleep 
from the previous night. Into the 
Marietta and Broad office came 20 
sheep, first “repayment” under the 
C&S-University of Georgia Sheep 
Development Program. The pro- 
gram aims at developing sheep into 
a $15,000,000 a year industry. 
Under the plan, sponsored by the 
C&S and administered by the Ag- 
ricultural Extension Service, 21 
demonstration farms have been set 
up in recent months throughout the 
state. The bank has furnished each 
farm with 100 bred ewes. There 
are only two basic conditions the 
farmers have to meet. First, they 
must abide by suggestions from 
the Agricultural Extension Service, 
and second, they must repay 20 
lambs from their increased flock 
every year for five years. 
These lambs are then turned over 
to a 4-H girl or boy in the farmer’s 
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own congressional district as 
another demonstration project. The 
4-H’er, in turn, repays five sheep 
each year for four years, and these 
sheep are pooled with others in 
“chain-letter” fashion to set up ad- 
ditional 4-H projects. 

The first “repayment” of 20 lambs 
came from the farm of Dr. O. D. 
King of Bremen. Although the 
lambs will not be turned over to 
the 4-H project until fall, several 
4-H officials and youngsters were 
on hand to accept the token “re- 
payment.” 

Before the Civil War, sheep 
roamed Georgia in large numbers, 
but since that time only a handful 
have comprised the state’s sheep 
population. The new program, based 
on an idea by C&S President Mills 
B. Lane, Jr., set a goal of 500,000 
sheep in Georgia in five years. 

To start the program, C&S con- 
tributed an amount to the Univer- 
sity sufficient to add a sheep live- 
stock specialist to its Extension 
Service and furnish him travel and 
other expenses for two years. He 


has not only developed the demon- 
stration farms, but is helping all 
other farmers interested in sheep. 
In the first six months of the pro- 
gram, he brought over 10,000 sheep 
into the state. 

Of the 21 demonstration farms, 
five were supplied with purebred 
flocks and are designed to produce 
registered rams for use throughout 
the state. Two of the University 
Experiment Stations were given 
flocks of 120 sheep each to carry on 
tests for the feeding of sheep for 
market. 

Another phase of the program is 
the development of a loan program, 
offered through C&S and its corre- 
spondents, whereby the bank will fi- 
nance up to 100% of the cost of 
sheep for other farmers interested 
in establishing their own flocks. 

C&S has contributed over $85,000 
to the program to date, which Mr. 
Lane terms “one of the best invest- 
ments we’ll ever make.’’ Walter A. 
Hobbs, Jr., vice-president of C&S 
correspondent banking, has been 
named officer in charge of the plan. 
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This department is edited by 
Mary B. LEACH of BANKING’S staff. 


A.B.A. Views on Public 
Market Facility Loans 


HE replacing of inadequate and 

cbsolete facilities for the whole- 
sale marketing of agricultural com- 
modities with modern markets is 
desirable, but proposals for Govern- 
ment financing of markets and 
equipment in H. R. 4054 are un- 
necessary and fundamentally un- 
sound, according to the American 
Bankers Association in a statement 
presented to the Committee on Ag- 
riculture of the House of Repre- 
sentatives. 

The -bill would provide Govern- 
ment aid in financing of public mar- 
keting facilities through the insur- 
ance by the Secretary of Agricul- 
ture of long-term market loans. The 
insured loans could have a maxi- 
mum maturity of 40 years and 
could equal 85% of the total cost 
of the facility. 


New A.B.A. Farm Loan Study 


ON-REAL-ESTATE farm loans held 

by all banks in the United States 
amounted to $2.934-billion on Jan. 
1, 1955, compared with $2.763-bil- 
lion held on Jan. 1, 1954, and $3.195- 
billion on Jan. 1, 1953, according to 
Agricultural Credit and Related 
Data 1955, just published by the 
A.B.A. Agricultural Commission. 

“Increased borrowing was neces- 
sary during 1954 to cope with the 
squeeze of lower incomes and fixed 
costs,” the study reports. “The de- 
cline during 1953 was largely re- 
lated to widespread price declines, 
particularly livestock, which caused 
caution in the use.of credit.” 

This study also reports that “the 
outstanding farm real estate loans 
of all banks on Jan. 1, 1955 
amounted to $1.211-billion. This 
compares with $1.131-billion held 
on Jan. 1, 1954, and $1.105-billion 
on Jan. 1, 1953. 
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“As of Jan. 1, 1955, banks held 
$2.268-billion in loans guaranteed 
by the Commodity Credit Corpora- 
tion. This total compares with 
$1.727-billion in CCC loans on Jan. 
1, 1954, and $726,000,000 on Jan. 
1, 1953.” 

The related data to be found in 
this study include: (1) Activities 
of Cooperative and Government 
Agencies With Respect to Short- 
Term and Intermediate-Term Ag- 
ricultural Loans; (2) Bank and 
Production Credit Association Com- 
parisons; (3) Loan Data of Pro- 
duction Credit Associations; (4) 
Farm Mortgage Loan Data; and 
(5) miscellaneous information in 
14 categories. 

Copies may be obtained from the 
Agricultural Commission (12 E. 
36th St., New York 16, N. Y.) at 
50 cents each. 


3,889 Awards in 13 Years 


HE abandonment of thousands 
of once prosperous farms in 
Oklahoma because of soil erosion 
led the Oklahoma Bankers Associa- 
tion in 1942 to launch, through its 


Agricultural Committee, a program 
calling for the presentation of 
Banker Awards to every farmer iy 
Oklahoma who completed a program 
of soil conservation set up by the 
SCS soil technicians and the local 
boards of supervisors. Conserva- 
tion meetings were arranged so that 
the maximum number of farm folk 
in the districts could learn mor 
about soil conservation. 

Since 1942, 169 Banker Awan 
meetings have been held and 3,889 
awards presented. From January 1, 
1953 to December 31, 1954, the 
banks of Oklahoma sponsored 30 
Banker Award meetings, at which 
802 awards were presented to farmer 
cooperators who had been certified 
by their local boards of supervisors 
as having completed the prescribed 
conservation programs on theirl 
farms. Bankers associations in about 
10 other states have adopted the 
Oklahoma plan to honor conserva- 
tion farming. 

In the spring of 1954, the SCS 
conservationist in Bryan County 
conducted a survey among the 48 
award winners in his conservation 

(CONTINUED ON PAGE 62) 


THE DROP IN FARM POPULATION 


Regional changes over the last three and one-half dec- 
ades based on proportions of farm to total population. 


SOURCE: U.S. Dept. of Agriculture 
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“Banker financing gave 
me anew start... | 


Maurice Healy (left), Route 1, East St. Louis, Ill., and Clay Herrington, Purina Dealer 
who operates Pioneer Poultry Supply Co., East St. Louis, put initiative, the Purina 
Broiler Program, and bank financing together to build a successful business. 


“Without bank financing,” says Maurice Healy, “I 
never would have made it! I now have a job I am 
able to handle physically and enjoy. My banker and 
my Purina Dealer have been most important to me.” 


Mr. Healy (an ex-tuberculosis patient) decided the 
broiler business was the solution to his health and 
livelihood problem. With his Purina Dealer, Clay 
Herrington, Maurice laid plans for buildings, broiler 
management and marketing. Mr. Herrington ar- 
ranged bank financing by convincing Banker J. A. 
Harzy of the soundness of Purina’s Broiler Program. 


From the ground up, Mr. Healy and his father-in- 
law built a 70 x 20 ft. broiler house and filled it with 
1,500 chicks. Clay Herrington was on hand when 
the first chicks arrived, and worked closely with 
Mr. Healy on every phase of management. 


Just 18 months later, Mr. Healy had two houses, 
producing 3,500 market birds every 12 weeks, a 
dressing plant, and a retail route operating under 
his own firm’s name—Ren-Kay Farms. He has 
repaid most of his original investment, has money 
in the bank, and plans for further expansion with 
hogs as well as broilers. 


For additional information, visit with our Purina 
Salesman serving your area, or write Ralston Purina 
Company, 1605 Checkerboard Square, St. Louis 2, Mo. 
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J. A. Harzy, President 
Southern Illinois 
National Bank 


“PURINA GAVE ME 
A NEW OUTLOOK” 


“We are an industrial bank,” explains Mr. Harzy, 
“and our main business is done with railroads, 
factories, merchants and dealers. However, on 
a banker’s trip to Purina Research Farm, | was 
impressed with modern livestock and poultry 
production. Purina Dealer Clay Herrington had 
long been a customer of our bank. When we 
found that some of his customers could use 
financing, we began to take feeder loans under 
his recommendation and supervision. Besides 
being good business, we felt it was a service 
to our customers and to the community. 


“We have found this business to be sound.’ 


Partners in Prosperity 
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: News for Country Bankers 


(CONTINUED FROM PAGE 60) 


district. Ten farmers had made 
such complete changes in their farm 
operations that estimates could not 
be made, but the other 38 farmers, 
after careful checking, showed that 
their soil conservation practices had 
increased production 93%. 

As a tribute to faithful and loyal 
service on the part of members of 
local boards of supervisors, the OBA 
has also initiated a special award 
program for men who have served 
their districts 15 years or longer. 


Farm Credit Act Approved 


HE American Bankers Associa- 

tion has voiced “hearty approval 
of the objectives of the proposed 
Farm Credit Act of 1955 which aim 
at making it possible for farmers to 
come into ownership of the agencies 
of the Farm Credit Administration.” 
The A.B.A., in hearings before the 
House Committee on Agriculture on 
H.R. 5168 and before the Senate 
Committee on Agriculture and For- 
estry on an identical bill S. 1286, 
urged repayment as rapidly as pos- 
sible of “government furnished cap- 
ital” of the Banks for Cooperatives 
and the Production Credit Corpora- 
tions into the general funds of the 
Treasury. 

The banks were represented at 
the hearings by R. N. Downie, chair- 
man of the Subcommittee on Agri- 
cultural Credit of the Committee on 
Federal Legislation. Mr. Downie, 
who is president of the Fidelity 
State Bank, Garden City, Kansas, 
was assisted by George H. Stebbins, 
co-chairman of the Subcommittee on 
Agricultural Credit, and president 
of the Simsbury Bank and Trust 
Company, Simsbury, Connecticut. 


USDA Extends Storage Loans 


HE U. S. Department of Agricul- 

ture has extended the farm stor- 
age facility and farm storage equip- 
ment loan programs for another 
year through June 30, 1956. 

These loans are designed to help 
farmers throughout the country ob- 
tain needed farm storage. Under 
these loan programs, farmers and 
others can borrow a large part of 
the cost of additional storage space 
and drying equipment to provide ad- 
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ditional farm storage and vital con- 
ditioning equipment for grains and 
seeds. 

Any farm owner-operator, tenant, 
landlord, or producer partnership 
is eligible to participate in the pro- 
grams. Application for a loan may 
be made at the county Agricultural 
Stabilization and Conservation Com- 
mittee (ASC) office. The loan may 
be made either directly through the 
county office or through a local 
bank. Loans may be obtained on 
storage for wheat, corn, oats, rye, 
barley, soybeans, grain sorghums, 
dry edible beans, rice, peanuts, cot- 
tonseed, flaxseed, and winter cover 
crop seeds. 

Farmers in most states can ‘bor- 
row up to 80% of the cost of new 
storage bins, cribs, or other ap- 
proved storage structures. The struc- 
ture must meet requirements for 
storage under the price support 
program. The loan can be paid off 
over a 4-year period which begins 
on the first anniversary of the loan, 
when the first instalment is payable. 

Interest on the loan is at the rate 
of 4% per year. Since the program 
started, about 70,036 loans have been 
made covering structures with a 
capacity of approximately 258,000,- 
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OMAN-HOURS FARM OUTPUT 
OF FARM WORK 


This chart, based on Agricultural Marketing Service data and prepared by 

Rural Marketing, points out the sharp rise in farm output between 1940-54, 

while man-hours of farm work were falling. This contributed to a big jump 
in income per man-hour 


LABOR USED ON FARMS, LABOR PRODUCTIVITY 


AND RELATED DATA, UNITED STATES, 1940-54* 
Index numbers (1947-49 = 100) 


OFARM OUTPUT 


* Agricultural Marketing Service, USDA 


000 bushels. This is an increas 
during the last year of 23,918 loan 
covering structures with a capaci 
of approximately 83,000,000 bushek| 

Up to 75% of the delivered anj 
assembled cost (exclusive of lab 
costs) of storage equipment to keg 
stored grain in proper condition, 
may be borrowed under the storag 
equipment program. 


Land Use, Misuse Storybook 


\HE Soil Conservation Society 9 

America has produced in story. 
book form an effective booklet— 
Through the Centuries! The Stor 
of Land ... Its Use and Misuse. hy 
a balloon on the front cover, the 
Society points out that “Just 1 per 
son in 7 in the United States live 
on a farm but the rest of us é& 
pend on farmers for the necessitie 
of life!” 

The picture story starts off with 
a simple explanation of the com 
position of the soil. This is followed 
by a brief coverage of the products 
of the soil used by man and beast. 
Then the story goes back 25,00 
years to show how primitive ma 
lived and traces the use and misus 
of the soil down to the present time. 
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It includes information on mecha- 
nization, reforestation, and develop- 
ments since the formation of the 
Soil Conservation Service. 

Copies of this publication are 
available to banks in quantity lots 
at a nominal price. The back cover 
has been left blank so distributors 
may include their own message. 


1016 Paramount Building 
Des Moines 9, Iowa 


Banker Selects Purebreds 


MEETING was held in the middle 

of March this year, by a group 

of 16 dairymen customers of The 
First National Bank of Montgom- 
ery, Ala., at which they decided to 
purchase registered Holstein cattle 
to improve their herds and increase 
milk production. The group voted 
to send Vice-president Harry S. Gil- 
more, Jr.. and Dairyman K. M. 
Harris, to buy 135 registered cattle. 
It is an unusual practice in bank- 
ing for a banker to be given the re- 
sponsibility of making purchases to 
improve the dairy herds in this area. 
Mr. Gilmore spent two weeks in Wis- 
consin and during that time visited 


This comprehensive study of Agricul- 
tural Production Loans of .. . Minne- 
sota Country Banks was released re- 
cently by the Agricultural Experiment 
Station of the University of Minnesota 
(Station Bulletin 429). The study was 
made by Dr. O. B. Jesness, head, De- 
partment of Agricultural Economics, 
UofM, St. Paul, and R. P. Dahl, instruc- 
tor and assistant in agricultural eco- 
nomics, UofM. The study is illustrated 
with charts, graphs, and livestock and 
harvesting scenes 
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Three Pikeville, Ky., banks—Pikeville National Bank, First National Bank of 

Pikeville, and The Citizens Bank of Pikeville—furnish signs like the one above 

to aid the fire prevention campaign of the Pike County Committee of Keep Ken- 

tucky Green. Committee Chairman John M. Stephens, who is in charge of the 

Kentland Coal & Coke Co. forests in Pike County, reports that the project is one 
of several planned to promote Keep Green work in the state 


over 125 herds of registered cattle. 

During the past season, Mr. Gil- 
more investigated the prices of cat- 
tle and the availability of registered 
Holsteins in many sections of the 
country and found that the best 
available cattle were in the North 
and East. When Mr. Harris and 
Mr. Gilmore left Montgomery, they 
had definite orders with letters to 
the bank from the customers agree- 
ing to purchase the 135 registered 
Holstein heifers and four registered 
Holstein bulls. 

In order to get high production 
animals, the local committee set a 
minimum production record for the 
dams of 9,500 pounds of milk per 
year as two-year-olds. The sires of 
the herds were from high produc- 
tion dams. Also, all of the 125 herds 
visited were in the Artificial In- 
semination Association of that area. 
This meant that the bulls the asso- 
ciation used were top production 
bred sires. 


Ag Elective at PBA School 


NEW agricultural elective will 
be a feature of the 1955 sum- 
mer school of the Pennsylvania 
Bankers Association, according to 
School Director T. Allen Glenn, Jr., 
who is president, The Peoples Na- 
tional Bank of Norristown. The 
school will be held at The Pennsyl- 
vania State University, August 
21-26. 
The courses have been developed 


by the College of Agriculture at the 
University, in cooperation with the 
PBA. Members of the college fac- 
ulty will serve as lecturers. 

Lectures will include four hours 
on “Bankers’ Farm Credit’; two 
hours on “County Farm and Home 
Planning Programs, With Implica- 
tions as to Farm Credit”; one hour 
on “Agricultural Policy”; and a 
two-hour panel on “The Agricul- 
tural Outlook for Pennsylvania.” 

The agricultural elective may be 
taken by students in both the Bank 
Lending and the Bank Operations 
sections of the school. Those who 
take the elective will substitute the 
agricultural courses in lieu of the 
last two hours of their regular sec- 
tion courses each morning. 

The afternoon classes will be un- 
der the auspices of the College of 
Business Administration and will 
feature lectures, a case study, and a 
panel. 

The Bank Lending Section of the 
school will include courses on con- 
sumer credit, analysis of financial 
statements, and credit subjects, 
mortgage loans, and the Uniform 
Commercial Code. 

The Bank Operations Section will 
have courses on management suc- 
cession, systems, public relations, 
banker problems, director responsi- 
bilities, and the code. 

Associate director of the PBA 
summer school is Edwin H. Keep, 
executive vice-president, First Na- 
tional Bank of Meadville. 
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ANNOUNCING 


new low price... only $2200 
for Recordak Supermatic Microfilmer 


Just check the features of this popular, large-volume microfilmer ! 


1 Fronts and backs of documents are re- 

corded simultaneously at 40-I reduction, 
which is the highest ratio available today. This 
enables you to put over 29,000 check-size images on 
a 100-ft. roll of 16mm. Recordak Microfilm. All 
documents up to 11 inches wide can be photo- 
graphed with maximum film economy. 


2 New, high-precision automatic feeder 


handles over 500 checks per minute 
... over 200 letter-size documents. As accurate as 
it is fast, this built-in 
feeder has a separating 
device that all but ends 
possibility of docu- 
ments overlapping. An 
electric counter shows 
you the exact number 
of pictures taken. 


3 


(1) Duplex—the fronts and backs of documents are 
recorded simultaneously side by side on the film. 


Gives you 3 methods of recording to 
match varying requirements 


(2) Duo—the fronts of documents are recorded 
down one side of the film, then up the other. 


(3) Standard—the fronts of documents are recorded 
across the full film width. 


4 Exposes 2 rolls of 16mm. 
film simultaneously — you'll 
find this a wonderful convenience and 
saving when extra film copies are de- 


sired for vault storage, branch offices, 
other departments, etc. 


tie Choice of 5 reduction ratios—ranging from 
40-1 (for maximum film economy) to 18-1 
(for largest pictures). This increases your scope still 
further... and you can change from one reduction 
to another by simply interchanging the lens kits in 
the built-in film unit. 


6 Uses 35mm. film as well as 16mm. film 

. an advantage that will be especially ap- 
preciated when large side-by-side pictures are de- 
sired of the fronts and backs of accounting forms, 
statistical records, and other material containing 
numerous closely spaced entries. 


yA Greater con- 

venience for 

your operator. She can 

concentrate on large 

volume production— 

all controls are at her 

finger tips . . . easily 

reached from a sitting 

position. Documents are returned in correct se- 
quence to a receiving tray above desk level. There 
is ample space for assembling documents prior to 
microfilming . .. plenty of leg room, too. 


The Recordak Supermatic Microfilmer boasts at- 
tractive, all-metal design ...is approximately 4 ft. 
high . . . requires less than 12 sq. ft. 

of floor space. 


AVAILABLE FOR 
IMMEDIATE DELIVERY 


One year of maintenance service 
at no extra cost. 
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CING 


SRECORDERK 


(Subsidiary of Eastman Kodak Company) 
Originator of modern microfilming—and its application to banking systems 


RECORDAK CORPORATION 
(Subsidiary of Eastman Kodak Company), 444 Madison Avenue, New York 22, N.Y. 


Gentlemen: Please have your local representative call. We are interested in 
Recordak Supermatic Microfilmer at new low price of $2200. 


Bank 


Prices quoted are subject to change without notice, 
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ror quauiTy PROPERTY INSURANCE. SEE YOUR HOMETOWN AGEN 


my product is property protection- 
and | sell the best! 


- 


This 

ad is 
about 
a friend 
of 
yours! 


“I'm an insurance agent— 
an independent businessman. Like any 
good merchant, | take pride in what | sell you. 


“Most printed policies look pretty much alike. But that's not 

what | sell. | don't sell policies—I sell protection and services— 

my own and those of the company | represent. Together, 

we provide top-quality protection for the policyholder— 

the most in value for every insurance dollar.” 
Your own Home Insurance agent or broker is the man 
who can give you the best buy in insurance, on your 
home, your car, your business. His advice and profes- 
sional services ore at your command. See him now! 


THE HOM 


ORGANIZED 1853 
Company 


Home Office: 59 Maiden Lane, New York 8, N. ¥ 
FIRE + AUTOMOBILE + MARINE 


The Home Indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds 


A stock company represented exclusively by over 40,000 independent local agents and brokers 


This 


advertisement 


‘The policyholders of the local 
Home Insurance agent and the 
clients of your bank are often the 
same persons. 


appears incolor in: 


U.S. News & World Report 


Hence both bank and agent have a — july 22 


common interest in the continuing 


financial well-being of these people. Bette; Hones and 


By providing top-quality property 
protection to the policyholder, the 
local agent of The Home Insurance 
Company automatically makes him 
a better bank customer, especially 
where loan-risks are involved. 


THE HOME 


ORGANIZED 1853 
Company 


Home Office: 59 Maiden Lane, New York 8, N.Y. Time—July 1] 
FIRE . AUTOMOBILE MARINE 
The Home Indemnity Company, an affiliate, writes 

Casualty Insurance, Fidelity and Surety Bonds 


— August 

American Home—August 
Nation's Business—July 
Business Week July 16 
Town Journal — July 


Newsweek—July-] 


Astock company represented exclusively by over 40,000 independent local agents and brokers 
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The Ingenious 


Safe-Deposit Box 


rP\HE odds against any one Safe. 

deposit box holder suffering ,; 
loss are astronomical, but it ca 
happen, according to William F 
Longgood. 

In a recent issue of The Saturday 
Evening Post, he reports that the 
safe-deposit box, with its ingeniow 
two-key lock, represents man} 
greatest success in the perfection of 
a device to safeguard his valuables 

Nevertheless, the author says, not 
even this trusted end product of: 
search dating back to the days of 
the Egyptian Pharaohs has provei 
invulnerable to the person with 
larceny in his heart and cunning in 
his brain. 

Mr. Longgood’s article, entitle 
“How Safe Is Your Safe-Deposit 
Box?” cites examples of the rar 
losses which have been incurred 
and sadly reports that the slippery 
thieves who prey on the tin box al 
most never get trapped, something 
which leaves lawyers with the Her- 
culean task of trying to show how 
the crime could have been executed 

The author relates that banks 
have to contend with theft accusa- 
tions that are the result of honest 
mistakes and he says that illiteracy 
and senility are among the head 
aches encountered. 

Some banks and safe-deposit com- 
panies serve more than 100 bo 
holders who can’t write their ow 
names, the article states. Forget 
fulness due to age can cause count: 
less crises; elderly women are for- 
ever about to start suits for missing 
jewels when they recall having left 
them at the jeweler’s. 


A news headline says, “Graft is 
Charged.” We suppose it’s in the 
tax bills. 


If you can save an hour by setting 
the clock ahead, why can’t you knock 
off 10 pounds by setting the bath 
room scales back? 


The dominance of man over wot 
an is preached in some countries. 
It is preached here too, but she goes 
right on dominating. 
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Look closely at this little black box 
...1T’S LOADED! 


No MATTER WHO YOU ARE or what 
you do, the chances are good that this 
little black box will have a far-reaching 
effect on your way of life within the 
very near future. 

For this is ““TRANSAC’’*—¢he smallest, 
lightest, and fastest “electronic brain’’ yet 
announced—and its development by 
Philco scientists finally unlocks the 
door to mass production and wide- 
spread use of electronic computer and 
control systems in industry, science, 
business, and the Armed Forces. 

And a well-locked door it was— 

Because the demand for the benefits 
of automatic computation mushroom- 
ing out of World War II has, until 
now, put a breaking strain on com- 
puter design. As they have grown more 
complex they have grown more cum- 
bersome and harder to produce. 

Their thousands of vacuum tubes 
have generated not only heat and the 
need for bulky air-conditioning, but 
also problems of power consumption 


and maintenance. And their size and 
weight have barred their use in many 
urgent military applications. 

To this dead-end situation Philco 
engineers brought a fresh outlook 
and combined it with their experi- 
ence from pioneering the ‘Surface 
Barrier’ Transistor. 

By utilizing the unique high fre- 
quency properties of the Philco ‘‘Sur- 
face Barrier’ Transistor, they evolved 
an entirely new concept in computer 
design—the Philco Direct Coupled 
Transistor Circuits. 

This ‘‘direct coupling’ of transistors is 
the key that unlocks the door. 

By one basic stroke, it cuts sharply 
the number of elements in a circuit, 
pares down the bulk and weight, slashes 
cost and production time...and 
speeds up computation ! 

“TRANSAC’”’, for example, is one- 
third smaller and lighter, and 10 times 
faster than any transistorized computer 
announced to date. It operates on one 


*“TRANSAC’’—Trademark of Philco Gorporation for Transistor Automatic Computer 


ANOTHER FIRST FROM THE LCO 


July 1955 


small battery, with less than 1/1000th 
of the power needed by a comparable 
vacuum tube computer, and generates 
less heat than a Christmas tree bulb. 

Yet it performs all computer func- 
tions—multiplies, divides, compares, 
and “carries” for 19 binary digits and 
algebraic sign, and also performs 
416,000 complete additions or sub- 
tractions per second ! 

The civilian applications for this 
system are limitless. And the military 
uses—with the emphasis on light- 
weight portability, low power con- 
sumption, and high accuracy—are only 
to be hinted at. 

Thus ““TRANSAC”’ becomes one more 
example of the teamwork of Research, 
Engineering, and Application that has 
made ‘‘Philco’’ synonymous with 
“leadership” in Electronics. 
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BANK LAW NEWS 


Tort Action for Wrongful Dishonor—Blank Forms 


TORT ACTION FOR WRONGFUL 
DISHONOR 


California court holds depositor not 
limited to contract action and “reason- 
ably contemplated" damages. 


A BANK’S obligation to pay its de- 
positors’ checks arises from its con- 
tract with the depositor. However, 
a depositor whose check has been 
dishonored wrongfully may, if he 
chooses, sue his bank in a tort ac- 
tion, rather than a contract action, 
and receive the higher measure of 
Gamages permitted in tort actions. 
Such is: the proposition enunciated 
by one of California’s lower courts. 

It appears that a depositor’s check 
in payment of a monthly instalment 
on a conditional sale contract for 
an automobile was wrongfully dis- 
honored and that, as a result of the 
dishonor, the automobile was re- 
possessed by the seller. The de- 
positor sued his bank to recover his 
damages. The case was controlled 
by the A.B.A.-recommended Non- 
payment of Check Through Error 
Act, which provides that a depositor 
may recover only the actual dam- 
ages proved to have been sustained 
as a result of the dishonor. There 
was thus no disputing the fact that 
the depositor could recover only his 
actual damages; there was merely a 
difference of opinion over what con- 
stituted ‘‘actual damages.” 

The trial court awarded the de- 
positor judgment for some $700, 
covering the loss of money paid and 
money still due under the contract. 
He appealed to the Appellate De- 
partment of the Los Angeles County 
Superior Court, arguing that he 
should have been awarded some 
$1,600, the market value of the car. 

The bank, on the other hand, ar- 
gued that he had been awarded too 
much. His action, it suggested, was 
founded upon the contract of de- 
posit and, hence, his measure of 
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damages should be that applicable 
to contract actions — “only such 
damages as were reasonably con- 
templated by the parties at the time 
of entering into the agreement.” 
This, the bank said, meant the 
amount of the check dishonored; 
damages for the loss of an automo- 
bile certainly were not contem- 
plated by the parties when the de- 
positor opened his account. 

The appellate court did not voice 
any disagreement with this last 
point. It merely held that, even 
though the obligation breached by 
the bank arose out of contract, the 
depositor was entitled, under Cali- 
fornia law, to sue for damages for 
the injury resulting from the refusal 
to pay the check. This, the court 
said, made the action one in tort, 
and California’s Civil Code permits 
the recovery in tort actions of dam- 
ages not contemplated by the 
parties. 

The decision might be compared 
with that of one of New York’s 
lower courts, noted here in May, to 
the effect that a bank’s payment of 
forged and altered checks does not 
give rise to a tort action, as dis- 
tinguished from a contract action 
(Stella Flour and Feed Corporation 
v. National City Bank, 136 N.Y:S. 
2d 139). Abramowitz v. Bank of 
America, 281 P.2d 380. 


MORE ON BLANK FORMS 


Two courts hold financing agencies are 
holders in due course of instalment 
paper, blank forms of which they sup- 
plied to dealers. 


Courts in Florida and Arkansas 
have shed further light on the ex- 
tent to which banks may furnish 
blank forms of notes and conditional 
sales contracts to instalment sellers, 
without jeopardizing their status as 
holders in due course when they pur- 
chase the executed instruments from 


the sellers in later transactions, 

In Florida a bank sued to recover 
the amount of a conditional sales 
contract and note executed by the 
defendant to one Hart, and there. 
after sold by Hart to the bank. De. 
fendant claimed that there had been 
a failure of consideration for the in- 
struments, because the farm equip- 
ment for which they were issued had 
proved defective. The bank alleged 
that it was a holder in due course, 
not subject to the defense of failure 
of consideration. Defendant replied 
that the bank was not a holder in 
due course, because it had furnished 
Hart with the blank forms of the 
instruments. 

The Federal District Court for 
the Northern District of Florida re- 
fused to go along with defendant. 
Although an advertisement of the 
plaintiff's banking services did ap- 
pear in the upper left-hand corner 
of its contract form, the bank’s 
name did not appear in the formal 
part of either its note or contract 
forms. Both forms could be, and 
frequently were, purchased by other 
financing institutions. The bank was 
not obligated to, and in fact did 
not, purchase all conditional sales 
contracts and notes taken by Hart. 
On the basis of these facts, it was 
held that the mere appearance of 
the advertisement did not establish 
2. relationship between Hart and the 
bank which would overcome the pro- 
visions of the Negotiable Instru- 
ments Law defining a holder in due 
course. 

The court distinguished the case 
from that of Mutual Finance Co. Vv. 
Martin, 63 So.2d 649, wherein Flor- 
ida’s Supreme Court held that 4 
finance company which had supplied 
blank forms of notes and contracts 
to a dealer was not a holder in due 
course. (See “Bank Law News” for 
June 1953 and March 1955.) In 

(CONTINUED ON PAGE 70) 
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For the Federal Tax Problems of the Average 
Business or Individual...Under the ‘54 Code 


© Sound, dependable answers to the puzzling questions involved in 
unfolding federal tax changes call for a sound, dependable source of 
continuing facts and guidance . . . and here it is! 


© Week after week, each issue of Federal Tax Guide Reports swiftly, 
faithfully hurries to subscribers the last word, the newest development, 
the latest twist and turn of events in federal taxation—of interest or 


importance in the everyday conduct of business and personal federal 
tax affairs. 


© For CCH's Federal Tax Guide Reports span the whole work-a-day 
world of federal taxation for revenue—statutes, regulations, rulings, 
court and administrative decisions, returns, forms, reports, instructions. 
Pertinent full texts, filled-in forms, detailed explanations, editorial 
comments and suggestions—plus a wealth of friendly hints, tips, 
knacks, and pointers, from week to week, make clear exactly what to 
do, and how and when and why. 


© Concise, compact, understandable, here is the dependable reporter 
on the federal taxes of the ordinary corporation, the average indi- 
vidual, partnership, or business. Two Loose Leaf Compilation Volumes 
are included without extra charge to start new subscribers off on the 
right foot. 


Write For Further Details 
MERCE., CLEARING, HOUSE,. INC 


en 


PUBLISHERS of TOPICAL LAW REPORTS 


NEW YORK 36 CHICAGO 1 WASHINGTON 4 
522 FirtH Ave, 214 N. MICHIGAN AVE. 1329 E Street, N.W. 
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"ROUND First National City 


Transit Service 


One of the big advantages a First National City correspondent enjoys 
is ’round-the-clock transit service—a service that cuts float time to a 
minimum and ensures maximum use of available funds. 


Every day, 24 hours a day, First National City’s transit department 
specialists work at top speed to serve correspondents. Our method of 
handling correspondent problems is to use airmail, special delivery 
and other methods of making the transit process work as fast as 
possible. 


We'd like to tell you more about how this fast and efficient transit 
service can help you. Why not call on us today? 


OUTGOING 
items are speeded 
by direct sendings 
and a unique 
’round-the-clock 
“depot delivery 
service” —two real 
First National City 
“plus factors” that 
assure faster pres- 
entation of checks. 


U.S.MAIL 


NEW DELIVERY SERVICE for airmail and 
air express shipments from correspondents 
speeds check collections. Through the co- 
operation of New York Clearing House and 
Postal Transportation Service, First National 
City cuts a day or more from float time. 


lhe 
RATIONAL CIATY BARAK 
of New York 


Head Office: 55 Wall Street, New York 
59 Branches Overseas 73 Branches in Greater New York 


Around-the-clock Transit Service « Collections « Credit Information 
Bond Portfolio Analysis « Complete Securities Handling Facilities 
Dealers in State and Municipal Bonds + Participation in Local Loans 
Personalized Service + World-Wide Banking Facilities 
Complete Metropolitan New York Branch Coverage 


First in Wold Wide Banking 


Member Federal Deposit Insurance Corporation 
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that case, the court observed, the 
finance company held a floor plan 
mortgage on all of the dealer's 
equipment, its name was printed in 
the instruments as the holder there. 
of and they could be endorsed only 
for its account, and, furthermore, 
the dealer was a substantial stock- 
holder in the finance company. Cit- 
izens & Southern National Bank y, 
Stepp, 126 F.Supp. 744. 

On a similar set of facts, Ar. 
kansas’s Supreme Court overruled § 
the holding of a lower court that a 
finance company was “‘to all intents 
and purposes a party to the original 
transaction,” and held that the only 
evidence which remotely tended to 
support such a holding was the fact 
that the appliance dealer involved 
had some blank notes and sales con- 
tracts which had been prepared by 
the finance company but which did 
not bear its name. Public Loan 
Corp. of Little Rock v. Terrell, 275 
S.W.2d 435. 


BRIEF NOTES OF OTHER CASES 


Action on forged check: De- 
positor’s action for amount of 
forged checks charged to his ac- 
count “is not a tort action deter- 
minable in all its phases upon doc- 
trines applicable to negligence,”’ but 
bank must show that it exercised 
due diligence in examining checks 
before payment, before it can show 
that depositor was negligent in fail- 
ing to discover the forgeries. How- 
ever, if depositor fails to report 
forgeries within time specified by 
A.B.A.-recommended Payment of 
Forged or Raised Check Act, bank 
is absolved of liability regardless of 
any lack of due diligence. Flaherty 
v. Bank of Kimball (So. Dak. Sup. 
Ct.) 68 N.W.2d 105. 


Postdated checks: A “rule” 
printed at the foot of a bank's 
statement of account, to the effect 
that the bank “will not be respon- 
sible for payment of postdated 
checks,” is not binding on a de 
positor if it was not called to his 
attention, or if he did not observe 
and agree to it. Montano v. Spring- 
field Gardens National Bank, (N. Y. 
Sup. Ct., App. Term, 2nd Dept.) 
N.Y.L.J. 4.25.55. 


Joint accounts: Where no statute 
has been enacted to govern ownel- 
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ship of a joint deposit upon the 
death of one of the depositors, 
questions of ownership must be de- 
termined by common law principles, 
and intention of depositors will be , RO U Ni D N C B 
the primary and controlling factor. 
King v. Merryman, (Va. Sup. Ct. 


App.) 86 S.E.2d 141. Travelers Checks 


Preferences: Where factor has ; 
properly filed a valid assignment WO RLD are accepted like cash 
of manufacturer’s contract claim 
against government, payments by 
factor to manufacturer’s cloth sup- 
plier within four months of manu- 
tacturer’s bankruptcy are not pre- 
ferential payments, and supplier is 
fully protected as a third party 


When you sell your customers National City Bank Travelers Checks 
they’re assured of safe spendable funds on any trip, near or far. 
Instantly recognized around the globe, NCB Travelers Checks buy goods 
: and services like cash...but unlike cash, their value is fully refunded 
beneficiary of the perfected —_ if they are lost or stolen. When you sell these well known checks you 
ment. Scarborough v. Berkshire perform a real service by helping your clients to simplify their travel 
Fine Spinning Associates (U.S. fund problems. You’re protecting their money away from home just as 
Dist. Ct., S.D. N.Y.) 128 F.Supp. you protect their valuables in your safe deposit vaults, 


948. You perform a service to your own bank too, for selling NCB Travelers 
Corporate checks: Bank receiving Checks means extra profits for you because you keep the entire selling 
check payable to corporation and commission—%4 of 1%. NCB Travelers Checks, famous for over half a 
endorsed by an officer of the cor- century, are known throughout the world. 
poration, with his subsequent per- 
sonal endorsement for deposit in 
his own account, receives the check 
at its peril, unless it has written Te: Post ; ue WHETHER travelers go by 


authorization from the corporation boat, plane, bus or car, 


riz they find NCB Travelers 
permitting such personal use of the | axe indeed 


corporation’s checks. Commercial for Going Places”. In 


Trading Co. v. Trade Bank and \ handy denominations of 
Trust Co. (N.Y. Sup. Ct., Trial WS $10, $20, $50 and $100, they 
Term, N.Y. Co.) 187 N.Y.S.2d 339. wont and 


are good until used. 


Self-dealing by trustee: Trust 
company which exchanged assets 
of trust for stock in holding com- 
pany which it had organized was 
guilty of self-dealing and could not 
avoid liability for resulting loss to 
beneficiary, on ground that loss oc- 
curred after estate had been settled CONTINUOUS NATIONAL and international 
and stock had been delivered to advertising in trade and consumer publications 

keeps the public aware of the many advantages 

guardian of minor trust benefici- of NCB Travelers Checks. To enable you to tie in 
aries. Hutchings v. Louisville Trust with this advertising, write for our ready-to-use 
Company (Ky. Ct. App.) 276 S.W. merchandising kit. 
2d 461. 


Trust investments: Uncle's will The 
created trust for life of niece, gave 
her power of appointment over re- NATIONAL CIAITWY 
mainder, and authorized investment . . 
in non-legais. Niece, exercising the of New York 
power, created testamentary trusts 
providing for investment as per- REMEMBER THESE FACTS; 
mitted by banking laws. Held: 
Niece’s will, rather than uncle’s, 
governed as to investments under ‘ 
her will, and restricted her trustees @ NCB Travelers Checks have been sold for over half a century 
to investments legal for trust com- 
panies. In re Walbridge’s Estate @ Your customers are directed to Buy at Banks 


ll Co. Surro. Ct.) 188 N.Y.S. Member Federal Deposit Insurance Corporation 


@ You keep the whole selling commission—% of 1% 


JOHN RENE VINCENS 
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EXECUTIVE DEVELOPMENT— 


The A.LB. 


Convention 


JOHN L. COOLEY 


Miami, Florida 
ERE in Cabanaland, home of 
H the sun and the short short, 
the American Institute of 
Banking’s 53rd annual convention 
saw the blueprint of an in-the-bank 
and in-the-classroom plan for help- 
ing solve what the program called 
“Management’s Hottest Problem,” 
executive development. 

Fifteen hundred registrants at 
A.LB.’s first Florida meeting—men 
and women representing the 121,000 
members anc 65,000 students en- 
rolled during a record year—were 
told of a new handbook which the 
Institute’s parent organization, the 
American Bankers Association, has 
prepared for the on-the-job train- 
ing that is basic equipment in any 
prospective manager’s tool kit. 

The A.I.Bers learned also, from 
their national educational director, 
Dr. Leroy Lewis, that the Institute’s 
share in this dual preparation for 
progress was formal classroom 
study—just what you’d expect from 
the old pro of adult education. Of 
course, the A.I.B. has been doing 
that for 55 years, but from now on 
there’s to be emphasis on the grad- 
uate studies, twelve of which are 
now offered. For the present, at 
least, the teaching program will re- 


main unchanged; however, it’s in- 
evitable that revisions will be made 
and probably courses added as the 
need is indicated by the students 
and their banks. Meanwhile, gradu- 
ate studies are to be vigorously pro- 
moted by the leaders of the Insti- 
tute’s 278 chapters. 


Harold Stonier Award 


Emphasizing the stress on higher 
education within the curriculum, 
A.ILB.’s 1954-55 president, Alvin E. 
Roemershauser of New Orleans, an- 
nounced establishment of “The Har- 
old Stonier Award” for excellence in 
Institute graduate courses. This 
honor will go, at each future con- 
vention, to the student who made 
the highest average in attaining his 
graduate certificate during the past 
year. 

Needless to say, it’s offered in 
honor of Dr. Harold Stonier, former 
national educational director of the 
Institute, former executive manager 
and executive vice-president of the 
A.B.A., and still director of The 
Graduate School of Banking which 
the Association conducts at Rutgers 
University. 

“One of Dr. Stonier’s first accom- 
plishments,” Mr. Roemershauser re- 


Bernard J. Lunt, A.I.B.’s new president 


called, “was to enlarge the scope 
of the Institute curriculum and put 
into operation the forerunner of our 
present graduate certificate pro- 
gram. It is fitting that the Institute 
honor this man who has always had 
a feeling of deep affection for the 
Institute and keen interest in its 
work. Because of his particular in- 
terest in and influence upon the 
graduate program of the Institute, 
it is doubly fitting that this award 
should be based on scholastic 
achievement.” 


The New Manual 


Announcement of the forthcom- 
ing Association handbook was made 
at the convention’s educational con- 
ference by A.B.A. Deputy Manager 
William Powers, in charge of cus- 
tomer and personnel relations. The 


President Alvin E. Roemershauser, vice-president, Whitney National Bank of New Orleans, opens the Institute’s Miami 
convention. Others on the platform include past national presidents of the A.I.B., national office staff, and guests 
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Banking’s Most Urgent Problem 


(See also The G. S. B. Session, page 76) 


Vice-President Leroy S. Clark 


manual, to be published this fall, is 
the result of long study. It is espe- 
cially the product (1) of a series of 
conferences held throughout the 
country among Association repre- 
sentatives and the presidents of 
smaller banks, and (2) the experi- 
ences of one bank, The County 
Trust Company of White Plains, 
N. Y. That institution made avail- 
able to the A.B.A. its extensive ex- 
perience with on-the-job appraisal, 
selection, and training of candidates 
for management responsibilities. 

At the nationwide conferences 
agreement was reached, Mr. Powers 
reported, on “clear-cut, systematic 


A.1.B. MIAMI CONVENTION LOG 


Election 


President: BERNARD J. LUNT, assistant vice-president, The Fort Worth 
National Bank. 

Vice-president: Leroy S. CLARK, vice-president, The Marine Midland 
Trust Company of New York. 

Executive Councilmen: CLARENCE EDNER, First Western Bank & Trust 
Company, San Francisco; DAvip Luioyp, JR., Wyoming Nationa] Bank, 
Wilkes-Barre, Pa.; CLIFFoRD A. PLUMB, Merchants & Mechanics Bank, 
Flint, Mich.; T. CRAwForRD CLARK, Federal Reserve Bank Branch, Jack- 
sonville, Fla. 


National Public Speaking Contest for the A. P. Giannini 
Educational Endowment Prizes 


Subject: “The Banker-Citizen Meets the Challenge to Our Basic Free- 
doms.” 

First award ($500), DoNALD M. McMAHnON, Security-First National 
Bank, Pasadena, Calif.; second ($300), WILLIAM M. Dorr, II, Union 
Planters National Bank, Memphis; third ($100), DEE F. WHITE, First 
National Bank of Independence, Mo. 


National Convention Debate for the Jesse H. Jones Prizes 


“Resolved, That the proposals regarding foreign economic policy pre- 
sented by President Eisenhower in his special message to Congress on 
March 30, 1954, should be adopted by the Congress of the United States.” 

Won by New York Chapter (DAvip R. Berry, Chemical Corn Exchange 
Bank; CHARLES G. YOUNG, The Bank of New York; HERBERT T. ERLES, 
The Chase Manhattan Bank, alternate) upholding the negative against 
Houston (W. R. Boyp, IV, RicHarp J. Lewis, First National Bank in 
Houston; JOHN CooNEy, Second National Bank, alternate). 


National Publicity Exhibit 


Class A (Chapters with 751 members or more): First, Minneapolis; 
second, Chicago; third, Rochestcr, N. Y. Class B (251 to 750): First, 
Santa Clara County, Calif.; second, New Haven, Conn.; third, St. Paul, 
Minn. Class C (250 or less): First, Santa Barbara, Calif.; second, 
Wichita Falis, Tex.; third, Allentown, Pa. 


procedures designed to meet top- 
level needs in ascertaining specific 
requirements on management posi- 
tions, in appraising the personal 
qualifications of candidates for such 
positions, and in counseling and de- 
veloping those candidates.” Details 
of the procedures are incorporated 
in the handbook that will be avail- 
able to all bankers. 

“In effect,” Mr. Powers continued, 
“the contents of the handbook will 
be a combination of the experiences 
of 150 executives in banks already 
using on-the-job programs, and the 
reactions of 350 presidents who par- 
ticipated in the A.B.A. conferences. 
All of these men concentrated their 
thinking and their efforts upon find- 
ing a practical solution to the prob- 
lem of management succession and 
executive development in banking.” 


At the Educational Conference, I. to r., Dr. Leroy Lewis, A.I.B. National Educa- 
tional Director; William Powers, deputy manager and Director of Customer and 
Personnel Relations, American Bankers Association; Martin J. Travers, vice- 
president, The Marine Trust Company of Western New York, Niagara Falls, who 
was chairman of the Departmental Conference Committee for the convention 
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The Institute's Job 


Dr. Lewis pointed out that where- 
as the A.B.A. was concerned with 
the inside (selection and training) 
development of executives, the In- 
stitute’s role was the outside, or edu- 
cational, preparation. He reported 
that the A.I.B. Executive Council 
had authorized a study of several 
suggestions for increasing the Insti- 
tute’s assistance to the potential 
executive. 

Dr. Lewis recalled statistics cited 
by A.B.A. officers and heads of Gov- 
ernment supervisory agencies show- 
ing the importance and breadth of 
the management succession prob- 
lem. A survey made by the Associa- 
tion’s president, Homer J. Living- 
ston, revealed that 92% of the bank 
presidents questioned had termed it 
their greatest concern, while Vice- 
president Fred F. Florence has esti- 
mated that banking needs 1,000 


Mrs. Claire Giannini Hoffman, daughter 
of A. P. Giannini, presents the public 
speaking contest cup to Donald M. Mc- 
Mahon, of Pasadena, winner of first 
award. Left, Dee F. White, Independ- 
ence, Mo., third place; right, William 
M. Dorr, II, Memphis, second place 


Departmental Talks 


Excerpts from the talks at the 
departmental conferences on cred- 
its, bank management and opera- 
tions, trusts, savings and mort- 
gages appear on this month’s news 
pages (80-87) and in “Methods 
and Ideas” (pages 51-55). 


presidents and 5,000 officers a year. 

“The problem of management suc- 
cession,” Dr. Lewis asserted, “is as 
big as the banking business itself.”’ 
Its roots, he explained, go back to 
the depression when banks hired 
limited numbers of new employees, 
to World War II when men were un- 
available, to the growth of pension 
programs with their compulsory re- 
tirements at earlier ages. 


Eligible 

Eligible candidates for executive 
training, he said, included bank su- 
pervisors, department heads, and 
junior officers. 

Emphasizing that the A.I.B. text- 
books would be revised and ex- 
panded as requirements dictated, Dr. 
Lewis said that the formal educa- 
tional materials must be made avail- 
able wherever and whenever needed, 
within the framework of the bank- 
ing business. To this end the Coun- 
cil, at its Miami meeting, voted to 
permit a bank or banker to obtain 
the correspondence section’s mate- 
rial direct from national headquar- 
ters, rather than through chapter 
channels as heretofore. This is re- 
garded as an important procedural 
change which is expected to facili- 
tate use of the courses and text- 
books, particularly in areas not 
served by chapters. 

Among the points approved for 
further study is a proposal of 


Women - in - 
banking panel, /. 
to r.: Bank presi- 
dents Estil Vance, 
Fort Worth, and 
Everett D. Reese, 
Newark, O.; Anne 
J. Erste, chair- 
man; _ Presidents 
Lee P. Miller, 
Louisville, and 
Carlisle Rogers, 
Leesburg, Fla. 
(See page 90.) 


Georgetown University for a liberal 
arts degree in banking. The univer 
sity would recognize the AIB 
courses toward this degree. 

The Council also feels that either 
by itself or in conjunction with cok 
leges and universities the Instituts 
should explore the possibility of a 
Bachelor of Banking Science degree, 

More regional seminars and short- 
term schools are suggested by the 
Council for areas where local coop 
eration indicates they would be sue- 
cessful. Another suggestion is that 
the A.I.B. adopt a quota system for 
admitting bank personnel to schools 
or seminars for management devel 
opment. And it should also inform 
bank directors about its program. 


A Word to Management 


In his presidential address, Mr 
Roemershauser pointed out that the 
Institute was closely identified with 
young people — employees new t 
banking. 


(CONTINUED ON PAGE 90) 


New York Chapter debaters David B 
Berry, Herbert T. Erles, and Charles 6. 
Young display their trophy 
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“VICTORY AT SEA” 


more than 
can be a winner 


10,000 calls 
in 24 hours 
NBC Film Division's award- 


§ 
demand a Ath run e fo th diag winning human drama of 
W orld WarlII at sea is a superb 


for you! 


television show that captures 
huge, responsive audiences wher- 
ever and whenever it is shown. 
We would be proud to show you 
the facts, figures and an audition 
print. Call today to assure VICTORY 


in your sales area. 


Film Division 


serving all stations serving all sponsors 


30 Rockefeller Plaza, New York 20, N. Y. 
Chicago, Ill. * Sunset & Vine, Hollywood, Calif. * In Canada 
RCA Victor, 225 Mutual St., Toronto « 1551 Bishop St., Montreal 
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EXECUTIVE DEVELOPMENT 


The G. S. B. Session 


HE Graduate School of Banking, which has just 

completed its annual summer session at Rutgers 

University, New Brunswick, N. J., celebrated this 
year the 20th anniversary of its founding in 1935 
and held its 21st session with a record total of 1,090 
bank-officer students from 42 states, the District of 
Columbia, Puerto Rico, China, and Cuba. 

The School is a real pioneer in executive training 
and development of bank executives. The idea for 
such a project began to take form in the early 1930s. 
Determined not to repeat past mistakes, bankers 
recognized the need for a nationwide effort to supply 
broader training for officers of banks. Its aim has 
been to aid in making policy and administrative de- 
cisions. 

The first class of 220 bank officers arrived at Rutgers 
on June 17, 1935, of whom 191 graduated in 1937. 
Almost from its inception, the School has operated 
at absolute capacity with a backlog of applications 
held over for later admission. For years it was limited 
to 1,000 students. As additional facilities became avail- 
able, the total has edged up gradually, until this 
year’s new high of 1,090 was reached. 

The faculty of The Graduate School of Banking has 
always been comprised of leading bankers, lawyers, 
Government officials, and educators. This year’s session, 
held June 13 through 25, listed a faculty of 49 regular 
members with 39 special lecturers. 

Classes occupied daytime hours during the two 
weeks with seminars and submajors in the evenings. 
One of the seminars was conducted by Dr. W. Randolph 
Burgess, Undersecretary of the Treasury for Monetary 
Affairs. The other featured Dr. Lawrence R. Hafstad, 
director of the Atomic Energy Division of the Chase 
Manhattan Bank, New York. Other evening sessions 
consisted of three submajor courses. One of these was 
an orientation course—school procedures, research, 
thesis preparation and writing, etc——for the incoming 
class. A second was concerned with personnel and pub- 
lic relations, for the second-year men. The third, for the 
graduating class, was devoted to banking and govern- 
ment relations. 


New Course Instituted 


In addition, the School instituted this year a new 
course for all students, “Economics of Banking and 
Business.” 

The graduating class this year numbered 340; the 
second-year students numbered 378; and there were 
372 “freshmen.” The School drew 143 bankers from 


states west of the Mississippi and 202 from the Deep 
South. 


To qualify for graduation, a student must have com- 
pleted three two-week sessions at Rutgers, and solve 
problems during the months intervening. In addition, 
each man must prepare a thesis based upon original 
research. This must pass close scrutiny, and its author 
must also face a panel for an oral examination upon 
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Dr. Harold Stonier, Director of The Graduate School of 

Banking, greets faculty and panel thesis examiners at the 

annual faculty dinner on June 10, just prior to the School's 
opening 


the thesis. The outstanding theses are chosen by a 
group of examiners for inclusion in the libraries of the 
A.B.A., Rutgers, and Harvard. The outstanding theses 
each year are also included, in the authors’ own abridg- 
ments, in the volume, Present Day Banking. 

According to the School’s administration, the thesis 
requirement has the dual purpose of providing a con- 
tinuing flow of new research into banking literature and 
of training the G.S.B. men in organized thinking and 
expression of ideas. Since each student chooses his 
own subject, the thesis also provides encouragement to 
the banker to conduct intensive study in his own par- 
ticular field of interest. 


The Class of 1955 
ALABAMA 


ALDRIDGE, GARET V., Merchants National Bank, Mobile 

ANDRESS, JAMES CHARLES, First National Bank, Mobile _ 

Cox, JOHN B., Jr., Birmingham Trust National Bank, Birmingham 
Fore, RosBert B., First National Bank, Birmingham 

HayLey, Frep A., Merchants National Bank, Mobile 

RIALL, BEN W., Loop National Bank, Mobile 

Wooprow, Rosert H., Jr., First National Bank, Birmingham 


ARKANSAS 


CAMPBELL, WILLIAM MANN, National Bank of Eastern Arkansas, 
Forrest Cit 
TARLETON, CHARLES L., Worthen Bank & Trust Co., Little Rock 


CALIFORNIA 


HERMAN, GEORGE W., Security-First National Bank of L. A, 
Pasadena 

Linpsey, THOMAS EpGarR, Federal Deposit Insurance Corp., San 
Francisco 

Moore, KENNETH C., Citizens National Trust & Savings Bank, 
Los Angeles 

SHEARN, ROBERT L., Bank of California N.A., San Francisco 

SKINNER, JOHN H., Bank of America N.T. & S.A., Alameda 

Victory, CHARLES ALFRED, Bank of America N.T. & S.A., Ontario 

WEAVER, JOHN E., American Trust Company, San Francisco 


COLORADO 


GARRISON, WILLIAM J., Denver National Bank, Denver 
WALKER, VERNON T., Central Bank & Trust Company, Denver 


CONNECTICUT 
Coz, GrorcE H., Tradesmens National Bank, New Haven 


Ecker, DoNALD W., Farmers & Mechanics Savings Bank, Middle- 
town 
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GALVIN, JOHN F., JR., Greenwich Trust Company, Greenwich 

Ives, W. BiaceLow, Savings Bank of Danbury, Danbury 

LABIENI£C, STANLEY J., Peoples Savings Bank, New Britain 

MILLER, PRNEST Epwakp, First National Bank, New Milford 

Moses, maine F., Hartford National Bank & Trust Company, 
Hartfor 

NgLsoN, WALTER D., Thomaston Savings Bank, Watertown 

ScHREIER, ERNEST E., JR., Waterbury Trust Company, Waterbury 

§miTH, Davip HAMILTON, Hartford National Bank & Trust Com- 
pany, Hartford 

SMITH, FREDERICK JAMES, Hartford National Bank & Trust Com- 
pany, New London 

TuRNEY, RoBerRT K., Bridgeport Peoples Savings Bank, Bridgeport 

Val, HAROLD B., First National Bank in Greenwich, Greenwich 

WATKINS, DONALD PorRTER, Greenwich Trust Company, Greenwich 

WHITE, FRANCIS M., Colonial Trust Company, Waterbury 

WRAIGHT, NELSON G., Norwich Savings Society, Norwich 


DELAWARE 
Suga, JEREMIAH P., Equitable Security Trust Company, Wilming- 
n 


to 
TRAVERS, EDWARD CLay, Delaware Trust Company, Wilmington 
Warp, GLENN WILLIAM, Sussex Trust Company, Laurel 


FLORIDA 


MACKINTOSH, DONALD S., Palmer First National Bank & Trust 
Company, Sarasota 
SmITH, LEWIS WICKING, First National Bank, Miami 


GEORGIA 


BELL, MALCOLM, JR., Liberty National Bank & Trust Company, 
Savannah 

CounciL, S. ANTHONY, Fulton National Bank, Decatur 

FRANK, JOHN WILLIAM, First National Bank, Rome 

BERTRAM B., Citizens & Southern National Bank, 
avanna 


ol of Rees, ARTHUR F., III., Trust Company of Georgia, Atlanta 
REYNOLDS, WILLIAM E., Trust Company of Georgia, Atlanta 
t the RopGerS, FLETCHER G., Trust Company of Georgia, Atlanta 


1001's 


Dy a ATTENDANCE BY STATES—1955 


* the State 1955 1956 1957 Total 
7 4 11 22 
Colorado ........ 2 3 4 9 
ESIS 16 20 15 51 
con- 3 4 5 12 
and District of Columbia.......... ll 8 9 a7 

Georgia ............. 7 10 9 26 
his 4 7 10 21 
t to 6 2 2 10 

6 3 9 18 
Massachusetts ....... 29 39 34 102 
4 4 5 13 
TS eee 1 1 2 4 

New Hampshire ............. 1 4 2 yj 
27 24 21 72 
 &. 79 89 87 255 

North Carolina .............. 16 16 10 42 

38, 1 1 2 
17 15 14 47 

- EN 29 47 40 116 
Rhode Island ................ 3 4 8 15 

ran South Carolina ....... 4 6 
10 12 15 37 

rio ety 12 43 

1 2 5 


e- 


340 378 372 


S 
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ILLINOIS 


HERMAN, FRANK GERDING, First National Bank, Chicago 

JENSEN, JOHN K., Continental Illinois National Bank & Trust 
Company, Chicago 

LOVELACE, Mozart, Harris Trust & Savings Bank, Chicago 

STERLING, RoBertT, Union National Bank, East St. Louis 


INDIANA 


Borie, Leo R., First Bank & Trust Company, South Bend * 

GERTZ, ARTHUR H., Fort Wayne National Bank, Fort Wayne “ 

GOSHORN, RICHARD WILLIAM, Lincoln National Bank & Trust 
Company, Fort Wayne 

SHARP, LAWRENCE E., Union County National Bank, Liberty 

Sowers, WILLIAM V., Fort Wayne National Bank, Fort Wayne 

a CHARLES Max, Peoples Bank & Trust Company, Indian- 
apolis 


IOWA 
JENSEN, LAVERN CLIFFORD, Security National Bank, Sioux City 
KANSAS 
Tower, Marcus RALPH, Union National Bank, Wichita 
KENTUCKY 


Gray, Howarp Z., Citizens Bank & Trust Company, Paducah 
SLATER, RoBerT H., First National Bank, Louisville 


LOUISIANA 


SmitH, E. Jackson, Commercial National Bank, Shreveport 
SuTTEeR, EDWARD HAROLD, Fidelity National Bank, Baton Rouge 


MAINE 


COLMAN, PHILIP E., Merrill Trust Company, Bangor 
GoopHUE, GEORGE K., Jr., Federal Trust Company, Waterville 
GouGH, JOSEPH T., JR., National Bank of Commerce, Portland 


MARYLAND 


aa a CLARENCE EDWARD, JR., Bank of Silver Spring, Silver 

pring 

OWEN, II, Mercantile Safe Deposit & Trust Company, 
Baltimore 

GouGcH, JosEPH M., Jr., First National Bank of St. Mary’s, 
Leonardtown 

McC.Low, CLARENCE S., State Banking Department, Baltimore 

Peck, J. STEVENSON, Union Trust Company of Maryland, Baltimore 

STEWART, ALFRED AuGuSTUS, JR., Federal Reserve Bank of Rich- 
mond, Baltimore 


MASSACHUSETTS 


ALTENBRAND, NORMAN J., B.M.C. Durfee Trust Company, Fall River 

BENGER, JOSEPH H., Holyoke Savings Bank, Holyoke 

BROWN, RICHARD . First National Bank, Boston 

— WItson, Third National Bank & Trust Company, Spring- 
e 

—— RicHaRD H., Fairhaven Institution for Savings, Fair- 
aven 

DovuGLass, CHARLES H., Jr., Suffolk Savings Bank, Boston 

Ewart, Davip C., Merchants National Bank, Boston 

GOLDTHWAITE, CLYDE MILLs, Merchants National Bank, Boston 

B., Jr., Boston Safe Deposit & Trust Company, 
oston 

Hinps, Ervin A., First National Bank, Boston 

JACKSON, ALBERT F., Old Colony Trust Company, Boston 

JENKS, CHARLES W., JR., New England Trust Company, Boston 

JOHNSON, Harotp Lester, Haverhill National Bank, Haverhill 

KIBLING, JOSEPH S., Leominster Savings Bank, Leominster 

—— HERBERT THEODORE, Middlesex County National Bank, 
verett 

LANGDELL, CHARLES ULyssgEs, National Shawmut Bank, Boston 

LINDSAY, HERBERT V., JR., Worcester County Trust Company, 

Worcester 

MacDoNALpD, JAMES T., First National Bank, Boston 

MECONE, JAMES V., United States Trust Company, Boston 

MILLER, ROBERT DANA, Home Savings Bank, Boston 

MorTLey, HERBERT J., First National Bank, Boston 

Nrxon, DAN MAYNARD, National Shawmut Bank, Boston 

Pigott, WILLIAM HaroLp, Essex Trust Company, Lynn 

QUINN, JOHN T., Federal Deposit Insurance Corporation, Boston 

—— Henry C., Jr., Second Bank-State Street Trust Company, 
oston 

WALLACE, DoNALD Bruce, Union Savings Bank, Boston 

Watts, GEORGE GORDON, Federal Reserve Bank, Boston 

WEIDMAN, WILLIAM KENNETH, Old Colony Trust Company, Boston 

= ANDREW FISKE, Boston Safe Deposit & Trust Company, 
oston 


MICHIGAN 


BELYEA, JOHN W., Michigan National Bank, Port Huron 
LAMPHERE, GORDON W., Federal Reserve Bank of Chicago, Detroit 
Pracock, LOWELL LA VERNE, Security Bank, Lincoln Park 
WAGNER, J. RALPH, National Bank of Wyandotte, Wyandotte 


MINNESOTA 


ANDERSON, Iver A., First and American National Bank, Duluth 

BuUNDLIE, LESLIE H., Office of the Comptroller of the Currency, 
Minneapolis 

CARPENDER, WALTER A., Midway National Bank, St. Paul 

CLAUSEN, RAYMOND, Northwestern National Bank of Minneapolis, 
Minneapolis 

= ee JEROME, Federal Deposit Insurance Corporation, St. 

au 

Ray, Harvarp C., First National Bank, St. Paul 

SwEENEY, J. A., National Bank Examiners Office, Minneapolis 

THULEEN, ROLAND H., First National Bank, Minneapolis 


Re 
7 


Dr. Joseph E. Hughes, standing, chairman of the board of 
regents, at this year’s faculty dinner. Seated at left, Wil- 
liam Powers, Registrar of the School 


MISSISSIPPI 


SPRATLEY, ARTHUR EUGENE, Gulf National Bank, Gulfport 


MISSOURI 


BLETTE, NORMAN C., Easton-Taylor Trust Company, St. Louis 
DAVISSON, WALTER F., Federal Reserve Bank, St. Louis 

ELDER, WILLIAM LLoyp, Federal Reserve Bank, Kansas City 
HALEY, GLENN I., Plaza Bank, St. Louis 

MUELLER, WILLIAM R., Federal Reserve Bank, St. Louis 
SANDWEG, GERARD KENNETH, Mercantile Trust Company, St. Louis 


MONTANA 


GROTH, CLARENCE W., Federal Reserve Bank, Helena 


NEW HAMPSHIRE 


RADCLIFFE, H. MORRISON, Merchants National Bank, Manchester 


NEW JERSEY 


BANTA, ARTHUR G., Hudson Trust Company, Union City 

BARNES, EDWARD M., Morristown Trust Company, Morristown 

BENSEN, C. WESLEY, JR., First National Bank & Trust Company, 
Paterson 

BRANWELL, WILBUR, Newark Clearing House Association, Newark 

CIAVARRA, ALEXANDER N., Federal Trust Company, Newark 

BRADFORD, National Newark & Essex Banking Company, 
Newark 

CurRTIN, JAMES E., National Newark & Essex Banking Company, 
Newark 

DEALAMAN, 
Newark 

FISHER, KENNETH H., Ridgefield National Bank, Ridgefield 

FLooD, JOSEPH PAUL, West Side Trust Company, Newark 

Fuko, JOSEPH BELA, Union Center National Bank, Union 

HEIMALL, FRANK W., Fidelity Union Trust Company, Newark 

HILBic, JULIUS ERNEST, Hackensack Trust Company, Hackensack 

HYLAND, WILLIAM J., Howard Savings Institution, Newark 

INGRAM, WILLIAM JOHN, First National Bank & Trust Company, 
Paterson 

Keapy, JAMES M., Trust Company of New Jersey, Jersey City 

KORMAN, ERICH, Trust Company of New Jersey, Jersey City 

KRUMWIEDE, WILLIAM F., Fidelity Union Trust Company, Newark 

KRUTZNER, ALEXANDER F., Jr., Stonewall Savings & Loan Associa- 
tion, Linden 

LuTHY, CHARLES WILLIAM, Irvington Trust Company, Irvington 

MAayeER, ALBERT JOSEPH, Hackensack Trust Company, Hackensack 

NANN, Karu F., Somerville Trust Company, Somerville 

Post, KENNETH, First National Bank & Trust Company, Paterson 

RILes, THOMAS B., County Bank & Trust Company, Passaic 

RIORDAN, ADRIAN IGNATIUS, First National Bank & Trust Com- 
pany, East Newark 

Van DoREN, ROLFE BERGEN, Hunterdon County National Bank, 
Flemington 

VAN IDERSTINE, ROBERT, Community Trust Company, Bloomfield 


NEW YORK 


ANDERSON, WILLIAM STEWART, Irving Trust Company, New York 

ANDOLSEK, WILLIAM L., Bank of New York, New York 

ANDREWS, DAVID TALLMADGE, First Westchester National Bank, 
Bronxville 

BANDEL, GEORGE K., Bowery Savings Bank, New York 

Barry, Davip J., Manufacturers Trust Company, New York 

BENSEL, WILLIAM E., Guaranty Trust Company, New York 

BERRYMAN, HOMER ROBERT, Marine Trust Company of Western 
New York, Buffalo 


LairD W., Franklin Washington Trust Company, 
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CAMERON, JAMES N., 2509 Fourth Avenue, East Meadow 

CoLE, EUGENE M., JR., National Bank & Trust Company, Norwich 

Conroy, WILLIAM T., Franklin National Bank, Franklin Square 

Coon, Maurice M., First National Bank of Glens Falls, Bolton 
Landing 

CORRELL, ROBERT T., Franklin National Bank, Franklin Square 

CoTTER, JOHN M., New York State Banking Department, New York 

DAVENPORT, ARTHUR K., New York State Banking Department, 
Syracuse 

DeE_ Borer, Epwarp A., Lincoln National Bank & Trust Company, 
Syracuse : 

DERVAY, JOHN R., First National Bank, Binghamton 

DiIMON, JOHN T., First National City Bank, New York 

FALLON, ROBERT P., First National City Bank, New York 

FAULKNER, M. GORDON, Exchange National Bank, Olean 

FowLER, JOHN J., JR., Chase Manhattan Bank, New York 

FRENCH, CHARLES FERRIS, JR., Manufacturers Trust Company, 
New York 

GEHRLING, EDMUND FRANCIS, First National City Bank of New 
York, New York 

Grip, HERMAN W., First National City Bank, New York 

HIGGINS, ARTHUR J., JR., Adirondack National Bank & Trust Com. 
pany, Saranac Lake 

Hiiu, B. Doueuas, First National City Bank, New York 

HostaGe, Git M., Chase Manhattan Bank, New York 

JONES, DONALD R., Franklin National Bank, Levittown 

JONSSON, HARRY FREDERICK, Chase Manhattan Bank New York 

KESSMAN, MANUEL, Greater New York Savings Bank, Brooklyn 

Kocu, CHRISTIAN J., JR., The Hanover Bank, New York 

es en E., Marine Trust Company of Western N. Y, 

uffalo 

KORNTHEUER, WALTER G., County Trust Company, Scarsdale 

LAING, W. EARLE, Staten Island National Bank & Trust Company, 
Port Richmond, S. I. 

LARKIN, NORMAN JAMES, City Bank Farmers Trust Company, 
New York 

LENTSCH, ROLVIN F., Eastchester Savings Bank, Mount Vernon 

LIZNER, WILLIAM K., Gramatan National Bank & Trust Company, 
Bronxville 

McCULLOUGH, PAUL EDWARD, Liberty Bank, Buffalo 

MacDouGALL, Howarp D., Williamsburgh Savings Bank, Brooklyn 

mee JosEPH A., New York State Banking Department, New 
Yor 

MeEapD, Lioyp H., Dry Dock Savings Bank, New York 

MITTWOCH, ARTHUR BraliG, City Bank Farmers Trust Company, 
New York 

MoOHRMANN, GEORGE, The Hanover Bank, New York 

NELSON, A. GORDON, State Bank of Albany, Albany 

O’BRIEN, JOSEPH J., Chase Manhattan Bank, New York 

O’MALLEy, GIRARD J., American Irving Savings Bank, New York 

O’NEILL, PAUL JEROME, Guaranty Trust Company, New York 

OUTHWAITE, STEPHENSON, Bowery Savings Bank, New York 

Pape, RosBert R. C., Chase Manhattan Bank, New York 

PETERSON, RALPH G., Chemical Corn Exchange Bank, New York 

PETERSON, ROBERT F., Jamaica Savings Bank, Jamaica 

Post, EveREtT B., Federal Reserve Bank, New York 

Post, WILLIAM WALLACE, County Trust Company, White Plains 

PoTuzaK, CHARLES T., Clinton Trust Company, New York 

RICHARDOT, WILLIAM HERBERT, Clinton Trust Company, New York 

Rus, Louis J., East River Savings Bank, New York 

Sack, EMIL ADOLPH, Jr., Chase Manhattan Bank, New York 

SCHINDLER, HENRY B., Scarsdale National Bank & Trust Com- 
pany, Scarsdale 

SHAVER, WILLIAM W., Syracuse Savings Bank, Syracuse 

SIBRAVA, WILLIAM H., Irving Trust Company, New York 

SmiTrH, RayMonp K., First National Bank & Trust Company, 
Corning 

SmitH, RussELL GRANT, Manhattan Savings Bank, New York 

SouTHWORTH, THOMAS WARD, Chemical Corn Exchange Bank, 
New York 

SPRINGSTEAD, Scott RoBERTSON, Lincoln Rochester Trust Com- 
pany, Geneva 

STANTON, ALoysIus J., Federal Reserve Bank, New York 

STeIn, Leo B., Dime Savings Bank, Brooklyn 

Stetson, FRANK F., Marine Midland Trust Company, New York 

Strunc, Aucust M., c/o Bowery Savings Bank, New York 


BANK OFFICERS AT 1955 SESSION 


1957 Total 


Title 1955 1956 


President 1 

Vice President 26 

Assistant Vice President 49 

Cashier 14 

Assistant Cashier ee 79 

Trust Officer .. 12 

Assistant Trust Officer 27 

Secretary 3 

Assistant Secretary 22 

Treasurer 9 

Assistant Treasurer 37 

Auditor : 

Assistant Auditor 

Comptroller 

Assistant Comptroller 

Branch Manager 10 

Assistant Branch Manager.... 10 

Department Head 20 

Assistant Department Head... 21 

Examiner 22 
26 


872 1,090 
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SUNDERMANN, FREDERICK, Manufacturers Trust Company, New 
York 

SULLIVAN, DANIEL E., First National Bank, Buffalo 

TIERNEY, JOSEPH F., Federal Reserve Bank, New York 

TipTON, HARRY SPANGLER, JR., Chemung Canal Trust Company, 
Elmira 

TucKER, RANDALL B., Guaranty Trust Company, New_York 

ULLRICH, EUGENE J., Manufacturers Trust Company, Brooklyn 

WarD, FRANCIS THOMAS, JR., Bank of New York, New York 

Watts, JAMES W., Chase Manhattan Bank, New York 

WILLIAMS, WILLIAM R., Manufacturers National Bank, Troy 

WoLFrr, JEREMIAH J., Bank of New York, New York 

ZuLLY, DANIEL J., Greater New York Savings Bank, Brooklyn 

x. D., Marine Trust Company of Western New York, 
Buffalo 


NORTH CAROLINA 


ALEXANDER, EDWIN HAROLD, The Scottish Bank, Salisbury 

ATKINS, JOSEPH JACKSON, First National Bank, Waynesville 

Boone, JOE V., Bank of Cornelius, Cornelius 

BROWN, MICHAEL CoRBETT, Security National Bank, Wilmington 

FLORANCE, DEUCALION G., Commercial National Bank, Charlotte 

Fonpa, AvERY H., First National Bank & Trust Company, Ashe- 
ville 

Forp, J. P., Bank of Belmont, Belmont 

FRYE, JOSEPH CRAIG, Federal Reserve Bank, Charlotte 

HENDERSON, LOUIE WALKER, JR., American Trust Company, Char- 
lotte 

HicuT, JAMES H., Citizens Bank & Trust Company, Henderson 

MeENIUS, RICHARD B., Wachovia Bank & Trust Company, Salisbury 

PLEASANTS, JOSEPH Epwarp, Security National Bank, High Point 

STANLEY, WILLIAM HUBERT, Peoples Bank & Trust Company, Rocky 
Mount 

WILKINSON, Harry E., Jr., Wachovia Bank & Trust Company, 
Charlotte 

WirHers, P. LAwson, Wachovia Bank & Trust Company, Winston- 
Salem 

WITHERSPOON, JAMES HERVEY, Security National Bank, Greensboro 


OHIO 


ALLEN, DwiGHT L., Federal Reserve Bank, Cleveland 

BAUGHMAN, Lewis E., Second National Bank, Warren 

BIRCKHEAD, OLIVER W., JR., Central Trust Company, Cincinnati 

CHENOT, JOHN ROLLIN, The Dime Bank, Akron 

DENTON, ELwoop V., Federal Reserve Bank Cleveland 

Havuk, WILLIAM J., Federal Reserve Bank, Cleveland 

HEFFERNAN, JOHN W., National City Bank, Cleveland 

HoHN, WENDELL A., Third National Bank & Trust Company, 
Dayton 

HonraTH, HENRY DONALD, Banc Ohio Corporation, Columbus 

KIRCHENBAUER, FREDERICK JOHN, National City Bank, Cleveland 

Lewis, FRaNK W., Union Savings & Trust Company, Warren 

MarsH, CHARLES B., Toledo Trust Company, Toledo 

MITCHELL, JAMES D., Miami Deposit Bank, Yellow Springs 

PaLMER, CLETUS T., Federal Reserve Bank of Cleveland, Cincinnati 

PATTERSON, Davip Rocer, National Bank of Lima, Lima 

PERRY, JOHN H., Central National Bank, Cleveland 

—— Epwarp J., First National Bank of Cincinnati, Cin- 
cinnati 

SAMUEL, HowarpD E., City National Bank & Trust Company, 
Columbus 


OREGON 
LABBE, C. HENRI, U. S. National Bank, Portland 


PENNSYLVANIA 


Apams, Roy S., Philadelphia Savings Fund Society, Philadelphia 
BaLLAM, SAMUEL H., Jr., Fidelity-Philadelphia Trust Company, 
Philadelphia 
BecKer, Epwarp L., Mellon National Bank & Trust Company, 
Pittsburgh 
Brown, Percy A., JR., Peoples First National Bank & Trust Com- 
pany, Pittsburgh 
ae JOHN RICHARD, Philadelphia Saving Fund Society, Phila- 
elphia 
Burr, GLENDON M., Federal Reserve Bank, Philadelphia 
CRISPELL, DARREL D., Wyoming National Bank, Wilkes-Barre 
CUNERD, EarRL H., First National Bank, Philadelphia 
FEecKE, WILLIAM C., Fidelity Trust Company, Pittsburgh 
Fox, PAUL BENJAMIN, First National Bank, Gettysburg 
Getz, RAYMOND A., Conestoga National Bank, Lancaster 
— WARREN GRIFFIN, Philadelphia National Bank, Philadel- 
phia 
Inks, RAYMOND C., Potter Bank & Trust Company, Pittsburgh 
IRWIN, GLENN EpcGar, Fulton National Bank, Lancaster 
LakE, Ernest L., National Bank of North East, North East 
McDowELL, Harry B., Jr., McDowell National Bank, Sharon 
McKerg, FraNK T., Beneficial Saving Fund Society, Philadelphia 
Mater, JAMEs S., Provident Trust Company, Philadelphia 
Mason, JaAmMBps A., Pennsylvania Company for Banking & Trusts, 
Philadelphia 
MAYER, Ropert G., Fidelity Trust Company, Pittsburgh 
morse, Rox E., Mellon National Bank & Trust Company, Pitts- 
urg 
Murray, LANDRETH T., Pennsylvania Company for Banking & 
Trusts, Philadelphia 
O'DONNELL, JaMEs C., Beneficial Saving Fund Society, Philadel- 
phia 
ONDECK, STEPHEN M., Federal Reserve Bank, Philadelphia 
STILL, Haro_p F., Jr., Central Penn National Bank, Philadelphia 
TEMPLETON, MorpEecal H., First Blair County National Bank, 
yrone 
TROPF, EUGENE, First National Bank, McKeesport 
Yust, CHARLES W., Philadelphia National Bank, Philadelphia 
ZIMMERMAN, RICHARD P., Valley National Bank, Chambersburg 


RHODE ISLAND 


Brown, FRANCIS GEORGE, Industrial National Bank of Providence, 
Central Falls 

CuMMINGs, JOHN J., JR., Industrial National Bank, Providence 

McGovern, THomaAS H., Jr., Industrial National Bank, Providence 
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John W. Remington, 
president, Lincoln Ro- 
chester Trust Com- 
pany, Rochester, N. Y., 
received the Ayres 
Leadership Award as 
one “who, in the judg- 
ment of the faculty, 
makes an _ outstanding 
contribution to  bank- 
ing and the national 
welfare.” Mr. Reming- 
ton, a past president of 
the A. B. A.’s_ Trust 
Division, is the third 
person to be so hon- 
ored in G.S.B. history 


SOUTH CAROLINA 


HERBERT, THADDEUS W., Bank of Easley, Easley 


TENNESSEE 


ABERNATHY, W., LANE, First American National Bank, Nashville 

Coss, Max D., Union Planters National Bank, Memphis 

DoyYLe, STEPHEN JOSEPH, First National Bank of Memphis, 
Memphis 

GRISSOM, WILLIAM R., Union Planters National Bank, Memphis 

WRIGHT, JOHN P., American National Bank & Trust Company, 
Chattanooga 


TEXAS 


E.uuis, GROVER, JR., First National Bank, Houston 

EVERETT, MARSHALL LEE, State Bank & Trust Company, San 
Marcos 

GOEDEKE, WALTER W., Citizens National Bank, Lubbock 

Rook, Ropert E., First National Bank, Amarillo 

SMITH, BYRON RoGers, JR., Second National Bank, Houston 

STONE, GEORGE O., First National Bank, San Antonio 

STONE, LEON, Austin National Bank, Austin 

STONE, ORVILLE J., State National Bank, El Paso 

STRINGER, RoBeRT LYNN, National City Bank, Waco 

SturGis, CARROLL WHITE, First National Bank, Waco 


VIRGINIA 


ALEXANDER, CHARLES RANDOLPH, State-Planters Bank & Trust 
Company, Richmond 

CARPENTER, Carus M., Citizens National Bank, Front Royal 

OC. Watts, Bank of Virginia, Roanoke 

HENDERSON, WALTER A., Bank of Virginia, Newport News 

Hupeins, C. RANDOLPH, Jr., National Bank of Commerce, Norfolk 

JEWELL, CHARLES ALVAH, Bank of Virginia, Newport News 

McCATHERN, WILLIAM WALKER, Colonial American National Bank, 
Roanoke 

McELRoy, WILLIAM F., First National Bank, Norton 

MERKEL, ERNEST L., State-Planters Bank & Trust Company, 
Richmond 

Moork, CHARLES E., Jr., State-Planters Bank & Trust Company, 
Richmond 

MULLAN, HENRY HARPER, Peoples National Bank & Trust Company, 
Lynchburg 

SHEARER, W. N., Jr., First National Exchange Bank, Roanoke 

SHortT, Etva H., Federal Deposit Insurance Corporation, Richmond 

DONALD S., State-Planters Bank & Trust Company, 
Richmond 


WASHINGTON 


SINEX, RoBerT A., Seattle Trust & Savings Bank, Seattle 


WISCONSIN 


LAUBENSTEIN, Myron A., Bank of Sturgeon Bay, Sturgeon Bay 
WILLIAMS, COLIN ALBERT, First National Bank, Chippewa Falls 


DISTRICT OF COLUMBIA 


BRYARLY, WILLIAM A., JR., Riggs National Bank, Washington 

Cousins, SIDNEY C., JR., National Savings & Trust Company, 
Washington 

FLETCHER, BENJAMIN F., Federal Deposit Insurance Corporation, 
Washington 

ForD, WILLIAM H., National Savings & Trust Company, Wash- 
ington 

KIELER, RALPH G., National Bank of Washington, Washington 

MITTENDORFF, RALPH HoMAN, American Security & Trust Com- 
pany, Washington 

Morris, ROBERT B., National Bank of Washington, Washington 

Rispon, JOHN Louis, National Savings & Trust Company, Wash- 
ington 

STROHBACH, KENNETH, Federal Deposit Insurance Corporation, 
Washington 

Vass, GEORGE OAKLEY, JR., Riggs National Bank, Washington 


PUERTO RICO 


KALISCH, ABNER, JR., Banco Popular de Puerto Rico, Santurce 
LLORENTE, ANTONIO, Department of Finance, San Juan 
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~BANKING NEWS 


A.B.A. Vice-president Florence Urges Banks to Recognize 
Need and Do More to Assure Future Banking Leadership 


“At the very core of any insti- 
tution are the people who manage 
it,” Fred F. Florence, vice-president 
of the American Bankers Associa- 
tion, said recently in an address on 
the “Future Leadership for Bank- 


ing.” ‘Management means leader- 
ship, and thus we must not neglect 
the vital responsibility that is ours 
for the future leadership of bank- 
ing,” said Mr. Florence, who is 
president of the Republic National 
Bank of Dallas, Texas. “All around 
us, the various segments of society 
are setting their sights for the 
years ahead.” 

Continuing, Mr. Florence pointed 
out that “since this responsibility 
for future leadership is so definitely 
recognized by others, it should be 
clear to every banker that he can 
be no exception.” He estimated 
that at least 5,000 persons must be 
elevated to officer status every 
year; also that the commercial 
banking system requires about 1,000 
new bank presidents every year. 


Long Range Planning 


After paying tribute to the Amer- 
ican Institute of Banking for its 
excellent work and to the various 
graduate and regional schools, Mr. 
Florence stated: “Although appre- 
ciative of the work being done, we 
in banking are not doing as much | 
as we should to provide American | 
banking with leadership for the | 
future. . . . Most business manage- 
ment now recognizes the need for 
careful and long-range planning. If 
we are to be assured of worthy suc- 
cessors in banking, our starting 
point on improved methods can be- 
gin no later than today. Banking 
leadership of the future will come 
from some of those now being | 
recruited.” 

Improving recruiting appeal was 
mentioned by Mr. Florence as an 
important step in the program of 
developing future leadership. “We 
must recruit good people at all 
levels,” he said. “Some banks are 
putting much emphasis on their re- 


cruiting of fine college boys, and 
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that is quite important. Education 
has made great strides in this coun- 
try; however, we cannot limit our 
sources of leadership to those with 
collegiate backgrounds, as that 
would deny to banking access to a 
great reservoir of potential talent.” 
Mr. Florence thought that one ap- 
proach to “this difficult task might 
be in our cultivation of a more 
romantic atmosphere in banking.” 

He said that “while we would 
not want to minimize the impor- 
tance of monetary compensation, it 
is nevertheless my conviction that 
the more important point to be ac- 
complished is to have industrious 
young men want to work for us. 
We should not want them to come 
to banking without a genuine inter- 
est in what we do. Nor do we want 
them to join us solely for the com- 
pensation we might offer. Rather, 
we want them to bring with them 
a zealous spirit of anticipation for 
and confidence in what banking as 
a profession has to offer. 

‘Tt is not necessary to submit to 


this group that banking can be a | 
life that is rewarding and full of | 
Our | 


opportunities and challenges. 
problem is that of conveying this 
idea to others, particularly to the 
young men of talent and ability. 
We need to tell our story with more 
(CONTINUED ON NEXT PAGE) 


A.B.A. Asks that Small 
Business Administration 
Lending Be Terminated 


Senate Passes Bill That Includes 
Many of the A.B.A. Suggestions 


The American Bankers Associa- 
tion recently recommended that the 
lending functions of the Small Busi- 
ness Administration be terminated, 
and that other functions of the 
SBA be transferred to the Depart- 
ment of Commerce “where they 
could be carried out just as effect- 
ually and at much less expense to 
the taxpayer.” 

William F. Kelly, chairman of 
the Small Business Credit Con- 
mission of the A.B.A. and executive 
vice-president of The Pennsylvania 
Company for Banking and Trusts, 
Philadelphia, represented the banks 
at hearings before the House Bank- 
ing and Currency Committee on 
H. R. 4525, H. R. 5207, and H. R. 
6301, which would extend the life J 
of the Small Business Administra- 
tion permanently. 

Subsequently, S. 2127, a composite 
of the other bills, was reported out 
by the Senate Banking and Cur- 
rency Committee and has _ been 
passed by the Senate. This bill gives 
a two-year extension to the SBA 
and increases the loan limit from 
$150,000 to $250,000. While these 
extensions do not wholly conform 
to the A.B.A.’s views, in general its 
suggestions were adopted. 


NABAC Convention Plans 


HE National Association of Bank Auditors and Comptrollers holds its 
31st annual convention in Denver, Oct. 10-18. A registration of 1,500 


is expected. 


The program, based on the results of a survey to determine the mem- 
bership’s preferences, includes a split session. One meeting will review 
large bank problems: audit program evaluation cost accounting, budget- 
ing. The small bank session will provide a panel on operating procedures 


and problems. 


Other subjects to be discussed during the four days are bank income 
taxes, accrual accounting, insurance, automation, bookkeeping systems, 
work simplification, walk-up and drive-in banking, and executive train- 


ing. 


NABAC’s president this year is Robert H. Shepler, vice-president and 
cashier, Denver National Bank. James J. Durkin, vice-president and 
cashier, Colorado National Bank, Denver, is chairman of the program 
committee. General chairman of the convention is Rollo E. Jacobs, vice- 
president and cashier, United States National Bank, Denver. 


| 14, 
tive 
| 6227 
| hold 
| a bi 
com 
| suc 
H 
the 
Co 
ing 
this 
| com 
hold 
reac 
on | 
| July 
| Sen 
| ma 
| 
tai 
visi 
| 
| | 
fo 
ce 
We 
act 
| we 
an 
| be 
™ it 
of 
pr 
th 
e 
p 
$a 
ta 
al 
| a 
| li 
| It 
|_| 
BANKING J 


HR. 6227, Bank Holding Company Regulation, Passed by — 
Vote of 371-24 in House; Senate Committee Now to Act 


By a vote of 371 to 24, on June 
14, 1955, the House of Representa- 
tives passed the Spence bill (H.R. 
6227), designed to regulate bank 
holding companies. For _ several 
years Congress had grappled with 
the intricate problem of drafting 
a bill which would adequately ac- 
complish the objective of regulating 
such organizations. 

H. R. 6227 now will be sent to 
the Senate Banking and Currency 
Committee for consideration. Dur- 
ing the last session of Congress 
this committee held lengthy and 
comprehensive hearings on bank 
holding company regulation, but 
reached no conclusions. Hearings 
on H.R. 6227 will be held beginning 
July 5, by a subcommittee of the 
Senate Banking Committee. Chair- 
man at the hearings will be Sen. 
J. Allen Frear, Jr. 

H. R. 6227 in its final form con- 
tains the following principal pro- 
visions : 

(1) Definition of a bank holding 


Assure Bank Leadership 
(CONTINUED FROM PAGE 80) 


force, with more conviction, and 
certainly with more persuasiveness. 
We need to follow up with positive 
action... . The success with which 
we solve this problem of getting 
and keeping staffs of superior cali- 
ber will have an important bearing 
upon our competitive position, as 
it will be reflected in the growth 
of banks and in their earning 
power.” 

The third part of Mr. Florence’s 
program for future leadership is 
that of “utilizing undiscovered tal- 
ent within our ranks. We are some- 
times negligent in organizational 
practices that prevent people from 
using their superior talents,” he 
said. 

Continuing, he said: 

“Good management looks beyond 
talent of the passive sort. It seeks 
ability mixed with the zeal and 
interest that makes for drive, force, 
and creativeness. It seeks talent 
lighted with sparks of inspiration. 
It seeks initiative guided by moral 
convictions. It looks for something 


July 1955 


company as one which owns or controls 
25% or more of the voting shares of 
two or more banks. (The Board of 
Governors could also determine that a 
company is a bank holding company if 
it exercised controlling interest over 
the management or policies of two or 
more banks.) 

(2) Registration of a bank holding 
company within 180 days after effec- 
tive date of the act. 

(3) Approval by the Board of Gov- 
ernors of application for expansion, if 
not disapproved by the Comptroller of 
the Currency for a national or a Dis- 
trict bank, or by the appropriate super- 
visory authority for a state bank. 

(4) Approval of application not to 
be granted, if expansion crosses state 
lines, or, where expansion is within the 
state, unless within the geographical 
limitations applicable to the establish- 
ment of a branch bank under state 
laws, or unless such expansion is at 
the time authorized by state law by 
language specifically granting such 
authority affirmatively. 

(5) Divorcement of nonbanking in- 
terests within a period of two years, 
but this time may be extended a year 
at a time, but not to exceed five years. 

(6) Suitable tax relief for such di- 
vorcement of nonbanking interests. 


far beyond the ordinary in its 
personnel. 

“The discovery and encourage- 
ment of talent at employee level 
cannot be left entirely to chance. 
Few things are more perishable 
than ambition in sensitive and crea- 
tive people, and most young 
people are inherently optimistic and 
hopeful. ... 

“When a man knows that his 
future holds the promise of self- 
improvement or advancement, it 
tends to bring out his very best. 

“We cannot make the excuse that 
giving this problem our personal 
attention would create an impos- 
sible burden on our time, because it 
cannot be avoided. In far too many 
banks, the important decisions and 
relationships are kept within too 
narrow a circle of executive man- 
agement.... 

“The truth of the matter is that 
people learn to make decisions only 
by making decisions. Making rec- 
ommendations is an important step 
in learning to make final decisions. 
Judgment and capacity are largely 
dependent upon opportunity and 
experience. . . .” 


3 Women, 4 Men Head 
A.I.B. National Committees 


The chairmen of the seven na- 
tional committees of the American 
Institute of Banking for 1955-56 
were named last month by the In- 
stitute’s newly elected president, 
Bernard J. Lunt, assistant vice- 
president of The Fort Worth (Tex.) 
National Bank. The chairmen were 
announced on the closing day of 
the A.I.B.’s 53rd annual convention 
in Miami. 

The new committee chairmen are: 

Debate: Dorothy R. Anderson, 
The United States National Bank 
of Portland, Ore. 

Forum and Seminar: Edward L. 
Bittner, First National Bank, Kan- 
sas City, Mo. 

Membership and Enrolment: Wal- 
ter L. Jackson, Citizens and South- 
ern DeKalb Bank, Avondale Es- 
tates, Ga. 

Publicity: L. Bernadine Cale, 
Central Bank & Trust Company, 
Denver, Colo. 

Public Relations: Harold P. 
Browning, El Paso (Tex.) National 
Bank. 

Public Speaking: John W. Harris, 
Central-Penn National Bank, Phila- 
delphia, Pa. 

Women’s: Ellen L. Keely, Fidelity 
Union Trust Company, Newark, 


Banks Outside Garden State 
May Now Join NJBA 


Associate membership in the New 
Jersey Bankers Association is now 
open to banking institutions having 
their principal offices in states other 
than New Jersey. 

Revision of the Association’s by- 
laws permitting out-of-state mem- 
bership was voted unanimously by 
the delegates to the NJBA’s 52nd 
annual convention in Atlantic City. 

Associate members of the NJBA 
will, according to William K. Men- 
denhall, executive vice-president of 
the association, be entitled to all 
rights and privileges of regular 
member banks, except the right to 
vote and the right to have their 
representatives hold office. The 
New Jersey Bankers Association 
presently numbers 320 regular mem- 
bers including commercial and sav- 
ings banks in New Jersey and the 
Federal Reserve banks of New York 
and Philadelphia. 
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New Direct Mail Promotion 
Includes Thank You Pieces 


The demand for the A.B.A. Ad- 
vertising Department’s yearend 
“thank you” folders has been such 
in previous years that this year the 
Department printed the first run 
earlier than usual to enable banks 
to plan well in advance. 

One of these folders—“With Our 
Thanks to You’’—is silver printed 
in lavender, including an orchid on 
the cover. The second folder—‘‘We 
Ring in the New With Our Thanks 


to You’—has a Colonial winter | 
scene on the cover and is printed | 


in red, black, and blue. 


Two Christmas Club blotters, an | 
auto loan folder—“If You’d Like to 


Save Some Money ... On Your 
Next Automobile” — and a general 


| U. S. Treasury Offers Six Special Free Savings 


Bonds Ads Addressed Specifically to Farmer; 


The American Bankers Associa- 
tion has sent a letter to all banks 
enclosing samples of six free ad- 
vertisements addressed to farmers, 
prepared for the Savings Bonds 
Division of the U. S. Treasury by 
the Advertising Council. Because 
of the spectacularly fine Savings 
Bonds purchase record of farm 
people, the Treasury Department 
feels that they merit special atten- 
tion through ads addressed specif- 
ically to them. 

The A.B.A. is particularly happy 


loan folder—‘‘Borrow Here’’—were 
also included in this latest direct 
mail promotion offering. 


to cooperate in this promotion actiy. 
ity because of its interest in having 
the farmers build sound reserve 
funds. 

The Association letter was signed 
by President Homer J. Livingston, 
who is president, The First Na 
tional Bank of Chicago; Jesse W, 
Tapp, chairman, A.B.A. Agricultural 
Commission and chairman, Bank of 
America, Los Angeles; and William 
H. Neal, chairman, A.B.A. Savings 
Bonds Committee, and senior-vice 
president, Wachovia Bank and Trust 
Company, Winston-Salem, N. C. 

The banks ordered 4,000 mats of 
a free series of advertisements of- 


| fered by the Treasury and addressed 


to farmers last year. 


News on Savings 


Items and Comment from Our Savings and Mortgage Division and Other Sources 


“Continue to Encourage 


Savings, H. J. Livingston 


“Tae greatness and grandeur of 
America, which it has been my priv- 
ilege to see again while traveling 
over the country, is the inspiring 
record of the achievements of the 
American people,” said Homer J. 
Livingston, president of the Amer- 
ican Bankers Association, at the 
annual convention of the Illinois 
Bankers Association. “In 1900,” he 
said, “the national wealth was less 
than $90-billion. Today, it has 
reached a staggering total of over 
$900-billion. 

“Liberty, opportunity, free enter- 
prise, savings, and private property 
are no mere catch phrases—they are 
the essentials of a free society. By 
their saving over the years, our 
people have not only made a sig- 
nificant contribution to the nation’s 
growth, but they have acquired a 
large stake in the economic future 
of their country.” 

Continuing, Mr. Livingston, who 
is president of The First National 
Bank of Chicago, stated: 

“It is your business and mine as 
bankers to continue to encourage 
savings as a vital capital-creating 
process which is playing a major 
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GROWTH IN SAVINGS 


Comparison of first quarter of 1955 with first quarter of 1954 
Millions of Dollars 
12 


COMMERCIAL MUTUAL 
BANKS SAVINGS. 
Source: Federal Reserve Bulletin and HLBB 


INSURANCE 
COMPANIES 


LOANS 
role in giving our people the high- 
est standard of living in the world. 
Savings have also created in the 
United States an industrial plant so 
powerful that it is the single great- 
est weapon in the nation’s defense.” 

President Livingston pointed out 
that “today the average American 
family is saving about 7.3% of its 
disposable income, or about $1 in 
every $14 earned.” 

“Capital must be saved if a na- 
tion is to grow,” he said. “The 
starting point for America’s eco- 
nomic growth was the frugality of 
our forefathers who saw in the ac- 
cumulation of savings a vast benefit 
to themselves and to their descend- 
ants. This commendable ambition 


to provide a higher standard of liv- 
ing for one’s self and one’s children j 
stimulated the accumulation of cap- 
ital that has made possible the 
country’s factories, machinery, rail- 
roads, warehouses, office buildings, 
and countless other forms of 
wealth.” 

Mr. Livingston stated that “a 
thoughtful and objective analysis 
of the economic growth of the 
country clearly indicates that the 
savings of our people have been the 
foundation of the nation’s spectac- 
ular economic success. Since 1900, 
the total aggregate savings of the 
American people have increased 
steadily from $10-billion to $50-bil- 
lion in 1930; $217-billion in 1950; 
and an estimated $275-billion te 
day.” 


J. R. Jones Urges Banks 
to Review Savings Policy 


is one of the greatest of 
American heritages,” Joseph R. 
Jones, president of the A.B.A. Sav- 
ings and Mortgage Division, said 
in a letter to 1,600 commercial banks 
which do not now accept savings 
deposits. “It is probably one of the 
greatest factors in building our 
country to its present state of pros 
perity,” he said. “It certainly has 
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been one of the big factors in build- 
ing the great American banking 
system.” 

Mr. Jones urged every bank to 
review its policy on savings and 
mortgage loans. ‘‘We feel that this 
field offers great opportunities to 
serve the public, attract customers 
to your bank, and help develop your 
community on a sound and lasting 
basis.” 

In pointing to the aggressiveness 
of other institutions in seeking the 
savings of the public, Mr. Jones 
said that banks, too, must be ag- 
gressive to hold their present vol- 
ume of the public’s savings and to 
get their proper share of the sav- 
ings of the future. 

“Savings can be a very profitable 
operation,” he said. ‘With savings 
funds a bank can make a proper 
amount of sound, long-term, high- 
yield investments in mortgage loans. 
A good portfolio of such loans has 
been proven by thousands to be one 
of the best earning departments of 
a bank. If you are skeptical, talk 
to one of your banking friends who 
has been active in this field and 
learn his experience. 

“In promoting savings and devel- 
oping a mortgage loan department, 
a bank does far more than make 
profit for its stockholders. It be- 
comes a powerful force for sound- 
ness in the development of the com- 
munity. It provides real estate fi- 
nancing on proper terms good for 
both the borrower and the lender. 
It keeps your customer in the bank 
and provides a very important fi- 
nancial service. It leads to many 
other opportunities to serve the 
depositor or mortgage loan bor- 
rower and helps build the bank in 
all of its departments.” 

Mr. Jones is vice-president, Se- 
curity-First National Bank, Los 
Angeles. 


Mutual Savings Have 51.3% 
of Assets in Mortgages 


A 
DYNAMIC industry, facing up 
to its problems, requires industry 
consciousness,” and adequate train- 
ing for leadership, Charles R. Die- 
bold, president, National Associa- 
tion of Mutual Savings Banks, told 
the delegates to the association’s 
35th annual convention. Mr. Die- 
bold, who is president, The Western 
Savings Bank of Buffalo, was ad- 
vanced from vice-president to presi- 
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Students of Atlanta’s Russell High School are shown with their principal, faculty 

adviser, and supervisor as they received an honor plaque for excellence in school 

banking. The plaque was a special award made by The Fulton National Bank, 

sponsor of 20 high school banks throughout Atlanta in cooperation with Junior 

Achievement, Inc. Russell High School Bank has grown from 50 deposits in 1954 
to over 1,000 deposits in 1955 


dent of the association at the con- 
clusion of the convention. 

“Time, energy, and money de- 
voted to training our personnel will 
yield handsome dividends,” he said. 
“In this connection, it might be a 
good idea if you would invite more 
of your junior officers to attend 
meetings of this sort where the 
industry’s point of view can be as- 
similated.” 

Turning to school savings bank- 
ing, Mr. Diebold said that “no sav- 
ings banker should underrate the 
importance of school savings. The 
youngsters of today constitute the 
active savers of tomorrow. On the 
national level, school savings is 
really big business, make no mis- 
take about that.” 

On the subject of the present 
housing and mortgage situation, 
Mr. Diebold stated that “during the 
12 months ended March 31, our sav- 
ings banks put practically all of 
the total increase received from 
their deposits into mortgage loans. 
This amounted to almost $2-billion 
and brought the percentage of total 
savings bank assets in this type of 
investment up to 51.3%, the high- 
est in about two decades. During 
the first quarter of 1955, we 
added $551,000,000, which was 36% 
greater than the amount put into 
mortgage loans for the same quar- 
ter of 1954. Mortgages continue to 
occupy the center of the stage as 
an outlet for our funds.” 


Youthful Athletes Honored 


Nuvery youngsters who have 
proved their athletic prowess and 


good sportsmanship over the past 
year were honored recently by the 
savings banks at ceremonies in 
each of New York City’s five bor- 
oughs and Westchester County. 

The young men are junior cham- 
pions representing youth organiza- 
tions which have competed in a 
year-long series of decathlon sports 
events, telecast every Saturday af- 
ternoon over WRCA-TV. The ath- 
letes competed in final run-offs at 
Madison Square Garden. Finals 
were telecast. 


Thrift Poster Awards 


Seven boys and a girl were pre- 
sented awards in the sixth annual 
thrift poster project of the Phila- 
delphia Saving Fund Society. 

R. Stewart Rauch, Jr., PSFS pres- 
ident, made the presentations at a 
luncheon attended by the winners 
and their parents, the principals of 
participating schools, district and 
associate superintendents, and Dr. 
Louis P. Hoyer, superintendent of 
schools. 

The top award was a $400 art 
scholarship to the school of the win- 
ner’s choice. 

All posters entered in the com- 
petition were displayed on the bank- 
ing floor of the main PSFS office 
for two weeks. This project is a 
phase of the PSFS school saving 
program designed to foster thrift 
among students. Represented in the 
project, which this year attracted 
209 entries, were 173 schools, in- 
cluding 10 senior high schools and 
three vocational-technical schools in 
Philadelphia. 
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News for Mortgage Credit Men 


Items and Comment from Our Savings and Mortgage Division and Other Sources 


Public Housing Wins 


Tue Senate rejected the President’s 
recommendation of 35,000 low-rent 
public housing units for the next 
two years and authorized instead 
50,000 a year minimum for four 
years, and 200,000 if the President 
wants to go that far, in the omnibus 
housing bill (S. 2126) passed and 
sent to the House. 

The Senate bill also includes pro- 
vision for $4-billion additional mort- 
gage insurance authority for the 
Federal Housing Administration, a 
housing program for colleges, con- 
struction of 50,000 Government sub- 
sidized homes for elderly poor per- 
sons, and building of housing units 
costing $110,000 for families of 
military and Coast Guard personnel. 


Back VHMCP, Says Jones 


Banxs can perform a very helpful 
service in their communities by par- 
ticipating in the Voluntary Home 
Mortgage Credit Program, Joseph 
R. Jones, president of the A.B.A. 
Savings and Mortgage Division, said 
in a letter to 11,000 smaller banks. 

The purpose of the VHMCP is to 
assist private lending institutions 
in providing home financing oppor- 
tunities for people who have not 
been able to obtain such credit be- 
fore, and thus eliminate or curtail 
direct Government lending, Mr. 
Jones stated. 

“The program is intended only to 
provide FHA and GI loans in small 
communities or remote areas, and 
for minority groups generally,” he 
said. “No lending institution is ex- 
pected under the program to make 
a loan on more liberal terms than it 
would normally require, and it is 
not intended to interfere with the 
mortgage business that a bank may 
now be doing on a conventional 
basis.” 

Mr. Jones urged the banks to par- 
ticipate in the VHMCP program, 
stating that “it is a real effort by 
private enterprise to meet an im- 
portant mortgage need.” 

In a second letter to the president 
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MORTGAGE LOANS 
Nonform recordings of $20,000 or less 
Comparison of first quarter of 1955 with first quarter of 1954 
of Dollors 


COMMERCIAL MUTUAL SAVINGS INSURANCE 
BANKS SAVINGS & LOANS COMPANIES 
Feders! Reserve Bulletin and HLBB 


OTHERS 
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of 300 of the largest banks, Mr. 
Jones pointed out that the VHMCP 
offers a new opportunity for corre- 
spondent banking service. 

“This program,” he said, ‘“pro- 
vides a means for directing a flow 
of mortgage credit from areas 
where there is a plentiful supply 
into small communities and remote 
areas where there may be a 
scarcity.” 

He mentioned five ways in which 
the larger bank can be of assistance 
under the VHMCP to the banks in 
small communities where eligible 
borrowers may be experiencing dif- 
ficulties in obtaining needed credit, 
as follows: 

(1) By encouraging the smaller 


New Housing Starts 


A COMPARISON of new perma- 
nent nonfarm dwelling units 
started in the first five months 
of 1954 and 1955: 


1954 
January 66,400 
February 75,200 
March 92,200 
April 108,000 
May 108,500 


1955 
88,000 
90,000 

117,000 
127,000 
132,000 


The seasonally adjusted an- 
nual rate for private starts in 
1955 is 1,306,000, according to 
the U. S. Department of Labor’s 
Bureau of Labor Statistics. 


correspondent bank to become a 
participating VHMCP member; (2) 
by furnishing the “know-how” of 
processing FHA and VA applica- 
tions for loans under this program; 
(3) by supplying or assisting in ob- 
taining interim or permanent mort- 
gage financing needed by the smaller 
bank in negotiating loan transac- 
tions; (4) by furnishing the ‘“‘know- 
how” to smaller banks for setting 
up mortgage servicing arrange- 
ments to enable them to service 
loans fo’ other investors; and (5) 
by advising and assisting generally 
on originating and closing details 
in completing eligible loans. 

With. his letter to the banks Mr, 
Jones enclosed a descriptive folder 
of the program and a questionnaire 
on which to indicate willingness to 
participate in the program and the 
extent and area of coverage. 


Housing Legislation 


Tue Senate Banking and Currency 
Committee recently reported S.1189 
favorably. The bill would permit 
national banks to make 20-year 
real estate loans at 66 2/3% of 
appraisal, 9-month construction 
loans, and 18-month commercial 
construction loans. 

The Committee also reported an 
original bill embodying the provi- 
sions of S.1800, the Housing Amend- 
ments Act of 1955. 


“Variable Mortgage Plan 


Errorrs of the Prudential Insur- 
ance Company of America to offer 
a pioneering new type of “variable 
annuity” prompted Saul Fromkes, 
president of the City Title Insur- 
ance Company of New York, to 
recommend recently that mortgage 
bankers and real estate leaders un- 
dertake studies of the feasibility 
of devising a “variable mortgage” 
—an equally important innovation 
in realty financing and investment. 

Under the trail-blazing plan that 
Prudential hopes to introduce, said 
Mr. Fromkes, that company would 
sell annuities that would be pay- 
able to the beneficiary in so many 
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“ynits” of value, rather than in 
any fixed number of dollars. The 
dollar value of each “unit” of pay- 
ment would vary from year to year, 
like the dividend rate on many 
stocks, based on the year-to-year 
growth and earnings of the secu- 
rities in which the premium charges 
for such annuities had been in- 
vested. 

Prudential President Carrol M. 
Shanks has said such variable an- 
nuities would be both ‘“econom- 
ically” and “socially sound,” and 
would be “a logical extension of 
the participating principle, so fa- 
miliar in life insurance, under which 
the contract holder shares in the 
results of the issuing company’s 
operations. The dollar amount of 
payments would depend upon in- 
vestment results.” 


Says Easy Mortgages Are 
Laying Base for Trouble 


Tue very easy mortgage terms cur- 
rently in widespread use are laying 
the base for serious trouble in the 
housing market within the next five 
years, said Kilgore Macfarlane, Jr., 
president, The Schenectady (N. Y.) 
Savings Bank, in an address before 
the Savings and Mortgage Confer- 
ence at the 53rd annual convention 
of the American Institute of Bank- 
ing in Miami. 

“At present we have begun to 
sow the seeds for future trouble,” 
Mr. Macfarlane asserted. ‘Perhaps 
if we are wise we can avoid this 
pitfall. You bankers are not being 
of service to your depositors or 
stockholders by overestimating 
housing demand after this long 9- 
year period of housing building 
which this country has seen. I agree 
with those authorities that the Gov- 
ernment should avoid the stimulation 
of unsound mortgage terms... . 

“Money has been flowing into the 
mortgage market at a tremendous 
rate,’ Mr. Macfarlane continued. 
“In my opinion, we are now at the 
point where we should be sure of 
our statistics and study the need 
and the demand for increased mort- 
gage lending. . . . He [the banker] 
should study the cases carefully in 
order that he will not become over- 
extended. . . . It is my considered 
opinion that too large a volume of 
debt has been created because of 
home building and instalment pur- 
chasing of consumer goods. Today 
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‘next five years?’ 


The Savings and Mortgage Conference at the American Institute of Banking’s 

annual convention in Miami. Left to right, Emmett J. Erickson, treasurer, Farmers 

& Mechanics Savings Bank, Minneapolis; Kilgore Macfarlane, Jr., president, The 

Schenectady Savings Bank; and Charles J. Lyon, president and treasurer, Society 
for Savings, Hartford, Conn. 


we are going through a great pe- 
riod of optimism, but too much op- 
timism for new home purchases will 
eventually create a surplus of old 
homes .. .” 


New Construction Peak 


Tue value of new construction put 
in place expanded seasonally in May 
to $3.5-billion, setting a new high 
for the month and reaching a record 
total of nearly $15.3-billion for the 
first five months of the year, ac- 
cording to the U. S. Departments 
of Commerce and Labor. 

After allowing for seasonal 
changes, expenditures rose during 
May to an all-time peak annual 
rate of $42.1-billion. This compares 
with an annual rate of $41.1-billion 
during January 1955 and actual 
outlays of $37.6-billion in 1954. 


A Prudential Expert Looks 
at Housings Future 


on 

HE question I want to try to an- 
swer today is, ‘What is likely to 
happen to housing demand over the 


How many new 
homes can we reasonably expect to 
build without developing a surplus 
of housing sufficiently large to en- 
danger home prices and results in a 
subsequent severe slump in home 
construction?” Dr. Gordon W. Mc- 
Kinley, director of economic re- 
search, The Prudential Insurance 
Company of America, Newark, N. J., 
said at the annual convention of the 
National Association of Mutual Sav- 
ings Banks. 


In the course of his remarks, Dr. 
McKinley made these points: 

“In the period 1955-1958, I esti- 
mate that nonfarm household for- 
mation (i.e. the net increase in oc- 
cupied dwelling units) will run 
about 850,000 a year. ... 

“In 1959 and 1960 we are likely to 
see an upward jump in family for- 
mation, reflecting the rise in birth 
rates in the late 1930s. But by this 
time most of the undoubling will 
have been completed. The drop in 
undoubling is again likely to exceed 
the rise in family formation, so that 
household formation will drop to 
825,000. My estimates of household 
formation over the next five years 
are, therefore, about 850,000 a year 
from 1955-1958, and about 825,000 
in 1959 and 1960.” 

Dr. McKinley summarized his con- 
clusions under these three points: 

(1) While the economy as a whole 
will be growing over the period 1955- 
1960, the residential construction in- 
dustry is not likely to increase its out- 
put above the present rate, In fact, 
output above the 1,000,000 housing 
start rate would appear to be sowing 
the seeds of future trouble. 

(2) Government actions to stimulate 
demand above the 1,000,000 housing 
start rate, if not accompanied by posi- 
tive steps to increase the rate of hous- 
ing demolition, are likely to lead to a 
boom-bust situation in the housing 
industry. 

(3) A rate of over 1,000,000 hous- 
ing starts during the period 1955-60 
would be supportable if retirement of 
over-age or obsolete housing could be 
hastened. No action has yet been taken, 
however, on a scale which would appre- 
ciably raise housing demand. 
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News for Instalment Credit Men 


Items and Comment from Our Instalment Credit Commission and Other Sources 


Floor Plan Financing 


J OHN E. BAILEY, chief auditor of 
the First Wisconsin National Bank, 
Milwaukee, spoke recently to a 
NABAC conference on floor plan 
and purchase paper financing. Said 
he: 

“Floor plan loans require close 
supervision by the bank. Frequent 
inspections, preferably bi-monthly, 
should be made of the stock on the 
dealer’s floor. Inspectors should be 
provided with a detailed description 
of the items so they can be readily 
identified. Inspectors should be ro- 
tated, and the bank should be cau- 
tious of inspectors who are prone 
to become familiar with dealers. 

“The inspector should not solicit 
nor permit assistance from the 
dealer. He should insist on inde- 
pendence of action, and that every 
piece of merchandise be seen. Any 
differences should be reported to 
management immediately.” 


When Dealers Accept Payments 


Mr. Bailey recalled the case of a 
bank that faced a loss of more than 
$50,000 because the dealer sold 
goods out of trust and within a 30- 
day period. “Then we have the 
dealer who accepts monthly pay- 
ments from customers on instalment 
contracts purchased from him by 
the bank. Often a dealer, who may 
be absolutely honest, accepts pay- 
ments of this kind but only remits 
to the bank once a week or once in 
two weeks. Past due notices sent 
direct to the customer help to cor- 
rect this situation. Dealers should 
be notified that they should remit 
daily for all payments due the bank 
accepted by them. As a good busi- 
ness principle, a bond in favor of 
the bank should be required of 
dealers who accept payments on in- 
stalment contracts. 

“When a loan is prepaid it’s good 
practice to inform the borrower that 
a check for the amount of the re- 
bate will be mailed to him, together 
with his canceled note. The rebate 
is figured by the accounting records 
department and a check requisition 
is forwarded by it to the discount 
department which in turn forwards 
it, with the canceled note, to the 
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instalment loan department where 
a check is issued and mailed to the 
customer... . 

“It is a good practice, where cou- 
pon books are used, for the teller to 
retain the book when the last pay- 
ment is received and forward it to 
the accounting records department 
which will send it, with the closed 
ledger card, to the auditing depart- 
ment. An auditor will compare dates 
of payment recorded on the ledger 
card with those shown as a receipt 
in the coupon book and investigate 
any differences. This is a laborious 
task, but it’s quite effective.” 


Reappraisal of Policies 
Urged by Commission 


Tue A.B.A. Instalment Credit Com- 
mission has urged bankers to re- 
view some of the basic fundamentals 
of instalment lending and to re- 
appraise credit policies and terms 
in the light of economic and com- 
petitive situations. The Commis- 
sion’s periodical publication, ‘Timely 
Notes on Instalment Credit,’ which 
has been mailed to all A.B.A. mem- 
ber banks, stresses an undertone of 
caution with regard to present con- 
ditions and practices in the financ- 
ing of automobile sales. 

The bulletin is illustrated with 
charts showing the hazards to which 
a lending bank is exposed when fi- 
nancing a new- model automobile. 
The graphs are predicated on two 
factors inherent in all automobile 
financing arrangements; namely, 
depreciation and time balances. 

The Commission observes that 
“the commercial banks of the na- 
tion are aware of the important role 
which instalment credit has played 
in the growth and progress of our 
nation’s economy. However, the de- 
velopments in the instalment credit 
field during the past several months 
have caused some apprehension 
among bank and finance company 
lenders. This is more particularly 
reflected in the present conditions 
and practices involved in the financ- 
ing of automobile sales. . 

“The basic principle upon which 
successful time sales financing is 


built is that the purchaser will hay 
sufficient down-payment to estab. 
lish an interest or real equity in the 
merchandise purchased and will be 
able to pay regular monthly instal. 
ments of sufficient amount to ip. 
crease that equity faster than the 
merchandise will depreciate from 
time, average use, and obsolescence. 

‘Instalment sales financing of 
automobiles accounts for almost 
50% of all instalment credit out- 
standing. Commercial banks have 
almost 33% of this business. Easier 
terms on automobile loans are he. 
ing encouraged by many dealers in 
most sections of the country. Be. 
cause of the severe competitive sit- 
uations in this business, the pres- 
sures for easier terms are govern- 
ing more and more the basis upon 
which sales are made. Thirty-month 
new-car terms are quite common in 
many areas. Equities are averaging 
around 30%, but there is serious 
doubt as to whether or not such 
equities are real. In some areas, it is 
not uncommon to find lenders, in- 
cluding commercial banks, extend- 
ing maturities to 36 months on 
new-car purchases. 


"Stretching" Terms 


“It must be realized that even 
where the equities are real and sub- 
stantial, ‘stretching’ terms to 30 
months, 36 months, or longer, pro- 
vides for an extremely slow building 
up of buyer equity. In the case of 
a new car, depending on the actual 
make, of course, the depreciation 
amounts to 30 or 40% in its first 
year, another 15 to 20% in its see- 
ond year, and 10 to 15% in its third 
year. It could well be that the cash 
value of the car is depreciating at 
a faster pace than the declining 
time balance. Conditions such as 
these can only lead to increased re 
possessions and resultant loss, not 
only to the financial institution, but 
also to all others connected with the 
transaction. ... 

“Above all, do not permit compe- 
tition to set your credit policies, un- 
less in your considered opinion, such 
competition is sound. Predicating 
policies on unethical and unsound 
competition is a sure way to bor- 
row trouble.” 
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AIBA Holds 21st 


Tue 21st annual Institute of In- 
dustrial Banking, sponsored by the 
American Industrial Bankers Asso- 
ciation, was held June 19-22 at the 
Fairmont Hotel, San Francisco. The 


annual convention of the associa- 
tion was held simultaneously with 
the Institute. Membership of the 
AIBA includes some 400 industrial 
and commercial banks and their 
branches. The main features of the 
Institute program were addresses 


and panel discussions of subjects 
related directly to consumer instal- 
ment financing. 

A number of the delegates left on 
a post-Institute trip to Hawaii right 
after the meetings, to be back 
around the fourth of July. 


| 


News for Trustmen 


Items and Comment from Our Trust Division and Other Sources 


Bright Future Predicted 


A BRIGHT FUTURE for both the trust 
business and business in general 
was forecast by the speakers at the 
Trust Business and Investments 
Conference, when the American In- 
stitute of Banking held its 53rd an- 
nual convention in Miami, Florida, 
May 30 through June 3. 

The conference, which is the part 
of the A.I.B.’s week-long meeting 
devoted entirely to trusts, is aimed 
at the younger men and women in 
the business. The A.I.B. convention 
is basically an educational meeting, 
and the Trusts Conference follows 
that pattern by attempting to give 
the young people both some new 
knowledge and inspiration to take 
back to their trust departments. 

The program this year was ar- 
ranged by George C. Barclay, presi- 
dent of the A.B.A. Trust Division, 
who presided at the session. The 
speakers were Ralph A. MclIninch, 
president, Merchants National Bank, 
Manchester, N. H.; Harry C. Harsh- 
man, vice-president and investment 
officer, Central Trust Company, Cin- 
cinnati, O.; and Clarence D. Cow- 
dery, vice-president, The Boatmen’s 
National Bank, St. Louis, Mo. 


Untapped Market 


All of these men saw a rosy fu- 
ture ahead for the trust business. 
Mr. McIninch noted the great un- 
tapped market for trust services in 
the United States. “Various surveys 
of the potential trust field have al- 
ready demonstrated that 80% of 
the court appointments for executor 
or trustee presently go to individ- 
uals,’ he said. “The corporate fi- 
duciary should be receiving more of 
it, for certainly what it has to offer 
cannot be matched. It has continu- 
ity of life, is never sick, never takes 
a vacation, never dies, has no out- 
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George C. Barclay, president, A.B.A. Trust Division and vice-president, City Bank 

Farmers Trust Co., New York, presided at the Trust Business and Investments 

Conference at the American Institute of Banking convention in Miami. The panel, 

left to right, Mr. Barclay; Ralph A. McIninch, president, Merchants National Bank, 

Manchester, N. H.; Harry C. Harshman, vice-president and investment officer, 

Central Trust Company, Cincinnati; and Clarence D. Cowdery, vice-president, The 
Boatmen’s National Bank, St. Louis 


side interests, has the advantage of 
group judgment, and has built up 
a great knowledge of our subject 
from study and experience.”’ 

Mr. Harshman discussed trust in- 
vestments and, by the nature of the 
subject, did some predicting on the 
general economic picture. He saw 
a continuation of high stock prices 
for the long range, with prices gen- 
erally higher than they are at pres- 
ent. “Evidence that business and 
government are going to work bet- 
ter together leads me to believe that 
we will have continuing good busi- 
ness for some time to come,” he 
stated. But Mr. Harshman warned 
that, for the short term, we are 
nearing the end of the bull market, 
and some decline in prices of com- 
mon stocks should be expected by 
Labor Day or Thanksgiving at the 
latest. 

Mr. Cowdery covered the manage- 
ment of businesses in trust, which 
he termed “an increasingly impor- 
tant aspect of trust administration.” 

“Despite the many problems in- 


volved,” he said, “I am convinced 
that banks with a proper under- 
standing of their duties and with 
adequate authorization can handle 
businesses in trust on terms that 
will make such accounts a welcome 
addition to their trust business. 

“An increasing number of banks 
are accepting this type of trust” he 
pointed out. “This is not surprising 
since much of the wealth that is ac- 
cumulated today is produced by a 
large number of close corporations, 
many of which are making hand- 
some profits.” 


Fiduciary Fund Underway 


The Tompkins County Trust Com- 
pany, Ithaca, has received the first 
stock certificate in New York’s Bank 
Fiduciary Fund. 

Sixteen banks bought $1,067,800 
worth of shares for more than 300 


trust accounts. Tompkins County 
Trust made the largest investment 
and for that reason got the first 
stock certificate. 
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The fund was set up after three 
years of work by the trust division 
of the New York State Bankers As- 
sociation. It sells its shares only to 
banks and then only as a medium 
for investment of trust funds held 
by the banks. It aims at helping 
small banks give trust beneficiaries 
a more diversified investment. 


Committees Announced 


Commrrrees for the 24th Mid-Con- 
tinent Trust Conference of the 
A.B.A. Trust Division have been 
announced by George C. Barclay, 
president of the Division and vice- 
president of City Bank Farmers 
Trust Company, New York City. 
The conference will be held at the 
Rice Hotel, Houston, Texas, on No- 
vember 3 and 4. 

Chairmen of these committees are 
as follows: 


General: Charles W. Hamilton, 


American Bankers Association 


vice-president and trust officer, Na- 
tional Bank of Commerce, Houston. 

Advisory: P. B. (Jack) Garrett, 
president, Texas Bank & Trust Com- 
pany, Dallas. 

Program: George M. Irving, vice- 
president and general trust officer, 
Second National Bank, Houston. 

Publicity: Carroll D. Simmons, 
vice-president and senior trust of- 
ficer, First National Bank in Hous- 
ton. 

Finance: O. E. Boulet, trust of- 
ficer, National Bank of Commerce, 
Houston. 

Hotel: Ross P. Bennett, vice-presi- 
dent and trust officer, Houston Bank 
and Trust Company. 

Registration: Fred P. Hamill, vice- 
president and trust officer, City Na- 
tional Bank, Houston. 

Entertainment: Thomas D. Ander- 
son, vice-president and trust officer, 
Texas National Bank, Houston. 

Ladies: Mrs. Homer E. Hender- 
son. 


CALENDAR—1955 
Sept. 15-17 


Maine Savings Banks, 


Trust Promotion Hints 


Tuese three ways of using A.BA 
advertising material to stimulat 
trust business were suggested by 
the Association’s Advertising De 
partment in a recent letter to mem. 
ber banks with trust departments: 

(1) Use Department’s package of 
12 window and lobby posters to give 
customers on-the-spot reminders, 

(2) Use the Department’s “Trust 
Services for You” booklet as an all. 
around direct advertising piece to 
tell and sell the advantages of the 
bank’s personal trust services. 

(3) In a six-month campaign, 
send one of the Department’s color. 
ful trust folders to trust prospects. 
These include: “What You Should 
Know About the Executor of Your 
Estate”; “Four Steps Toward Fan- 
ily Security”; “Time Waits for No 
Man”; “Money Isn’t Everything”; 
“At Your Service”; and “Your Voice 
in the Future.” 


Poland Spring 


16-19 


25-28 
13-14 


3- 4 
16-17 
1- 3 
4- 6 


Central States Conference, Alex John- 
son Hotel, Rapid City, So. Dakota 

81st Annual Convention, Chicago, III. 

Western Regional Trust Conference, St. 
Francis Hotel, San Francisco. 

Midcontinent Trust Conference, Rice 
Hotel, Houston 

Western Secretaries Conference, Bilt- 
more Hotel, Phoenix, Arizona 

Agricultural Credit Conference, Morri- 
son Hotel, Chicago 

Southern Secretaries Conference, Wil- 
liamsburg Inn, Williamsburg, Va. 


State Associations 
Michigan, Hotel Statler, Detroit 


Pacific Northwest Conference on Bank- 
ing, Washington State College, 
Pullman 

Colorado School of Banking, U. of Colo., 
Boulder 

Pennsylvania Bankers Summer School, 
Penn. State U., State College 

Arkansas Bankers Seminar, U. of Ark., 
Fayetteville 

Pennsylvania Bankers Summer School, 
Pennsylvania State University, State 
College 

Virginia Bankers School, U. of Va., 
Charlottesville 

Pacific Coast School of Banking, U. of 
Wash., Seattle 

Tennessee Bankers Conference, U. of 
Tenn., Knoxville 

Texas Bankers Conference, U. of Texas, 
Austin 

Vermont-New Hampshire School of 

Banking, U. of N. H., Durham 

Massachusetts Savings Banks, Mt. 
Washington Hotel, Bretton Woods, 
New Hampshire 


Oct. 3- 4 
Oct. 11-12 
Oct. 14-15 

14-15 


16-18 
17-18 


20-21 
23-26 


Nov. 
Nov. 


House, Poland Spring 

New York Mutual Savings, Shoreham 
Hotel, Washington, D. C. 

Nebraska, Cornhusker Hotel, Lincoln 

**Fall Meeting, Savings Banks Associa- 
tion of New Hampshire, Mountain 
View House, Whitefield 

**New Hampshire, Mountain 
House, Whitefield 

Kentucky, Brown Hotel, Louisville 

Connecticut Mutual Savings, Mountain 
View House, Whitefield, N. H. 

Pennsylvania, Trust School, Penn-Harris 
Hotel, Harrisburg 

Iowa, Fort Des Moines Hotel, Des 
Moines 

Arizona, Biltmore Hotel, Phoenix 


View 


Other Organizations 


School of Financial Public Relations, 
FPRA, Northwestern U., Chicago 

NABAC School for Bank Auditors and 
Comptrollers, U. of Wisc., Madison 

School of Consumer Banking, University 
of Virginia, Charlottesville 

School of Banking, University of Wis- 
consin, Madison 

National Association of Bank Auditors 
and Comptrollers, Denver, Colo. 

National Association of Bank Women, 
Westward Ho Hotel, Phoenix, Ariz. 

Consumer Bankers Association, Hotel 
Sans Souci, Miami Beach, Fla. 

Mortgage Bankers Assn. of America, 
Statler and Biltmore Hotels, Los An- 
geles, Calif. 

Robert Morris Associates, Dallas, Texas 

Financial Public Relations Association, — 
Beach Hotel, Hollywood, | 

a. 


**Joint meeting 
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hairmen of Committees Representing the 
Banks of Chicago in Preparations for 


he American Bankers Association 


onvention, September 25-28 


Committees representing Chicago banks are now pre- 

paring for the American Bankers Association conven- 
tion in their city, September 25-28. The committee 
chairmen are: Executive Committee—George S. Al- 
len, vice-president, Harris Trust and Savings Bank; 
Arrangements—M. A. Georgen, cashier, City National 
Bank and Trust Company; Entertainment—William 
H. Miller, senior vice-president, City National Bank 
and Trust Company; Finance—Herbert V. Prochnow, Mrs. Livingston 
vice-president, The First National Bank of Chicago; 
Halls and Meeting Places—Donald McDougal, second 
vice-president, The Northern Trust Company; Hotel 
—Fred M. Naber, senior vice-president, Continental 
Illinois National Bank and Trust Company; Informa- 
tion and Publicity—Robert Lindquist, vice-president, 
Harris Trust and Savings Bank; Reception—John W. 
Nichols, senior vice-president, Continental Illinois 
National Bank and Trust Company; Registration— 
John H. Klug, vice-president and cashier, American 
National Bank and Trust Company; Transportation 
—Nathaniel M. Symonds, vice-president, The North- 
ern Trust Company. The General Committee is 
headed by Solomon A, Smith, president, The North- 
ern Trust Company, while Mrs. Smith heads the 
Ladies’ Committee. Mrs. Homer J. Livingston, wife 
of the A.B.A. president, is honorary chairman of the 

Ladies’ Committee 


M. A. Georgen 


William H. Miller Herbert V. Prochnow Donald McDougal Fred M. Naber 


Robert Lindquist John W. Nichols John H. Klug Nathaniel M. Symonds 
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“We got 
the facts we needed 
from the Royal”’ 


American bankers have found that the 
Royal Bank can help them with their 
Canadian affairs—can help them serve 
customers with information on problems 
ranging from sales representation to 
choice of a factory site. For additional 
information, write to the Business 
Development Dept., at Head Office 


in Montreal. 
Over 800 branches in Canada, 
the West Indies, Central 


and South America, New York, 
London and Paris. 


THE ROYAL BANK 
OF CANADA 


HEAD OFFICE: MONTREAL 
New York Agency— 
68 William Street, New York 5, N.Y. 


Canada’s Largest Bank 


A.I.B. Convention 


(CONTINUED FROM PAGE 74) 


“Bank management,” he said, “un. 
consciously associates the Institute 
with its junior personnel, and in 
many instances loses sight of the 
true significance and relative im. 
portance of the Institute. 

“In a number of sections of the 
country the men presently repre. 
sentative of bank management took 
Institute training when it was nec- 
essary to complete only three 
courses to attain a standard certif- 
icate, and few have made sincere 
efforts to keep informed of the In- 
stitute’s progress. The curriculum 
now embraces 26 courses, and the 
Institute has had 55 years of expe- 
rience in the field of adult education; 
yet its activities are regarded as 
those of a ‘short-pants’ variety. 

“If the Institute is to make its 
full contribution and increase its 
significance, bank management must 
evaluate its program in the proper 
light. Interest in education starts at 
the top and filters down. 

“You,” he told the delegates, “can 
bridge the gap between the Insti- 
tute and bank management which 
will cause interest to be more active 
and less paternal.” 


The Girls Had a Word, Too 


Speaking of management, the 
women attending the convention had 
a chance to swap views with four 
bank presidents: Lee P. Miller, Cit- 
izens Fidelity Bank and Trust Com- 
pany, Louisville; Everett D. Reese, 
The Park National Bank, Newark, 
O., immediate past president of the 
A.B.A.; J. Carlisle Rogers, The First 
National Bank of Leesburg, Fla, 
and Estil Vance, The Fort Worth 
National Bank. Anne J. Erste, Fed- 
eral Reserve Bank of Cleveland, was 
the leader of a lively panel on 
women in banking. 

The presidents told the girls that 
there would be more women bank 
officers in the future; that oppor- 
tunities were greater because women 
officers had been more widely act- 
cepted by bankers and public, and 
because of the shortage of executive 
potential. These presidents pointed 
out that the best opportunities for 
women seemed to be in instalment 
credit, trusts, personnel, public re 
lations and advertising, among other 
departments. They also warned that 
women must do more to prepare 
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themselves for executive positions, 
and must start their training ear- 
lier. With that idea the girls in the 
audience seemed to agree. It was 
also in line with the theme of the 
panel, “Prepare for Tomorrow—To- 
day.” 

Come to think of it, that was 
really the theme for the whole con- 
vention! 


AT THE CONVENTION 


Not Just “Book Learnin’.” The In- 
stitute’s new president, Bernard J. 
Lunt of Fort Worth, said in his in- 
augural: “It is a fine tribute to all who 
have contributed to the progress of this 
organization that our educational pro- 
gram has not been confined to supply- 
ing mere technical knowledge in eco- 
nomics, law, accounting, and finance, 
but it has stressed also the importance 
of ideas, activities, and principles re- 
lated to the training of young people 
for positions of leadership in banks.” 

A Record Year. National Secretary 
Robert C. Rutherford, reporting on the 
Institute year 1954-55, said that as of 
May 28 membership was 121,678, enrol- 
ments 65,668, chapters 278, study 
groups 160—all new highs. 

Personality Builders. Martin J. Trav- 
ers, vice-president, The Marine Trust 
Company of Western New York, Ni- 
agara Falls, told the educational con- 
ference that the A.I.B. could help de- 
velop three important personality 
traits: power of expression, power of 
exhortation, and ability to make cor- 
rect decisions. The Institute tools to 
use are the effective speaking, debate, 
and forum and seminar programs. 

Fred Kent, Frank Totton. The con- 
vention paid tribute to two staunch 
friends of the Institute who died last 
year: Fred I. Kent, first national presi- 
dent, “whose life was filled with service 
to banking and his country”; Frank M. 
Totton, president in 1927, “Whose serv- 
ice to his fellow man was the para- 
mount interest of his life.” 

Miss Turner Honored. An engrossed 
scroll went to Marion Turner, A.I.B.’s 
retired textbook editor and assistant 
to the educational director. It cited 
her “enthusiastic and untiring service 
to banking education.” 

Inspirational. Speakers at the two 
business sessions were Dr. R. C. S. 
Young, director of admissions, Uni- 
versity of Georgia, Atlanta, and Dr. 
J. 0. Christianson, director of agricul- 
tural short courses, Institute of Agri- 
culture, University of Minnesota. 

Greetings! A.B.A. Executive Manager 
Merle E. Selecman and his predecessor, 
Hal Stonier, telegraphed their good 
wishes, 

1956. Next year’s convention city: 
Dallas. Dates: June 4-8. 
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INDUSTRIAL SITES 


UNION PACIFIC WEST 


get in touch am” 


with your nearest 


UNION 
PACIFIC 
RAILROAD 


Industrial 
Development 
Dept. 


OMAHA 2, NEBR. 


In the eleven-state territory which 
it serves, Union Pacific provides 
the finest in rail service. In many 
cases, industrial trackage can be 
built where requested. 


UNION PACIFIC RAILROAD 
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The Future of Money 


Under this heading, E. SHERMAN 
ADAMS, deputy manager of the 
American Bankers Association in 
charge of the Department of Mon- 
etary Policy, spoke before the June 
convention of the Oregon Bankers 


Association. The following para- 
graphs are brief excerpts from Dr. 
ApAms’ talk. 


N important determinant of the 

future value of money will be 
monetary policy. We all know that 
the Federal Reserve System pos- 
sesses far-reaching powers with 
which to combat inflation. The 
question is whether the public will 
support the effective use of these 
powers. Unless it does, monetary 
policy cannot long survive as an 
anti-inflation weapon. 

On this question, too, there exist 
today more solid grounds for op- 
timism than a few years ago. Since 
its liberation from Treasury domin- 
ation in 1951, Federal Reserve pol- 
icy has demonstrated its usefulness 
in a convincing manner. There has 
been a growing public appreciation 
of the role that a flexible monetary 
policy can and should perform and 
of the importance of preserving the 
independence of the Federal Reserve 
System. 

There is no reason why further 
progress cannot be made in this 
direction in the future, and, if it is, 
then monetary policy can be counted 
upon to serve as a major bulwark 
against inflation. 


Reasons for Confidence 


Several other considerations de- 
serve mention. If you were to select 
the most inflationary factors in our 
economy over the past 10 years, 
they would certainly include the 
following: the wartime inflation of 
our money supply, the pent-up de- 
mands for goods, the rearmament 
build-up, and American aid for eco- 
nomic rehabilitation abroad. 

Our economy has now grown up 
to our expanded money supply; 
pent-up demands have been satis- 
fied; the rearmament build-up has 
been built; and rehabilitation 
abroad has been accomplished. The 
force of all of these inflationary 
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factors is by now pretty well spent. 

In short, there are good reasons 
for believing that over the years 
ahead we should be able to avoid 
further serious depreciation in the 
value of our money. 


Rates Could 
Go Higher 


In this area, there is one factor 
that deserves particular attention: 
namely, the tremendous prospective 
demand for capital goods. Tech- 
nology has been rapidly increasing 
the productivity of capital goods in 
industry and the pressure of higher 
wages has been sharpening the in- 
genuity of business managers in 
using more machines. It also seems 
probable that there will continue to 
be strong demand for credit to fi- 
nance home building and other types 
of construction over the next dec- 
ade. This will be particularly true 
in the early Sixties, when the for- 
mation of new families is due to 
increase rapidly as the bumper crop 
of babies born during World War 
If becomes brides and bridegrooms. 

If these demands for capital ma- 
terialize, they will have a firming 
effect on interest rates. 

Another consideration is that 
money rates today may still be suf- 
fering from the effects of the pro- 
longed period of abnormally low 
rates. The increases that have taken 
place since 1946 have largely rep- 
resented a long delayed adjustment 
from a_sub-subsistence level. It 
may be that some further adjust- 
ment may be needed to reflect the 
return of more normal supply-de- 
mand relationships. 


***Insufficient funds.’ 

That’s not a bank state- 

ment. That’s the under- 
statement of the year!” 


This may apply particularly t 
bank lending rates. With the » 
turn to a more normal situation jp 
the money markets, banking cost 
have again become an important 
determinant of rates on busines 
loans. This is reflected in the fag 
that these rates today are only , 
little lower than they were two 
years ago when credit conditions 
generally were much tighter than 
they are now. It is also significant 
that an increase in these rates js 
now in prospect. 

These considerations suggest that 
bank lending rates may still be in 
process of readjusting upward. 

Where will interest rates be in 
1965? No one knows. Assuming, 
however, that 1965 is a year of 
normal good business—neither boom 
nor recession—then my own guess 
would be that the general level of 
interest rates, and especially bank 
lending rates, may be somewhat 
higher than prevails today. 


The Road Ahead 


All things considered, the out- 
look for money is by no means dis- 
couraging. This, however, is no ex- 
cuse for complacency. There are 
still serious hazards along the road 
that lies ahead. 

These hazards are mostly in the 
area of monetary and fiscal policy. 
The future of money will depend 
in large measure upon the effective 
use of monetary policy and upon 
the soundness of governmental 
finance. 

This is an area in which bankers 
have special responsibilities. It is 
up to us to furnish leadership and 
to promote public support of sound 
financial policies. Here is an op- 
portunity for the bankers of this 
country to make a vital contribu- 
tion not just to the future of money 
but to the future well-being of all 
Americans. 


BANKING 


| 
\ 


INSTANT ACCEPTANCE—with no questions asked! 
The original travelers cheque — instantly 
recognized and accepted throughout the world. 


ON-THE-SPOT REFUNDS —in case of loss or theft! 


At any of the hundreds of American Express 
Offices in the U.S.A. or abroad. 


EXCHANGE OF TRAVELERS CHEQUES — 

without charge! 

Large denomination travelers cheques ex- 
changed for smaller ones— at no extra cost to 
your customers. 


TRAVELERS CHEQUE DELIVERY—by mail or cable! 
For travelers who desire additional funds, 


SERVICES 


American Express does 
more for you by doing 
more for your customers! 


American Express makes delivery anywhere in 
the free world. 


TRAVEL INFORMATION— around the world! 
American Express offers complete hotel, travel, 
ticket, and auto rental information. 


REPRESENTATIVES IN UNIFORM— 
at terminals abroad! 
Friendly representatives help your customers 


at principal docksides, airports and rail ter- 
minals abroad. 


MAIL SERVICE—at all American Express Offices! 
Customers’ mail is received and forwarded 
at all American Express Offices. - 


AMERICAN EXPRESS TRAVELERS CHEQUES 
Stace 
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Large problems — 
Small problems 


... each is given careful consideration 


No matter what the nature of your business 
in Utah or the Intermountain West, Continental Bank 
will see that it is quickly and accurately 
executed. No problem is too big for us, no request 
too small for our attention. 


The Continental Bank 


and Trust Company 
OF SALT LAKE CITY 


MAIN OFFICE: 200 South Main Street 
CENTRAL BRANCH: 1575 South Main Street 


Growing with the Intermountain West 


Member Federal Reserve System © §Member Federal Deposit Insurance Corporation 


Main Street 


(CONTINUED FROM PAGE 32) 


| of San Francisco; the other will 


formed by a group of local bug. 


nessmen. 


HARLAN O. ROBERSON has joined 


| the Exchange National Bank of 
| Colorado Springs, Colo., as an e. 
| ecutive assistant. He was formerly 
| vice-president and manager of the 


Citizens Bank in Rock Port, Mo. 


E. VINCENT CURTAYNE, a trust of- 
ficer at Manufacturers Trust Con. 


| pany, has been appointed to New 


York City’s new Transit Authority 


| by Governor Averell Harriman. Mr, 


CURTAYNE has been given a leave 
of absence from the bank. 


Marks Sesquicentennial 


HE FARMERS BANK OF ANNAPOLIS, 

Md., will celebrate in September 
its 150th anniversary. The bank, 
which safely withstood the War of 
1812, has had but nine presidents in 
its long history. The bank has pub- 
lished an elaborate book in celebra- 


| tion of its sesquicentennial year. It 
| contains many historical illustra- 


tions, including the bank’s hand- 


| written first statement. In the early 
| years of the bank’s history, the two 
| “shores” of Maryland were so re 


mote that the state had two treas- 


| urers, the Treasurer of the West- 
_ ern Shore and the Treasurer of the 
| Eastern Shore. The new Chesapeake 
| Bay Bridge makes it possible to 


cross the Bay in 10 minutes. 


Communique, monthly newssheet 


| published for customers and staff of 


the COMMUNITY SAVINGS BANK, 
Rochester, N. Y., was judged the 
outstanding house publication of 
the year for the Savings Banks of 
New York in an annual statewide 
competition. Editor is FLORENCE 
MoRAN, who was awarded the silver 
Editors Cup. 


KENNETH N. SLOAN, assistant 
vice-president and assistant trust 
officer of The Liberty National Bank 
and Trust Company of Oklahoma 
City, has been elected vice-president 
and trust officer of the First Na- 


| tional Bank of Amarillo, Texas, as- 


suming his new duties July 1. He 
had been with Liberty National 
(CONTINUED ON PAGE 96) 
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This tractor is one of several 
pieces of Allis-Chalmers equipment 
used by Ed and Francis Gordon to 
build on earthen reservoir near 
Highland, Kansas. When complet- 
ed, the structure was 38 ft high, 


Ormerly HF 330 ft long and contained 10,000 
Of the w yd of fill. Of the equipment, 
Mo. Ed Gordon said, ‘“! believe the new 

series of Allis-Chalmers tractors 

rust of are the most efficient on the mar- 

tc ket, and contractors must always 
= increase their efficiency.” 

New 

thority 

n. Mr 


Ten years ago, Ed Gordon, a Highland, 
Kansas, farmer, bought a used Allis-Chal- 
mers crawler tractor and bulldozer to straight- 
en a creek which ran through his land. He 
never did finish the job, but many changes 
have taken place in Ed Gordon’s life. 

First, a neighbor had an earth-moving job 
to be done. Ed agreed to do it for him. Then 
another asked for help, and another. . . until 
one tractor was no longer adequate. 

Now Ed Gordon, in partnership with his 
son, Francis, operates a full-fledged contract- 
ing business with four Allis-Chalmers trac- 
tors and a motor grader. Their work consists 
mostly of building erosion control structures, 
terraces, sod waterways, ponds, clearing and 
leveling land, building farm roads and exca- 


Tractor, bought to change 
| the course of a stream, 
changed the course 

of a man’s life instead 


ciation and later served as president of the 
National Association of Soil Contractors. 


In a letter to Allis-Chalmers he said, “I 
most certainly want to thank the Allis-Chal- 
mers Manufacturing Company for its guid- 
ance to conservation contractors through its 
booklets, Publicity Manual for Conservation 
Contractors, Earthmoving and Construction 
Data, and Rural Jobs Offer New Opportuni- 
ties for Contractors. Since conservation con- 
tracting is a young industry, we need a great 
deal of this type of advice.” 


This is just one example of how the ad- 
vanced design and performance features of 
Allis-Chalmers earthmoving, construction, and 
material-handling equipment aid our econ- 
omy. The use of this modern machinery 


- vating for building sites. In addition, Mr. represents a sound investment because it con- 
ent Gordon founded and served as president of tributes to community welfare. 

Na- the Kansas Conservation Contractors Asso- 

as- 


LLIS‘CHALMERS 


DIVISION MILWAUKEE 1, U.S.A. 
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The roof fell in 


..- but our profits held up! 


(Based on Company File #C-47-315) 


Fire couldn’t have knocked out 
our department store at a worse 
time. It was just before our big 
season... 

Even now, no one can say how 
the fire started. And there was no 
stopping it. The blaze was put out 
only after the roof had fallen into 
the cellar. 

The fire insurance money came 
through promptly. But materials 


were scarce. We had trouble getting 
labor, too. So twelve months 
dragged by before we finished 
rebuilding. 

Meanwhile, expenses kept piling 
up. We’d have been hard pressed 
without Business Interruption 
Insurance. This insurance paid us 
almost $200,000 for the year in 
which we had practically no other 
income! 


Would the customers of your bank be able to weather 
a twelve-month shutdown like this? Or even one of 


six months? Or three? 


They would—if they had adequate Business Interruption 
Insurance. Then they would still have their regular income 
when fire, windstorm, riot or other insured peril 


shuts them down temporarily. 


Businesses large and small need this protection. You can 
do many of your customers a valuable service simply by 
suggesting that they get details from their Hartford Fire 
Insurance Company Agent or their insurance broker. 


Year in and year out you’ll do well with the 


Hartford 


Hartford Fire Insurance Company ¢ Hartford Accident and Indemnity Company 


Hartford Live Stock Insurance Company 
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« Hartford 15, Connecticut 


_ MAIN STREET (Continued 


since graduation from law school iy 
1948. He was the second Oklahom 
banker to receive a graduate cer. 
tificate from the American Institut, 
of Banking. He is also an alumny 
of The Graduate School of Banking 
where his thesis on “Oil and Gas hh. 
terests in Estates and Trusts’ was 
selected for the libraries of the 
A.B.A., Rutgers, and Harvard, and 
was included in abridged form in 
the book Present Day Banking. 


FRANKLIN COUNTY SAVINGS BANK 
AND TRUST COMPANY, St. Albans, 
Vt., has completed a remodeling 
project which the bank says “has 
achieved the effect of totally new 
banking quarters at a cost of less 
than $80,000.” A new vault was 
constructed, but the vault door pur- 
chased in 1918 was in such good 
shape that it is used with the new 
vault. The PEOPLES TRUST COMPANY 
of St. Albans provided protection in 
its vault for its competitor’s cur- 
rency over the week end in which 
the door was moved. 


Wins Food Award 


HE REPUBLIC NATIONAL BANK of 

Dallas received a merit award in 
the Ninth National Food Service 
Contest sponsored by Institutions 
Magazine, Chicago. The award was 
for the high standards of sanita- 
tion, appearance, and efficiency in 
storing, handling, preparing, and 
serving food in the bank’s employee 
cafeteria. 


S. L. GALBRAITH has been elected 
chairman of the board of the Annis- 
ton (Ala.) National Bank, succeed- 
ing J. RALPH HAMILTON, resigned. 
THOMAS B. HARREL succeeds MR. 
GALBRAITH as president. 


The SALEM (Mass.) FIVE CENTS 
SAVINGS BANK in observance of its 
anniversary has published the story 
of its first 100 years. The 30-page 
book is liberally illustrated with 
photographs, historical and recent. 


The First NATIONAL BANK of 
Cincinnati is building some new of- 
fice space. An existing building will 
be partially razed and completely 
remodeled. The bank, which had 
but one office four years ago, now 
operates 18. (END) 
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CHECK YOUR BANK FOR THESE 
MONROE EFFICIENCY SPOTS! 


Monroe Adding Machines Guard against PROFIT-LEAKS 
at these Key Points 


You can cut down on wasted time, delays, and costly 
errors by placing Monroe Adding Machines at these stra- 
tegic points in your bank. Efficiency can be further in- 
creased and operations streamlined by additional Monroes 
in departments where there are extra Joads. 

For instance, interior proof, which has more need for 
both 10-key and full keyboard adding machines than any 
other department, has a multitude of adding jobs—incom- 
ing clearings, daily summary sheet, outgoing clearings, 
prelisting. Then there are the everyday jobs in mortgage, 
savings, and bookkeeping departments with their steady 
streams of figure work requiring both wide and narrow 


carriage adding machines. Monroes can get the work done 
easier and faster so they pay for themselves in short order. 


An installation of Monroe Adding Machines is a step 
towards increased profits. Expert placement of these 
machines by a Man from Monroe will boost overall 
efficiency throughout your bank. His recommendations 
are based on your work, not his machines. 


It will pay you to call on your local Man from Monroe 
for he is uniquely qualified to help. See the classified 
section of your telephone book for the nearest office. 
Monroe Calculating Machine Company, Inc., Orange, N. J. 


OPERATORS WHO KNOW... PREFER M O N RO E CALCULATING, ADDING, ACCOUNTING MACHINES 
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Operating Procedures 


(CONTINUED FROM PAGE 52) 


communication are properly inte- 
grated. Good housekeeping is a first 
and a must in our kind of business; 
and we find that generally poor 
housekeeping goes hand in hand 
with a weak operation, poor service, 
and loose practices.” 


Automatic Bookkeeping 


N automatic bank bookkeeping 
system designed to bring a high 


degree of automation to processing 
commercial and personal checks is 
announced jointly by Burroughs 
Corporation, the Todd Company, 
Inc., and Addressograph-Multigraph 
Corporation. 

“The new system,” said the an- 
nouncement, ‘‘contemplates the use 
of an invisible code placed on paper 
checks as a by-product of other 
necessary printing. Thus, coding is 
done at little or no additional cost 
and will identify both the depositor 
and the bank on which the check 
is drawn. Since the system has 
been adapted to the use of paper 


COLOMBIA 


MEANS BUSINESS 


LET US HELP YOU INCREASE YOURS 


Oprorrunrrs in Colombia for U. S. business are increasing 
every year. Trade connections are becoming more profitable. With 
an eye on your business future there, why not let us assist you 
with your collections and letters of credit? 

For instance in making collections, we have an outstanding 
record of combining efficiency with tact, courtesy with results— 
a proven faculty for settling unpaid accounts quickly and retaining 
good-will. 

As for letters of credit, consider the convenience of our 33 offices 
located in every important commercial centre in Colombia. This 
exceptional coverage is a great advantage too in furnishing current 
and comprehensive trade information. 

In fact whatever your requirements, we have special departments 
handling every phase and facility of banking. More and more 
progressive U. S. banks and business firms are making use of our 
extensive organization established for over 43 years. 


We invite your inquiries. 


BANCO COMERCIAL ANTIOQUENO 


Extablished 1912 
Cable address for all offices — Bancoquia 
Capital paid-up $20,900,000 — Pesos Colombian. 
Legal reserves $18,100,000 -— Pesos Colombian. 
Other reserves $12,050,000 — Pesos Colombian. 


General Manager: Antonio Derka 
Head Office: MEDELLIN, CoLomsBiA, SOUTH AMERICA 


BRANCHES: Armenia (C), Barrancabermeja, Barranquilla (2), 
BOGOTA (5), Bucaramanga, Cali (2), Cartagena, Cartago, Cicuta, 
Girardot, Ibagué, Magangué, Manizales, Medellin (2), Monteria, 
Neiva, Palmira, Pasto, Pereira, Puerto Berrio, San Gil, Santa 
Marta, Sincelejo, Socorro, Vélez (8). 
New York Representative—Henry Ludeké, 40 Exchange Place, 
New York 6. N. Y. 


checks, there need be no change jy 
customers’ check-writing habits, 

“Devices for automatically reag. 
ing this code will make it possib) 
to sort checks automatically. It ; 
anticipated also that it will be po. 
sible to code the amount on th 
checks as an automatic by-product 
of necessary proving operation; 
Amounts will be read automatically, 

“It is contemplated that bank 
bookkeeping systems employing 
these basic principles will be formv. 
lated to cover the full range of 
banking operations. Relatively 
simple methods of automation wil 
be available to small banks ani 
more complete, fully electronic sys. 
tems will be available to larger in. 
stitutions where they are econom- 
ically feasible.” 


Income Development 


for earnings develop- 
ment are offered in the 1955 
report of the Bank Management 
Commission, Kansas Bankers As- 
sociation. 

Noting that the present level of 
bank profits “cannot be increased 
without additional income,” and 
that despite careful control the ex- 
pense total “creeps higher an- 
nually,” the report continues: 

“Since 50% to 60% of income is 
from loans, the commission recom- 
mends that banks give considera- 
tion to aggressive merchandising of 
their credit services; where rates 
are too low, they should be in- 
creased. Perhaps more effective 
work can be done in developing 
certain classes of more profitable 
business, such as instalment loans, 
a wider variety of loans, including 
FHA, VA, home improvement and 
loans on various types of collateral, 
new to the bank.” 

Bonds may also offer some pos § 
sibilities for income increases. 
Country banks in Kansas, says the 
commission, ‘may make use of the 
bond analysis facilities offered by 
city correspondents. While rates on 
U. S. bonds will continue to be 
controlled by the Government, other 
opportunities may exist. Maturities 
may be lengthened if deposit sta- 
bility and other circumstances watl- 
rant. Or there may be opportunities 
for additional income in high grade 
municipal bonds.” 

The report finds that the number 
one internal problem in Kansas 
banks is “the need for audit con- 
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trols and safeguards—close super- 
vision, rotation of duties, automatic 
daily checks on transactions, and 
other approved controls.” 

The commission also suggests 
that banks encourage thrift to a 
greater extent, develop more effec- 
tive advertising programs, and 
more complete public relations and 
new business programs. 

The report contains a table show- 
ing operating expense and income 
ratios for the 482 participating 
Kansas banks by size groups. 
Another table gives information on 
deposit structure and activity, and 
interest paid on time and savings 
deposits. Yields on loans and bonds 
are also shown. 


Protecting Records 


PROGRAM for protecting vital 
A records against the hazards not 
only of bombs, but of fire and water, 
is analogous to an insurance pol- 
icy, says G. H. Hottendorf, project 
director of the National Records 
Management Council. 

Speaking at a NABAC confer- 
ence, Mr. Hottendorf outlined the 
Council’s plan for installing a pro- 
tection system, suggesting that the 
bankers compare it with their own 
procedures. 

The first step is a functional an- 
alysis of a business’ operations—a 
breakdown of its activities. This re- 
quires neither a forms analysis nor 
a records inventory. The five or six 
basic operations are subdivided into 


Chanel No. 5 


a presenting the case for 
women’s place in safe deposit op- 
erations, Helen B. English, Mellon 
National Bank and Trust Com- 
pany, Wilkinsburg, Pa., told the 
American Safe Deposit Associa- 
tion convention in Richmond, Va., 
that “an astounding number” of 
businessmen preferred a woman 
vault attendant. 

“In bygone days,” she said, “most 
vaults were operated by men—and 
even they admit that they are in- 
clined to dress very soberly. The 
natural perfumes, by association, 
were tweeds and tobacco. But now, 
something new has been added—- 
sheer nylons, pancake makeup, and 
Chanel No. 5.” 

Mrs. English reminded the bank- 
ers that “the sweet visions you see 
as you enter the vault can be, and 
often are, very practical and hard- 
headed business women.” 


July 1955 


their principal functions which, in 
turn, are analyzed for their essen- 
tialness. 

Next, the records necessary to re- 
establish these principal functions, 
in the event of a severe loss, are 
determined. Then the method of 
protecting them is determined. There 
are four basic ways: 

Built-in dispersal maintains vital 
records in two or more well sepa- 
rated locations; used when opera- 
tions are geographically dispersed 
or when other agencies, such as the 
Government, have duplicates. 


Designed dispersal makes avail- 
able a copy of an essential record 
which can be transferred to a vital 
records center, removed from target 
areas. 

Evacuation of originals provides 
the most effective protection; has 
been used in protecting general 
ledgers and records that are seldom 
needed. 

Duplication of originals, most ex- 
pensive of the four methods, is lim- 
ited to records that don’t lend them- 
selves to the other three, Mr. Hot- 
tendorf said. 
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resulting 
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ment program. 


NEW YORK * 


inquiries, 
actual 


CHICAGO * 


Can You Trace “Actual Business” 


To Your Trust Advertising? 


Letter from a large 
Midwestern bank: 


interested to Know 
that the Trust advertising material 
prepared by your organization is 
doing an excellent job for us, 

not only from the standpdint of 


but: also on 


business 


If the dollars-and-cents results of your trust 
advertising are not satisfying you, ask for a 
mail demonstration of a Purse trust develop- 


THE PURSE COMPANY 
HWeadguarters for Trust réduertiring 
CHATTANOOGA 2, TENNESSEE 


BIRMINGHAM 
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Indoor and outdoor sk 


dial clocks. Style 7500 


Revolving illuminated 
and name panel. Av 
with thermometer or chim 


2-Faced translucent ill@ 
nated post clock and signs. 
Also made for bracket 
corner mounting, 2, and 
4 faced. 


ELECTRIC TIME 
COMPANY, INC. 


Specialists in Clocks for Banks 


17 Union Street 


NATICK, MASS. 


dime and 
quarter savers, 
book-type, 
printed in 
various colors 


For Savings . . . Advertise and Keep It Up 


(CONTINUED FROM PAGE 36) 


an incentive for new account pro- 
motion. However, through our staff 
meetings, through internal com- 
munications, and by word-of- 
mouth, we try to make our staff 
feel that they are on a sales team. 
When we learn of a good selling 
job by a staff member, it is relayed 
to the rest of the staff via the 
house organ. 

The contest idea has a lot of 
merit. Successful campaign infor- 
mation is available at the American 
Bankers Association, state associa- 
tions, and the Financial Public Re- 
lations Association. We try to 
maintain a year-round esprit de 
corps among our people rather than 
give them an occasional “shot in 
the arm” to stimulate interest. 


Advertising 


It has been encouraging the last 
few years to note how banks have 
increased their advertising budgets. 
There is no question that competi- 
tion has been responsible to some 
extent for this increase. Banks are 
becoming more conscious of their 
advertising dollars. In our own 
case, we have increased our 1955 
advertising budget by 50%. Most 
of this increase has been for radio 
spot announcements, but newspaper 
and billboard advertising has also 
played an important part in our 
growth. 

Our bank is one of 14 members 
of a county bankers’ association. 
After several months of study by 
a special committee of this group, 
we decided to go into a joint adver- 
tising program. This necessitated 
the employment of a local adver- 
tising agency which was new in 
the field of bank advertising. After 
a briefing on our problems and the 
approach we wanted to use, the 
agency came up with several good 
ideas. It is sometimes good to 
reach outside the circle of regular 
bank advertising agencies and ob- 
tain the viewpoint of others. 

In a matter of a few weeks, all 
14 members brought back to the 
central advertising committee the 
approval of their respective boards 
of directors. Based on total re- 
sources at last year-end, our share 
of the total cost of this program 
was 35%. 


Our group advertising consists 
mainly of radio spots, plus a small 
amount of newspaper mats and 
lobby displays. The cooperation 
between members is excellent, and 
although we have been in the pro. 
gram less than six months, plans 
are being formulated for a similar 
program on a larger scale for next 
year. 

Each month the subject for the 
radio spots is changed. For ex. 
ample, auto loans may be stressei 
during one month, home improve. 
ment loans the next month, and 
so on. This summer we expect to 
devote at least two months to say- 
ings. The service to be advertised 
each month has the complete ap- 
proval of the advertising committee 
of the association. 


Promotion Samples 


The following are a couple of 
samples of our savings promotion 
material for radio: 


You know . . . there’s nothing like 
money in the bank to give you that 
wonderful feeling of security and peace 
of mind. Here’s a timely tip from the 
Wayne Out-County Bankers Associa- 
tion. Where you save is as important 
as how much you save. Whether you 
are adding to a savings account nov, 
or plan to open one soon, think of this 
... your savings account is only part 
of your future financial plans. Just as 
important is bank credit for loans... 
checking accounts ... and safe deposit 
facilities. 

Now when your savings account is in 
a regular bank, you help establish your 
credit for any special loan, and avail 
yourself of all the other services only 
a regular bank can offer. In addition, 
when you need ready cash for emer- 
gencies, you can draw on your money 
in a bank without red tape or delay. 
And only a bank insures your money 
to $10,000 through the Federal Deposit 
Insurance Corporation. 

The Wayne Out-County Bankers As 
sociation invites you to stop in soon at 
any member bank and let the friendly 
folks there show you how you'll be dol- 
lars ahead in the long run when yol 
do business with a bank that offers you 
complete banking service. 


(Then follows another voice that 
tells of a particular bank in each 
neighborhood. The number of times 
each member bank is mentioned de 
pends on the percentage of its com 
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tribution to the advertising pool.) 

We are firm believers in adver- 
tising what we have to offer and 
what banks stand for. Here is 
another example, this time with a 
male and a female voice: 


Man: You know, there’s nothing like 
money in the bank to give you that 
wonderful feeling of security and peace 
of mind. 

Woman: That’s certainly right—but 
why do you emphasize banks? Aren’t 
all savings organizations banks? 

Man: No, Ma’m. There are many 
types of savings organizations but only 
an authorized bank can offer you all 
the services for your present and fu- 
ture financial needs. 

Woman: You mean it’s just as im- 
portant where you save as how much 
you save? 

Man: That’s right, Ma’m. Your sav- 
ings account is only part of your finan- 
cial needs. Just as important is bank 
credit for loans of all kinds, checking 
accounts, and safe deposit facilities 
... to mention only a few. 

Woman: Does that mean when I 
have a savings account in a bank I 
automatically help establish credit for 
loans and make all those other services 
easily available? 

Man: Yes, Ma’m .. . and when you 
need money for emergencies you can 
draw on your savings without red tape 
or delay. And remember, too, only a 
bank insures your deposit to $10,000 
through the Federal Deposit Insurance 
Corporation. 

Woman: You know, I never realized 
how important a complete banking 
service was to our future planning. 

Man: Yes, your bank is your part- 
ner in all your future planning. The 
Wayne Out-County Bankers Associa- 
tion invites you to open a savings ac- 
count at any one of the 14 member 
banks and start building your financial 
future—today. 


Other Techniques 


Various other ideas have been 
used in our institution to build sav- 
ings. Christmas and Vacation Clubs 
have been promoted through news- 
paper advertising and through a 
concerted sales campaign by our 
staff. To stimulate interest in our 
Christmas Club and to boost the 
dollar volume at mid-year, post- 
cards were mailed to all club mem- 
bers who had not made more than 
15 payments, reminding them that 
there were only 170 shopping days 
until Christmas and that our Christ- 
mas Club was in its 30th week. 

In cases where customers ex- 
pressed a desire to transfer funds 
to a higher interest-paying insti- 
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tution, we encouraged the purchase 
of United States Savings Bonds and 
stressed savings accounts for emer- 
gencies. The theme of much of 
our advertising was “save for a 
purpose.” 

Other savings promotion ideas 
used by us included automatic 
monthly transfers from checking 
to savings accounts, and the use of 
a fly-leaf in our instalment loan 
books to make our customers sav- 
ings-conscious when their loans are 
paid in full. 

Our agency has come up with a 
savings idea to attract the young- 


sters. It will be called “Coin Car- 
nival’”’ and will consist of coin 
savers in the form of cut-outs of 
circus animals. Each cut-out will 
hold $1 in coins. Imprinting these 
coin savers in large quantities is 
relatively inexpensive, and member 
banks may buy extra supplies at a 
very slight cost. 

These coin savers will be distrib- 
uted free just before the begin- 
ning of school in September. At 
the time the program is launched, 
we will give it the full impact of 
our radio, newspaper, and lobby 
display advertising. Just how it 


OF THE MANY BANKERS 
PLEASED WITH THE 


ervice 


OFFERED BY a Credit Life 


Mr. James N. Hasburgh (left), Manager of the 
Loan Department of the UNION NATIONAL 
BANK in DENVER, COLORADO, is shown re- 
ceiving a claim check from Mr. C. Bosworth, Jr., 
Vice President of Colorado Credit Life. On this 
claim, the existing indebtedness paid off by 
Colorado Credit Life was $935.00. The insured 


died after a very sudden heart attack, while on a 
business trip. The fact that his loan had been 
insured removed the distressing situation of debt 


CREDIT LIFE INSURANCE 
DEBT CANCELLATION 
FIRE INSURANCE 


AUTOMOBILE INSURANCE 


for the deceased's widow. 


Colas Credit Life PAYS 


WHEN YOUR BORROWERS CAN'T... 


PAYS Smmediately / 


COLORADO CREDIT LIFE 


COLORADO 
INSURANCE COMPANY 


COLORADO CREDIT 
LIFE UNDERWRITERS 


We invite your questions and requests for information. 
Wire or call collect to the Colorado Insurance Group 


Home Office in Boulder, Colorado. 
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will be received is unknown, of 
course, but all member banks are 
looking forward to this new ven- 
ture. If it fails we will try again. 

About four years ago, our bank 
established a public relations pro- 
gram directed at every phase of 
bank business. 

One of the outstanding projects 
of our public relations department 
is an annual gladiclus show held 
in the lobby of the bank, to which 
the public is admitted without 
charge. To stimulate interest in the 
August showing, gladiolus bulbs 
are given free to a hundred people 


The Tax. 


Bond Market “at- 
Mid Year 105 5 


x HAT OPPORTUNITIES 


may investors expect in today’s market for state, 


municipal and other tax-exempt bonds? What de- 
velopments are affecting it? What about supply 
and demand, prices, trends, outlook? 

These and other factors bearing on the market 
are discussed and timely information is presented 
in our new 1955 Mid-Year Survey of the Tax- 
Exempt Bond Market, which is available to you 
without cost or obligation. You will find it helpful 
in appraising the tax-exempt yield, safety and 
other qualities of these bonds in relation to your 
own investment requirements. 

Send for Mid-Year Survey and accompanying tax chart 


which shows the income required from taxable securities 
to equal the yield from tax-exempt bonds. 


HALSEY, STUART & CO. Inc. 


123 SOUTH LA SALLE STREET, CHICAGO 90 + 35 WALLSTREET, NEW YORK 3 


each year during the month of May. 
Due to the fact that much of our 
trade area consists of middle-class, 
suburban home owners, this proj- 
ect has been received with a great 
deal of interest locally; and, be- 
cause the show is held in coopera- 
tion with the Southeastern Michi- 
gan Gladiolus Society, it affords us 
free publicity in gardening circles 
in and around the Detroit area 
through the media of several major 
Detroit newspapers and on radio 
spots on one or two disc jockey 
programs. This, we feel, is an ex- 
cellent way of keeping our bank 


AND OTHER PRINCIPAL CITIES 


name before the public at a negli. 
gible cost to us of about $300. 


Officer Calls 


Other highlights of our public 
relations program include calls by 
our officers on business accounts at 
regular intervals; the offer of foot. 
ball, baseball, and hockey tickets 
to a select customer list; student 
tours through our bank to acquaint 
school children with behind-the. 
scenes banking operations; and a 
school savings program at a local 
junior high school, which is in its 
first year and is unusually sue. 
cessful. 

We might mention that this 
school savings plan, although it has 
been in actual operation for only 
five months, has netted some 60) 
accounts with a total volume of 
$8,000. 

Through our public relations de 
partment we have been able to 
build a fine spirit of cooperation 
with our local newspapers, and 
much space has been given our 
institution in connection with all 
our public relations projects as well 
as our building program. 

No doubt the results of this pro- 
gram will be increasingly evident 
in deposit growth as time goes on. 


Lessons from Auto Industry 


Banking may well take a lesson 
from the automotive industry in 
meeting competition and making its 
product the best on the market. 
When new models appear, a few of 
them immediately end up in the 
laboratories of each competitive 
manufacturer. Here they are “dis- 
sected” to determine their good as 
well as their bad features. After 
much research, each manufacturer 
proceeds to improve on his com- 
petitor’s styling, quality, and per 
formance. Then comes the job of 
merchandising the improved prod 
uct through an effective advertis- 
ing and sales campaign. Banking 
can do the same thing. 

Improve your service and then 
sell it. Don’t overlook the prospet 
tive savings depositor who may be 
recruited from among your instal 
ment loan customers or your moft- 
gagors. Mailing lists from such 
sources are valuable intangible 
assets. 

If banks expect to be leaders in 
their communities they must adver- 
tise and keep on advertising. 
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(CONTINUED FROM PAGE 40) 


have permitted Farmers Home to 
guarantee production loans made by 
banks or other lenders. 

Whether these new Farmers 
Home proposals will get considera- 
tion before the end of the present 
session remains to be seen. How- 
ever, since the same Congress con- 
tinues through 1956, they will re- 
main pending next year. 

In another area, a mild broad- 
ening of Government competition 
was proposed. The Farm Credit Ad- 
ministration seeks the right to en- 
large by regulation the purposes of 
Federal land bank loans. FCA also 
would boost the appraisals of farms 
by taking into account (1) espe- 
cially the value of a very good home 
on a farm, and (2) the borrower’s 
nonfarm earnings. 


Devise New 
Farm Credit Bill 


This land bank proposal was at- 
tached to the proposed ‘‘Farm 
Credit Act of 1955,”’ which is a bill 
allegedly designed to remove Gov- 
ernment capital from Farm Credit 
Administration institutions, and to 
cut down or eliminate subsidy to 
these agencies from the Treasury. 


When the FCA by law in 1953 
was made an independent agency, 
Congress attached a requirement 
that the new Farm Credit Board 
must come forward with a plan for 
accelerating the retirement of Gov- 
ernment capital. The plan which 
the Board devised was very simply, 
to gear capital retirement primar- 
ily to new purchases of capital in 
FCA institutions, required of co- 
operative borrowers. However, the 
capital would not be irrevocably 
returned to the Treasury. Instead 
it would be retained in a revolving 
fund. 

Representing the A.B.A., R. N. 
Downie congratulated the FCA in 
its accomplishments so far toward 
increasing borrower participation 
and control in the FCA. He said 
that the bill was ‘‘a sincere effort” 
to meet the mandate of the Farm 
Credit Act of 1953 to devise a 
scheme to accelerate Government 
capital retirement. Mr. Downie 
spoke as chairman of the A.B.A. 
Agricultural Credit Subcommittee 
of the Committee on Federal Legis- 
lation. 

He is president of the Fidelity 
State Bank, Garden City, Kan. 

Mr. Downie suggested to the com- 
mittee some five changes designed 
to achieve the faster retirement of 
Government capital and cut down 


Shown at hearings of a House Judiciary Committee subcommittee studying anti- 
trust bills are William McC. Martin (left), chairman of the Federal Reserve Board, 
and J. L. Robertson, member of the Reserve Board. Mr. Martin, testifying on bank 
mergers recommended that (1) all mergers and consolidations be brought under 
the jurisdiction of the Clayton Act; (2) all enforcement of antitrust laws in the 
ease of banks be given to the Attorney General; (3) prior Government approval 
be required for all mergers and consolidations; (4) mergers tending to foster 
monopoly be permitted if in the public interest. Mr. Martin recommended amend- 
ing the Clayton Act to make it applicable to acquisition of bank assets 
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OF DISTINCTION 


INDIVIDUAL TELLERS BUS, STOCK NO. 2 


ESPECIALLY DESIGNED FOR NOTE TELLERS 


DUAL CONTROLLED SECURITY FILE 


For 


THE STOKES SYSTEM 
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indirect Federal subsidies of the 
FCA system. 


Senate Eases Mortgage Credit 


When the Senate adopted its ver- 
sion of housing legislation, it pro- 
vided in many ways for a great 
liberalization of mortgage credit in- 
surance and Federal subsidy for the 
building industry. : 

As requested by the Administra- 
tion, the Senate wrote another $4- 
billion of authorizations for FHA. 
And it also provided for $500,000,- 
000 of “capital grants,” i.e., Federal 
gifts, for slum clearance and urban 
renewal. Further, it approved a 
5-year extension of FHA’s Title I 
insurance for home improvement 
and modernization loans. 

However, the committee did much 
more. For instance, it raised the 
insurance limit under Title I to 


$3,000 from $2,500. It provided 
for up to 135,000 units of public 
housing per year, on the average, 
compared with a 2-year, 70,000 unit 
program of public housing asked 
by the President. Various special 
provisions were added making eld- 
erly persons eligible for occupancy 
in public housing. 

In fact, the burden of the amend- 
ments relating to housing for the 
elderly was in effect to accept public 
subsidy of housing for the aged as 
a new responsibility for the Federal 
Government. 

With respect to cooperative hous- 
ing and special mortgage insurance 
in urban renewal areas, the Senate 
voted to make cost rather than 
value the basis of appraisal replace- 
ment. The Federal National Mort- 
gage Association was authorized to 
make up to $50,000,000 in advance 


‘Postmarked 
Washington.:.. 


Many financial institutions find 

it profitable to draw upon American 
Security’s ‘“‘know-how”’ for 
information in the Nation’s Capital. 
Close contact with Government 

and business means a correspondent 
bank service worth while. 


American Security 


& TRUST COMPANY 


Daniel W. Bell, President 


Washington, D. C. 


Member Federal Deposit Insurance Corporation — Member Federal Reserve System 


Consecutive 
Quarterly Dividend 
A dividend of seventy-five cents 
per share on the capital stock of 
this Company has been declared 
payable July 15, 1955, to stock- 
holders of record June 10, 1955. 
EMERY N. LEONARD 
Secretary and Treasurer 
Boston, Mass., May 16, 1955 


precision-made 
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commitments to purchase coopera. 
tive housing mortgages. 

While authorizing another $500, 
000,000 of gifts for urban renewal, 
the Senate wrote a small »eginning 
for a new Federal responsibility in 
this area. It proposed to start a 
program of grants for slum clear. 
ance to replace slum areas with 
industrial properties. 

Under the Housing Act of 1954 
FNMA was supposed some time in 
the perhaps distant future to be. 
come a “private” agency under 
public supervision. This would come 
about under the act’s requirement 
that a lender placing Government- 
sponsored mortgages with FNMA 
would have to take out, in FNMA 
capital, 3% of its placements. The 
Senate postponed the day of a “pri- 
vate FNMA” still longer by reduc- 
ing this capital percentage to 2%. 

Whereas Congress had appro- 
priated only $2,000,000 for ‘public 
agency” loans by the Housing and 
Home Finance Agency, the Senate 
authorized this sum to be increased 
by 50 times, or to $100,000,000. 
These are loans, such as the RFC 
formerly made, to cities for sewage 
systems, water works, bridges, or 
other municipal improvements. 

Farm housing would be given 
various Federal benefits under the 
Senate bill. There would be a new 
FHA title for insurance of housing 
on farms. (Two Senate committees 
are competing on Federal assistance 
for farm mortgages on farm hous- 
ing. Two bills have been reported 

(CONTINUED ON PAGE 106) 


Charles R. Diebold, president, The 

Western Savings Bank of Buffalo, N. Y., 

is president of the National Association 

of Mutual Savings Banks for the 1955- 
1956 year 
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Here’s the information you need! 


When you make decisions in commercial lending, 
you want the most current and accurate information 
available. Often it must go beyond what you can 
find in print and from your local sources. 

That’s where the officers of our Commercial De- 
partment can help you. You see, instead of serving 
a geographical area, they serve a certain group of 
industries. They have close, firsthand contact with 


Epwarp E. Brown, 


James B. Forean, 


Homer J. Livincston, 


the fields they serve. As a result, their knowledge 
is up-to-date and it’s specific. 

This knowledge is available to you through our 
Division F —the Division that specializes in serving 
our correspondent banks. 

If you’d like to benefit from this or any of our 
correspondent services, contact us today! A man 
from The First will call on you at your convenience. 


Chairman of the Board 
Vice-Chairman 
President 


Water M. Heymann, Executive Vice-President 


Huco A. ANDERSON, Vice-President Gaytorp A. FREEMAN, Jr., Vice-President 


Guy C. Kippoo, Vice-President 


Hersert P, Snyper, Vice-President 


The First National Bank of Chicago 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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(CONTINUED FROM PAGE 104) 


out for guarantees by the VA of 
farm housing, under the same terms 
as urban housing.) Furthermore, 
the Senate would provide another 
$100,000,000 of direct loans to fi- 
nance construction of farm houses 
to replace substandard farm hous- 
ing, plus $10,000,000 of “special 
loans” and $2,000,000 of grants for 
the same purpose. 

Furthermore, the Senate wrote a 
bigger and more costly military 
housing title to FHA, providing for 
100% loan insurance compared with 
90% under the expired Wherry Act, 
and making the Secretary of De- 
fense sponsor and mortgagor. The 
bill would make clear that FHA 
would have no discretion to reject 
a project certified by the Secretary 
of Defense. 

Finally, the Senate bill would 
provide grants to eliminate smoke 
and air pollution. 

The House Banking Committee 
was expected to propose a reduc- 
tion in the scope of the Senate- 
passed bill in its housing amend- 
ments. (END) 


HAVE YOU SEEN... 


(1) A discussion of monetary policy which points up the two ideas 
that (1) monetary restriction should not be undertaken when there is any 
appreciable unemployment, and (2) that there should be selective con- 
trols in some cases. Write to the Congressional Joint Committee on Eco- 
nomic Report, Room 23b, Senate Office Building, Washington, D. C., for 
a copy of the committee’s staff report entitled Recent Monetary Policy. 


* * * 


(2) The latest proposal to extend Government credits into marginal 
areas of farm lending. Write to the Information Service, U. S. Depart- 
ment of Agriculture, Washington 25, D. C., for a copy of Secretary 
Benson’s letter of May 24 on this subject to the President of the U. S. 
Senate. 


* * * 


(3) The numerous changes proposed in the Farm Credit Administra- 
tion System. Write to the Governor, Farm Credit Administration, for an 
official Analysis of S. 1286. 


* * * 


(4) How the Senate has voted to broaden greatly federally sponsored 
mortgage insurance, Federal subsidies, and Federal responsibilities in 
the housing field. While minor changes were made on the floor itself, the 
description of this enterprise can be obtained by writing to your Con- 
gressman or to the Senate Banking Committee for a copy of Senate 
Report No. 404 of the 84th Congress, 1st Session, entitled Housing Act 
Amendments of 1955. 


If the Atlanta, Ga., location is familiar 


but the face is not, permit us to intro- 
duce Evan Drake, one of ourcorrespond- [ 
ent banking officers. Wherever you { 
are, whatever your correspondent bank- 


IETIA ST 


ing problem, Mr. Drake, his colleagues 
and his bank are at your service for the 
help you may require in the Philadel- 


phia area. 


THE FIRST NATIONAL BANK 


OF PHILADELPHIA 
PHILADELPHIA 1, PA. 


B. Waker, President 


Member Federal Deposit Insurance Corporation 
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Planning the house... 


Chris Club savings wal 


After ten years of thrifty saving Alice 
and Bob Jones have accumulated $5,000.00 
for the down payment on the house of 
their dreams. 


When they were first married it was 
difficult to find a place to live. They each 
had good jobs but the apartments they 
could find were small and expensive for 
their combined income of $3,500.00 a year. 


Bob was sure the only solution for them 
was to own their own home, an idea Alice 
shared with enthusiasm. But they didn’t 
have the cash or collateral for a down 
payment on a home. 

Christmas Club plus helpful advice 
from their Christmas Club teller. solved 
their problem. 

It took some figuring and many sacri- 
fices for them to save $10.00 a week in the 
Christmas Club but with a dream house 


as their goal, the easy method of saving 
in the Christmas Club gave Bob and Alice 
the courage to continue their 10 year plan. 


Now, at last, their dream, a home of 
their own, will be built just the way they 
want it. 


Every day Christmas Club is bringing 
people like Bob Jones to America’s finan- 
cial institutions. Here they become pros- 
pects for savings, for loans, for inortgages 
and every other individual service you 
have to offer. 


If you would like to know how a new 
Christmas Club can help you—or how 
your present Christmas Club can bring 
in more prospects for other services why 
not ask us to send in the Christmas Club 
man. There’s one near you and he’s fully 
capable of helping you set up a new club 
or make an old one more productive. 


VACATION CLUBS e SCHOOL SAVINGS e ALL PURPOSE CLUBS e TAX CLUBS 


Christina 


PAYMENT 


THIS WEEK 
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A Dorporation 


FOUNDED BY HERBERT F. RAWLL 


230 PARK AVENUE, NEW YORK 
STAFF MEMBERS THROUGHOUT AMERICA 


a BUILDS CHARACTER e BUILDS SAVINGS e BUILDS BUSINESS FOR FINANCIAL INSTITUTIONS 
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What facts and information does the banker need to 

make a safe loan on hogs? Of course there is the char. 

acter and reputation of the farmer and his experience 

h b k id in feeding hogs. And market conditions must be con. 
t e © | n er Sal . sidered. But also—and sometimes overlooked—is the 


question of feed supply and the farmer’s ability to get 


: the most out of it. Lr 

j CAN T MAKE A We hope the following brief discussion on eva/u ating 
feed supply will aid you the next time you are con- PANY 
sidering making a loan to a hog feeder. secti 


LOAN BASED On ~ ME Farm Feeds—Farm feeds are rich in energy sub. pe 


stances such as fats, starches and sugars. But the feed ‘ 
supply on many farms is lacking in the proteins, vita- illus 
mins, minerals and antibiotics which hogs must have eludi 
LOOKS OF THE HOG to make quick, profitable gains. The modern farmer ment 
who is making money with hogs is conscious of these note 
facts and must know how to 
bolster his home-grown feeds with 
a complete concentrate. For, if even 
one of the numerous proteins, vitamins, 
minerals or antibiotics . . . which are 
known to be necessary to good health, fast 
growth and economical feed conversion .., 
= is missing from the hog’s ration, feed is 
wasted and the profits which are possible are 

not realized. 


For Example:—Corn is short in the essential proteins 
tryptophane, lysine and methionine. And if only trypto- 
phane is missing from the hog’s ration, he wastes feed, 
is more susceptible to necro. 

Hay is deficient in vitamins Biz and D, niacin and 
choline. When Bie is missing from the hog’s ration, 
gains are slow and feed efficiency is reduced. 

Oats lack essential minerals such as calcium, iron, 
cobalt and copper. When only copper is missing, hogs 
ace anemic and thumpy and fail to make good use of 
the feed they eat. 

All farm feeds are deficient in antibiotics. 


A Completely Balanced Ration Is a Must If the 
Farmer Is to Efficiently Convert His Feed Supply 
into Profit—Farmers who balance up their home- 
grown grains and roughage with MURPHY’S CONCEN- 
TRATES feed a completely balanced ration. Murpuy 
feeders get good, low cost results. Feed dealers 
have found that murpHy feeders are better 
credit risks. 

Murpuy’s CONCENTRATES are a 
concentration of protein sub- 
stances, mineral substances, 
vitamin substances and anti- 
biotics. All the nutrients 
known to be essential for 
fast growth, good health 
and good production are 
economically supplied when 
a farmer feeds his own grain 
and roughage plus MURPHY’S 

CONCENTRATES, 


Feed Supply—Next time you 

are called on to make a loan toa 

feeder, give an extra thought to what 

he needs to convert his feed supply into eco- 
nomical and profitable rations. 


Farmers Who Feed MuRPHY’sS... 
Feed Completely Balanced Rations. 
Murpuy’s Guarantees Lower Feed 
Costs. 


PRODUCTS CO. 
Burlington, Wis. 
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News About Banks 


50th Birthday 


LINCOLN BANK AND TRUST CoM- 
pany of Louisville used a special 
section of the Sunday Courier- 
Journal to tell the story of its first 
half century. The 16 pages were 
jllustrated with photographs, in- 
eluding views of the bank’s depart- 
ments. There was an introductory 
note by President Noel Rush. 


Staff Children Visit Bank 


The children of employees of 
ROOSEVELT SAVINGS BANK, Brook- 
lyn, N. Y., were guests at an after- 
noon open house. 


Barclays at a Glance 


The BARCLAYS GROUP OF BANKS 
has an ingenious gadget that em- 
phasizes the territorial distribution 
of this British institution’s offices. 
It’s a disc on which is a movable 
projection of the world. The coun- 
tries in which Barclays has mem- 
bers are listed on the outer rim, and 
when the map disc is turned perti- 
nent information about each land 
appears in the slots at the top. 


Special Section 


A 12-page special section of the 
local newspaper marked the open- 
ing of the remodeled, expanded Os- 
WEGO COUNTY SAVINGS BANK of 
Oswego, N. Y. There were many 
feature stories about the bank. 


Bank Aids School 
THE DIME SAVINGS BANK OF 
BROOKLYN, N. Y., had a graphic ex- 
hibit featuring the expansion plans 


of Pratt Institute which is conduct- | 


ing a $4,500,000 fund-raising drive. 


Brochure 


A 50th anniversary brochure has 
been published by LINCOLN Na- 
TIONAL BANK AND TRUST COMPANY 
of Fort Wayne, Ind. It includes the 
Stories of the city and the bank, 
names of directors and personnel, 
and many pictures. 


Bank Shows Film 


First AMERICAN NATIONAL BANK 
of Nashville is lending to schools 
and civic groups a film, produced by 
Nashville business firms, featuring 


the city as a good place to live and 
work, 
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—to feel how every finger (of either hand) falls into natural, 
easy working position ... how the over-size, plainly labeled 
control keys give direct “live” response ... how Totals and 
Sub-totals are obtained instantly by depressing bars, 
with no space strokes required. This is the first adding 
machine to fit the human hand—the first new 
keyboard granted a patent in years! 


“then happens Lene, 


Actual items you enter on keyboard appear in this 
Check Window before they are printed or added. For the 
first time on an American 10-key machine you see what you’re 
adding—so you can work quickly and accurately. 
Note, too, how Clear Signal prints automatically on tape with 
the first item following a total ... also how True Credit Balance 
prints without extra motor operations or pre-setting! 


From Friden — maker of the fully 
automatic Calculator, The Thinking 
Machine of American Business—you 
expect a remarkable adding machine. 
We promise you will not be disap- 
pointed. Ask your nearby Friden Man 


to show you the Friden Natural Way 
Adding Machine . . . it’s completely 
new! Friden sales, instruction and 
service throughout U.S. and the world. 
FRIDEN CALCULATING MACHINE CO., 
INC., San Leandro, California, 


THE NATURAL WAY ADDING MACHINE 


THE AUTOMATIC CALCULATOR 
THE COMPUTYPER * THE ADD-PUNCH MACHINE 
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Bank Profits 1953. The range over the past dec- net profits as reflecting improvement 
ade has been only % of 1%. in basic earning power. Rather, the 

nonoperating profits which accounted 
Tue fact that dividends were not for most of the gain over 1953 were 
have remained stable. Dividends increased significantly in 1954 makes judiciously withheld as reserves and 
paid in 1954 equaled 3.76% of itclear that bank management prop- additions to capital accounts. This 
capital accounts, against 3.66% in erly did not regard the increase in also had been true in 1945 and 1946, 
when the banks likewise had nop. 
operating profits from sale of ge. 


S aR ———_—_ curities. They were years when in. 
terest rates were substantially under 
TRADE MARM the earlier wartime period and 
RAINBOW Treasury bond prices commande 
' very high premiums above par. 
“ THE COLOR COIN WRAPPERS It is not always understood that 
THE CONTENTS 1 les reflect changes in mar et evel 
The Teller immediately identifies the “ antaront canes. When interest 
denomination of contents by color of rates decline substantially, as they a 
wrapper...red for pennies, blue for ; : did in 1954, the market price of out- 
nickels, green for dimes, orange for - standing investment issues rises 
quarters, yellow for halves, gray for \ concomitantly. If profits are taken 
dollars, prevent transposition. Indicia by sale of bonds, proceeds rein- 
designated by figures. With taper- na’ 
od edges. TAPERED EDGES vested in other securities at the 
lower yields prevailing in the market 
OLD STYLE will produce a lower level of current 
income. 
COIN W R APPERS On the other hand, if interest 
greater coin protection rates rise as they have in recent 
from 30% tougher stock months, the market price of out- 
Made of Kraft stock that is 10% to 30% standing issues declines. Funds can 
stronger, hence afford greater protection be invested at higher yields, but 
from a > — vd a sale of bonds would have to be made 
u nadied. icia, Tigures an 
in for designa- at lower prices, probably at a 
tion and greater speed in handling. With ket loss. In 1953 when interest 
D FOR FREE SAMPLES tapered or gummed edges. rates were rising banks sold secur- 
: DEPT. N ities at losses, and this was reflected 
The €. L. DOWNEY CO. 
HANNIBAL. MISSOURI For these reasons, banks do not 
and should not consider security 
profits as part of their basic earn- 
ings when considering dividend pol- 
icy. Such profits are, in effect, an 


You pay for this anticipation of future investment 
envelope space... 


(CONTINUED FROM PAGE 45) 


Personal Loans 
* Mortgage Loans 


e Checking Accounts 
e, Bank-By-Mail 


CURTIS 1000 INC. 


HARTFORD, CONN. ST. PAUL, MINN. CLEVELAND, O. ATLANTA, GA. HOUSTON, TEX. 


“I want you to replace this d-u-m-b 
8-e-c-r-e-t-a-r-y!” 
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jnterest income. Moreover, since a 
flexible market is a two-way street, 
there are times when market losses, 
rather than profits, will be sustained. 


Tx banking system requires a 
strong capital structure in order to 
afford protection for the funds of 
depositors, and thus enable the 
banks to undertake the risks that 
are involved in serving the credit 
needs of a rapidly growing economy. 
Profits are the base upon which this 
capital structure must be built. 
First, as indicated by the Federal 
Deposit Insurance Corporation’s re- 
port, the main way by which cap- 
ital funds are being augmented is 
through the retention of profits. Sec- 
ond, a satisfactory level of profits 
is essential to encourage new cap- 
ital investment in private banking 
institutions. 


Bank Furthers 
Georgia 


Development 


HE Citizens & Southern Holding 

Co. will furnish $200,000 initial 
capital for a statewide development 
corporation to be organized in 
Georgia, according to Mills B. Lane, 
Jr., president of The Citizens & 
Southern National Bank of Georgia, 
Atlanta. Total capitalization of the 
“venture capital” organization would 
be $2,000,000. 

The proposed organization, “The 
Georgia State Business and Indus- 
trial Development Corporation,” 
would compare with similar groups 
in other states. Its purposes would 
be to provide venture capital for 
small businesses to make them bank 
credit worthy; to eliminate the need 
of governmental help for small busi- 
hesses; to provide a revolving pool 
for expanding or new business cap- 
ital and management assistance dur- 
ing time of need; to establish a 
clearing house between individual 
investors and business seeking cap- 
ital; and to strengthen Georgia’s 
industrial growth from both within 
and outside the state. 

Aiming at establishment of the 
corporation during 1955, Mr. Lane 
said several leading corporations in 
the state had already indicated an 
“understanding active interest.” 


July 1955 


Your Copy of PRESENT 
DAY 


BANKING 


SENT ON 
10 DAYS 
APPROVAL 


Volume is a condensation of theses 
written by banker-students of The 
Graduate School of Banking and 
accepted for the libraries of the 
American Bankers Association, 
Rutgers University, and The Grad- 
uate School of Business Adminis- 
tration at Harvard University. 


Cover size 6" x 9" 
552 pages, cloth bound 
$6.00 in USA, $6.50 elsewhere 


Makes a wonderful gift for your 
favorite school, college or uni- 
versity. 


SOME OF THE SUBJECTS IN THE 1955 EDITION 


Salesmanship, instalment credit collection, trust department records, punched 
card accounting, cooperation in banking, bank credit and the business cycle, 
church loans, accounts receivable financing, the open-end mortgage, deferred 
profit-sharing plans, bank financing of small loan companies, turnpike bonds 
as trust investments, school authority revenue bonds, foreign exchange, instal- 
ment financing of medical and dental fees, problems of executors, financing 
pension plans, inter-bank relations in financing agriculture, oil interests in es- 
tates and trusts, sponsoring a Junior Achievement bank, savings banking, 
budgetary control for savings banks, automobile financing, community meet- 
ing rooms as a bank service . . . and many, many more. 


BANKING, 12 East 36th Street, New York 16, N. Y. 
Please send us, carrying charges prepaid: 


copies PRESENT DAY BANKING 1955 @ $6.00 a copy in the U. S. A. 
($6.50 elsewhere) 
i i i ithin 
It is understood that if we are not completely satisfied we may return the book wit 
ten den end the cerens will be cancelled. If we have already made payment you 
will send us a refund in the full amount. 


We enclose a check [] or you may bill us (1) 


NOTE—In New York City 3% extra for Sales Tax. 
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... About Hold-Ups 


(CONTINUED FROM PAGE 47) 


one killed might not be the bandit. 
Therefore, the sound conclusion has 
been adopted that guns are out, 
since, after all, the money involved 
is not worth the life that might be 
lost. Furthermore, the insurance 
companies take a dim view of the 
potential damage suit by the heirs 
of the deceased. Nevertheless, a 
bank bandit or two shot dead might 
slow up the ascending curve of sur- 
ety company robbery losses. 


Current Technique 


Currently the robbery trend em- 
phasizes the “quickie” hold-up. The 
robbers may walk right in the front 
door soon after opening, or closing, 
or perhaps they’re waiting for the 
folks in the morning, having slipped 
in during the night. The subsequent 
process of gathering up the cash and 
making an exit accounts for some 
three minutes or less. The timing 
undoubtedly has been carefully 
checked, to allow the hold-up car to 
be lost in the morning traffic, or far 
down the highway, by the time the 
police will arrive even if the alarm 
has been sounded promptly. During 


Check List—Continued 


to alert everyone to the important changes in 


the state of security protection.) 


Take station to be able to observe opening. 


one recent attack it was reported 
that one of the bandits actually and 
calmly counted to 180 and then 
called “Time!” 


What to Do 


What can bankers do? They ob- 
viously must make an effort to de- 
fend themselves as best they can. 
They can try to make themselves as 
untempting victims as possible. 
They can display as little cash as 
possible. Still, they have to keep on 
doing business, and sometimes the 
bank just has to have considerable 
exposure whether it likes it or not. 
So far at least, no one has come up 
with a simple formula which would 
work for all, and probably none will 
be developed, since in the final an- 
alysis defense must depend on each 
situation, and every bank and 
branch situation is bound to be 
somewhat different from any other. 
A military defense would be worked 
out according to the terrain, the 
forces available to deploy, and the 
probable plan of attack. So the 
banker, in order to establish his de- 
fenses, should first consider the plan 
of attack. First, by imagining him- 
self in the robbers’ place, he would 
plan to rob his own bank. Next he 
would pian to thwart his own attack. 


Incidentally, as is often the cage 
the offense is likely to prove easier 
than the defense. 

If, for example, it is conclude 
that parking and automobile traye| 
conditions are such that the bank 
is vulnerable to a ‘quickie,’ then 
the defense would appear to be sim. 
ply to set as many obstacles in the 
way as possible to slow up the oper. 
ation. If it is necessary to defend 
against this type of attack and if 
it’s a cinch to vault over the teller’s 
counter, then better raise the screens 
high up again. It is always possible 
to get behind a screen by a gun 
stuck in the manager’s ribs, witha 
demand that he order the doors 
open, but that takes time, and every 
second is favorable to the defense, 
In fact, the more doors that have 
to be opened the more time it takes, 
and the more seconds will favor the 
defense, and all doors take longer to 
open if there are no door knobs, s0 
that they have to be opened witha 
key, or by a remote control button. 


Be Modern 


Since banks are doing business in 
an electronic age, they should, in 
planning their defenses, take advan- 
tage of electricity. A little ingenuity 
can invent all sorts of uses for the 


(20) Prepare for closing vaults. 


(List procedure for each vault in some detail, 


“on,” etc.) 


including check on clocks, electric protection 


(21) After vaults are closed, signal authorization 


to unlock doors. 


(22) Receive (or send) calls to branches to ascer- ; 
tain vaults closed. 


(This station should always be near alarm or 

telephone and should vary from day to day. , 

Remain until (time specified) 

Receive (or send) calls to branches to ascer- 

tain that opening has proceeded safely. 

(A) . branch cleared at 

(B) branch cleared at 

At least once a day request from each teller 

an estimate of the approximate amount of 

exposed cash in the cage and note below. 
Name of Teller Amount 


(23) Check building for unauthorized persons. of 
(24) Checked outside gates and locks and left at 


SIGNATURE OF SECURITY OFFICER 

MONTHLY (or oftener) 

(1) Notify police department and check alarm 

system. Date . Tested by 

(2) Open and test fire doors and escapes. 
Report to (name of officer) unusually large Location Tested by 
amounts. 

At (time) signal readiness to close doors. 
See that cash vault doors are closed and in- 
struct that they should not be opened for 
(number of) minutes. 

See that hold-up station is manned. 

Supervise locking of inside doors and depar- 
ture of late customers. 

Check (list below tellers’ drawers and other 
places to be checked, and include “certified” 
and “paid” stamps, etc.) for valuables left out. 


SIGNATURE OF SECURITY OFFICER 

THIS REPORT MUST BE DELIVERED TO (Name) ON THE 

FOLLOWING BUSINESS DAY. 

Notiry (Name) 

(A) Of any unusual or suspicious situation. 

(B) Your suggestions for changes and improvements in 
this schedule. 

(C) IMMEDIATELY if you find that because of illness oF 
other reason you will be unable to attend to your 
security duties. 
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- Cage fm electric eye and other electric de- 
easier fe vices Which will force the bandit to 
send in his own alarm. Self-starting 
cluded police alarms are important, since 
travel any self-respecting bandit will an- 
bank nounce himself with such shocking 
’ then abruptness that any normal indi- 
e sim. [vidual will react without any imme- 
in the diate urge to send in a police alarm. 
oper. There are alarms of this type that 
lefend can be attached to cash in the cash 
ind if drawer, to operate when cash is re- 
eller’s moved. Alarm wires can be in- 
creens stalled in soft rubber tubes which 
Ssible signal when squeezed, as when some- 
1 gun / one vaults over a low screen. Most 
vith a teenage boys would, if invited, be 
doors able to invent some new automatic 
every signal devices. Actually, anxiety 
fense, over the possibility of someone hid- 
have ing over night in the bank’s base- 
takes, ment was relieved by one banker’s 
or the son who simply wired all the doors you need on Canada... 
Ber to to an old fashioned butler’s annunci- 
0S, 80 ator which, mounted in a _ secret 

rith a place and set, would show in the Your inquiries on any phase of 

ton. morning which doors had been Canadian business will receive 

opened since they had been closed prompt attention from any of 

the night before. our offices 

listed below: 


Scudder Prospectus on request: 


10 Post Office Square 
Boston 9, Massachusetts 


Stevens ore vars 


New York 5, New York 


Cl k 8 So. Michigan Avenue 
ar : Chicago 3, Illinois 


Common Stock Fund, Inc. 


For the answers 


Puzzles for Robbers 10 2 MILLION CAMADIANS 


Mechanical devices are helpful BM Bank OF MonTREAL 


too. A key can open a door, or, if New York--64 Wall Street San Francisco--333 California Street 
turned the other way, open the door Chicago: Special Representative’s Office, 141 West Jackson Blvd. 


and send a police call. The more 625 BRANCHES ACROSS CANADA + RESOURCES *EXCEED $2,500,000,000 


mechanical defenses the merrier. 
Maybe some false ones would help. 
It the robbers are real “pros” the 
“joint” will be carefully “cased.” 
How would the scouts report on 
some slits in the wall that looked 
as if they might be gun ports? Or 
the thing that looked like, and in- ie 
deed was, a tank periscope sticking | | Common and 

down from the ceiling? Or a cou- | | Preferred Stock Dividends 


a 

ple of cameras conspicuously ‘he Board of Directors of Safe- 

mounted overhead? Maybe a bank commen stock of thi | Mas 

robber would prefer a job that of- following quarterly dividends: 
payable on July 1, 1955, to share- 


fered fewer problems. holders of record June 7, 1955. | [ 60¢ per share on the 


i a 5.00 alue Com- 
In arranging for the use of me- | A quarterly dividend of $1.00 


chanical devices it is important to a share has also been declared on 3 
make tain th : 7 $1.00 per share on the 
‘ certain that the device cannot the preferred stock of the com- . 4% Preferred Stock. 

e shut off for convenience, or other- pany. It too is payable on July 1, ’ $1.071/, per share on 
wise. A hold-up of a bank equipped 1955, to shareholders of record | P the 4.30% Convert- 
with an electric eye device was suc- June 7, 1955. | a ible Preferred Stock. 
cessful, | | Common Stock dividends and 

for example, because the LABORATORIES | dividends onthe 4‘) Preferred 
eye had been shut off for cleaning . ; . | Stock and 4.30% Convertible 
and not reactivated. Inconvenience Manufacturing Pharmaceutical Chemists Preferred Stock are payable 


, North Chicago, Illinois July 1, 1955 to Stockholders 
must be overcome. Most devices are » of record at the close of busi- 


likely to be a nuisance to those who 
have to go in and out all day long, WHY PASS UP EXTRA COMMISSIONS? | : pai ae 
and they are tempted to unlock d manufacturer now has 

them. Any door that should always men calling on banks to sell all types of 

be closed and locked will be auto- 

matic if it is equipped with a spring WILLIAM EXLINE INC. 

closing device. And a locksmith can ONTARIO BLDG. « CLEVELAND 13, OHIO 


for aggressive 
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EVERYBODY 
SOMEBODY 


HEAD OFFICE: PHOENIX, ARIZONA 


imitation leather or plastic 

commercial passbooks and 
pocket check cases 

SAMPLES AND PRICES ON REQUEST 


YOU Are 
Acquainted . . . 


with BANKING but — are 
you familiar with BANKING'S 
NEWSLETTER? 


It is published the middle of 
every month, in six easy-to-read 
pages, to bring you up-to-the- 
minute banking and _ financial 
news, plus the opinions of ex- 
perts. 


Regularly, the subscription 
price to the banking profession 
is $3.50 a year (others $5.00)— 
for a five month introductory 
subscription send $1.00 to 


BANKING’S NEWSLETTER 


12 East 36th Street — New York 16, N. Y. 


easily take the pin out of the door 
knob, which will then turn round 
and round—no key, no open. (Memo: 
If a door so equipped provides the 
only access, don’t forget to have an 
extra key stowed safely some place, 
or a saw will be needed if it closes 
with all hands outside.) Any bank 
with a vestibule, and one is not dif- 
ficult to add, has a device which not 
only can be used to keep out the 
cold in winter and the heat in sum- 
mer, but also the robber who wants 
to step in just before opening (with 
folks coming to work) or just after 
closing (as late customers go out). 
It is a simple matter to rig a me- 
chanical device which will not allow 
one set of doors to open until the 
second set is closed. If, however, 
this effective device is used, pro- 
vision should, and in some states 
must, be added to release the device 


| in case of fire. 


Use a Check List 


Having examined the vulnerable 
spots and planned the defense, hav- 
ing installed the electric devices and 
the mechanical devices, then it is 
necessary to be sure the gadgets are 
set and the defenses manned. This 
is not easy to arrange in the first 
place. Having been arranged, it is 
even more difficult to see that every- 
thing is done day after day, week 
after week, month after month. 
About the only system yet devised 
is the “security check list,” which 
enumerates each step and provides 


| space for the responsible person to 
| initial and sign a certificate that it 
| has been done. 
| have to be custom-tailored for each 


The schedule will 


bank which must prepare to defend 


| itself at opening and closing time. 


On pages 47 and 112 is a check 


list, but it is only a sample. It must 


“John, I wish you’d keep quiet while 
Mother puts her forty thousand dollars 
and two cents’ worth in!” 


be rearranged to suit the individug 
situation. A large bank would prob. 
ably divide the duties between ty 
or more individuals, and work oy 
two or three check lists. (Italics ip. 
dicate need for individual bank pro. 
cedure. ) 

Each bank and each branch of 
each bank will need a security check 
list of its own which takes into ae. 
count its own defensive problem, 
Each bank and each branch will also 
need a security officer. 

Some banks may have two, or per- 
haps more, security officers. In such 
a case, the check lists would, of 
course, be different for each man 
but would be alike in places, some 
thing like this: 

“(1) Get signal from (name) 
that coast is clear. If no signal is 
received, do not enter building with- 
out being covered by another men- 
ber of the staff, or a policeman.” 

To make this plan of defense ef- 
fective, considerable attention must 
be given to the security officer. He 
has an important duty and an ardv- 
ous task that require getting to 
work early and staying late, and 
there is some personal risk while 
poking around the nooks and cran- 
nies where he might actually come 
across an unauthorized person. 


Set Up a Reward 

In return for this, and if the sys- 
tem is to have a chance to work, 
something must be added. There 
must be a reward, preferably cur- 
rency. The “duty” deserves special 
attention, special pay, and estab- 
lished authority. The reward, both 
in pay and prestige, should be ade- 
quate to make the assignment 
sought after. 

There still remains the problem 
of inertia and complacency. For 4 
while after a hold-up everyone is on 
the alert. After a few months of 
peace and quiet any normal person 
will tend to become careless, and the 
security officer assignment will be- 
come more and more of a chore. It 
seems advisable, therefore, to rotate 
the duty at least monthly. If the 
rotation is accomplished with con- 
siderable pomp and circumstance, 80 
much the better. “The guard is 
changed.” “The watch is relieved.” 
Any ex-soldier or sailor will know 
how to do it properly. Indeed, the 
entire hold-up defense is naturally 
more a military drill than a banking 
function, and should be treated as 
such. 
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Is the net income 


from your investments 


satisfactory? 


Perhaps a few simple changes in your 
holdings would make a gainful showing in the net 
earnings of your portfolio. Your phone call (STate 2-9000) or letter to 


our Bond Department will put us to work for you. 
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New Books 


MARKETING AND DISTRIBUTION RE- 


: _ | SEARCH. By Lyndon O. Brown. Ron- 


NOW INCLUDES 
12% RATES from 
312% to 712% 


Both “GROSS” Charge 
and “DISCOUNT” Basis 


Calculations at a Glance, 
for consecutive monthly periods 
from 6 mos. to 24, then for 
30 and 36 mos. 


NEW Format 


GROSS RATES 


DISCOUNT RATES 


Warren’s Personal Loan Calculator, au- 
thored by Donald B. Warren, nationally 
known Actuary, is based on its widely 
accepted method of discount computation 
introduced by FHA. Most “‘add on” or 
“discount” basis tables produce too low a 
charge for periods of less than a year 
and too great a charge for periods of 
more than a year. Warren’s Calculator 
makes charges for all loan periods more 
equitable. 

All tables are arranged in columar state- 
ment form showing net proceeds, amount 
of note and monthly payments. Contains 
twice the amount of data in former edi- 
tions, but with no increase in price! 

For convincing proof of its value in your 
operations — send for a copy on 10 days 
FREE trial — no obligation if you are 
not satisfied in every way. 


DELBRIDGE 


Calculating Systems, Inc. 
2502 SUTTON AVENUE « ST. LOUIS 17, MO. 
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| TRADE AND FINANCE. 
| Tarshis. John Wiley & Sons, New 


| of the U. S. Geological 


ald Press, New York. 537 pp. $6.75. 
The third edition of a textbook. 


MONEY AND BANKING IN BRITISH 
COLONIAL AFRICA. By W. T. New- 
lyn and D. C. Brown. Oxford Uni- 
versity Press, New York. 292 pp. 
$4.80. A study of the systems of 
eight territories. 


INTRODUCTION TO INTERNATIONAL 
By Lorie 


York. 528 pp. $6. An introduction 
to international economics by the 
professor of economics at Stanford 
University. 


FLoops. By William G. Hoyt and 


| Walter B. Langbein. Princeton Uni- 
| versity Press, Princeton, N. J. 443 


pp. $7.50. Floods’ origins, the dam- 
age they cause, and methods where- 
by man can prevent and protect him- 
self against them are considered in 
this book by two former members 
Survey. 
Present flood control policy, and 
basin problems, projects and plans 
are discussed. Numerous drawings 
and photographs illustrate the text. 


How To AuDIT A BANK. By Mar- 


| shall C. Corns. Bankers Publishing 
| Company, Cambridge, Mass. 357 pp. 
| $15. This “practical guide to audit- 
| ing routines and procedures” is by 
| a management consultant and ad- 
| viser to banks. 


It shows how to 
audit, discusses the responsibilities 
of directors, the pitfalls of bank 
management and operation, and con- 
trols for the avoidance of losses; 
and provides many schedules and 


| forms used in auditing. 


PUBLICITY IN ACTION. By Herbert 
M. Baus. Harper, New York. 324 


| pp. $4.50. A handbook of means and 
| media, with practical examples to 
| illustrate techniques. The author is 


a public relations counsel. 


APPROACHES TO. ECONOMIC DEVEL- 
OPMENT. By Norman S. Buchanan 
and Howard §&. Ellis. The Twentieth 
Century Fund, New York. 469 pp. 
$5. A study of the problem of the 
world’s underdeveloped areas in 


which our stake is political as well 
as economic and humanitarian. 


MANAGING SECURITIES: THE Basic 
PRINCIPLES OF INVESTMENT. By Sid. 
ney M. Robbins. Houghton Mifflin, 
Boston. 587 pp. $6. A textbook by 
the professor of finance at the Uni- 
versity of Toledo. 


SHORT-TERM ECONOMIC FORECAST- 
ING. Princeton University Press. 497 
pp. $7.50. Papers read at the Con. 
ference on Research in Income and 
Wealth, held in 1951. 


ECONOMICS AND PUBLIC POLICY, 
The Brookings Institution, Wash- 
ington, D. C. 157 pp. $2. Brookings 
lectures, 1954, by Arthur Smithies, 
Joseph J. Spengler, Frank H. 
Knight, John Jewkes, Jacob Viner, 
and Lionel Robbins. 


Economics: AN INTRODUCTORY 
ANALYSIS. By Paul A. Samuelson, 
McGraw-Hill, New York. 734 pp. 
$5.75. Third edition of a text by 
the professor of economics at Mass- 
achusetts Institute of Technology. 


AMERICAN AGRICULTURE: ITS 
STRUCTURE AND PLACE IN THE ECON- 
omy. By Ronald L. Mighell. John 
Wiley & Sons, New York. 182 pp. 
$5. “A midcentury appraisal of the 
current status of farms and farm 
people.” 


LAND JUDGING. By Edd Roberts. 
University of Oklahoma Press, Nor- 
man, Okla. 120 pp. $2.50. This man- 
ual defines terms, shows how to 
judge land by its physical char- 
acteristics, and tells how to conduct 
a judging contest. 


How TO INVEST YouR MONEY. By 
Ralph C. Epstein. Ronald Press, 
New York. 209 pp. $3.50. The author, 
professor of economics and business 
organization at the University of 
Buffalo, discusses stocks, bonds, 
savings deposits, mutual funds, in- 
surance, brokerage and investment 
counsel services, wills, estates and 
inheritances. He offers a program 
for obtaining ‘“‘the highest return or 
yield from your investment capital, 
consistent with a high degree of 
safety.” 
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BURROUGHS SENSIMATIC COMBINES IT QUICKLY POSTS PASSBOOKS to speed AND ALSO POSTS LEDGER, another 
savings, mortgage loan and install- window service. Burroughs Sensi- time-saving advantage. Easy to oper- 
ment loan accounting. Follow these matic benefits can be obtained with ate, Burroughs Sensimatic can bring 
pictures and see how it does its job. dual as well as unit posting systems. you other time-saving benefits too. 


PREPARES JOURNAL, TOO, to add to BALANCES CASH AS WELL, one of the AND PROVES OPERATOR ACCURACY to 
your tellers’ efficiency. The Sensi- ways you get an extra return on complete the operation. Ask for a 
matic is available in one- or two- your investment in a Burroughs demonstration locally or write Bur- 
teller models to suit your needs. Sensimatic window-posting machine. roughs Corporation, Detroit 32, Mich. 


COMPLETE | ALL} WINDOW-POSTING 


OPERATIONS | QUICKLY) ON THE 
SAME | BURROUGHS SENSIMATIC 


WHEREVER THERE’S BANKING THERE’S Burroughs Burroughs 


“Burroughs” and “Sensimatic’’—Reg. T.M. 
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IDEAS for READERS 


A special service of BANKING'S Readers’ Information Bureau 


You are invited to send inquiries 
for further information about any 
of the items reported in this de- 
partment, or any other products of 
interest to your bank or its clients, 
to Readers’ Information Bureau, 
Banking, 38 S. Dearborn Street, 
Chicago 3, IIl. 


Tandem Check Writers and 
Signers Described 


A completely new, elaborately il- 
lustrated brochure describing Todd 
“Blue Streak’ Check Writers and 
Signers has just been issued. 

Five electric models, including 
the tandem check writer and signer, 
as well as individual machines, are 
covered. 

The tandem model performs six 
operations: imprinting and protect- 
ing; listing and adding amounts for 
a permanent accounting record; 
signing; and counting checks as they 
are discharged. into a locked vault. 

The Blue Streak Protectograph 
imprints amounts on single or 
voucher checks up to 3,000 per hour 
and the Blue Streak Check Signer 
for manual or automatic feed will 
handle up to 5,200 checks an hour. 

Brochure available from: The 
Todd Company, Inc., Rochester 3, 


Electric File Handles 
Large Volume of Card Records 


Designed to conserve space, in- 
crease operator productivity and 
working comfort, and provide rapid 
filing, finding, and working with a 
large volume of card records, the 
Craig Electric File is now being 
shown. 

Occupying only 10 sq. ft. of floor 
space and standing just 514 ft. in 
height, the file’s card capacity varies 
according to the cards’ size and 
thickness, but it will hold 240,000 
cards 21,” by 3”, or 57,000 8” by 5”. 

There are from 10 to 14 drawers 
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Craig Electric Card File is compact, 
swift in operation, and eliminates oper- 
ator fatigue 


in the file, each drawer with indi- 
vidual trays which are positioned 
by push-button for easy visibility 
and operation. 

Motion fatigue for the operator 
has been eliminated and flexibility 
of adaptation of units to varying 
layouts is easy. Electrically oper- 
ated, safety protected. 

Product of: Craig Machines, Inc., 
90 Holten St., Danvers, Mass. 


Mortgage and Credit 
Folders Win Banker Approval 


Mortgage and credit departments 
report that misfiling or misplacing 
of loose papers is practically impos- 
sible when Accobind folders are 
used. 

The Acco mortgage folder, with 
its seven subdivisions, and the Acco 
credit folder, which permits filing of 
credit information and general cor- 
respondence separately, were de- 
signed especially for banks. 

Products of: Acco Products, Inc., 
Ogdensburg, N. Y. 


*“Round-the-Clock” Banking 
Brochure Available 

The Century Day and Night De- 
posit Unit, styled by a noted indus- 
trial designer to harmonize with 
modern bank architecture, is de- 
scribed and illustrated in full color 


in a new brochure. The unit handles 
either envelope or bulk deposits, 

Brochure from: Mosler Safe Co, 
320 Fifth Avenue, New York 1. N.Y. 


New, Easy-to-Keep 
Family Budget Book 


Featuring a checking account sys- 
tem for managing family finances, 
called the Check Control System, a 
new budget book has made its ap- 
pearance. 

Designed for distribution through 
banks to families, the book provides 
both front and back cover advertis- 
ing space for banks. 

Sample copy available from: 
Frank V. Bewster, 223 Dickinson 
Ave., Swarthmore, Penna. 


Five-Position Movable 
Tab File Folder 


An extra-heavy 18-point Durox 
filing folder with the blank edge 
doubled over and slotted for inser- 
tion of Pendaflex celluloid tabs of- 
fers a greater degree of filing flex- 
ibility. 

Tabs can be inserted at any one 
of five positions, eliminating vexa- 
tion of running out of folders of a 
particular tab position. Tabs slant 
back for easy reading and have room 
for insertion of three-line typed 
headings. 

Product of: Oxford Filing Supply 
Co., Clinton Road, Garden City, 
N.Y. 


The Oxford Five-Position Movable Tab 
File Folder makes for greater filing 
flexibility 
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TO BANKERS AND THEIR CLIENTS THROUGH WALTER E. HELLER & COMPANY'S 
LOAN SHARING AND PARTICIPATION FINANCING 


Heller arrangements offer avenues of financing whereby banks can extend services 


to their clients that they may not be privileged to extend under regular banking 


procedure, still maintaining the account in their portfolio, and supplementing 


their information with reports from Walter E. Heller & Company. 


BENEFITS TO THE BANKER 


1. To continue to “do business” with 
the client without putting a ceiling on 
his usage of funds, but... 

2. Be able to place a limit on their 
own loan thru sharing without curtail- 
ing the client’s operation, and... 

3. Receive the benefit of a secured 
position with at times the protection 
of cross-collateral, without the addi- 
tional clerical work and overhead costs, 
and as a result 

4. Continue with accounts of a size 
that ordinary loan policy may not 
permit. 


BENEFITS TO THE CLIENTS 


1. The acquisition of funds beyond 
his normal line of credit, even so 

2. No necessity to meet note matur- 
ities as Continuing credit is extended, 
yet 

3. Receive the benefit of a sharing 
rate, and 

4. Have the counsel and advice of 
Walter E. Heller & Company in addi- 
tion to that of his banker, and the 
privilege of following his operation 
through our periodic reports. 


benefits 


THE FINANCIAL SERVICES 


rendered by Walter E. Heller & 
Company are not fully identified by 
simple tabulation because they are 
vartously coordinated and applied to 
fit specific situations 


The following types of supplementary 
financing are flexibly administered 
according to experience gained from 
national operations which now 
represent a volume in excess of 
$600,000,000 annually. 


BANK SHARING 

ACCOUNTS RECEIVABLE FINANCING 
INDUSTRIAL FACTORING 
INSTALLMENT FINANCING 


REDISCOUNTING 


MACHINERY AND EQUIPMENT FUNDING 


INVENTORY LOANS 


We invite inquiries from banking officers who are responsible for maintaining their 
bank's commercial loan portfolios. 


BANKING SERVICE OFFICER 


WALTER E. HELLER & COMPANY 
Estatlished 1919 


15th FLOOR: 105 W. ADAMS ST., CHICAGO 90, ILLINOIS 
13th FLOOR: 10 E. 40th STREET, NEW YORK, NEW YORK 
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Profit Improvement... 


An improved home means improved profit if the 


loan to make it possible is issued by your 


institution. Whether a house is being made warmer 


or cooler, higher or wider, getting a new roof 


or a new garage, it means profit — 


if you get the business. 


A big help in getting it is to offer credit life, 


accident and health insurance. Your customers’ pennies protect 


their dollars, and you gain in good will. A call, wire or 


letter will bring the man from Old Republic to your desk with full details. 


CREDIT LIFE INSURANCE COMPANY 


James H. Jarrell, President 
307 N. Michigan Avenue, Chicago 1, Illinois 


BANKING’S ADVERTISERS 


Abbott Laboratories 

Allis-Chalmers Manufacturing Company .... 
American Appraisal Company, The 
American Express Company 

American Security & Trust Company 
American Surety Company 

American Telephone & Telegraph Company 
Asbestos Cement Products Association 


Banco Comercial Antioqueno 
BANKING—Present Day Banking 
Bank of Montreal 


CBS Television Film Sales, Inc. 
Canadian Bank of Commerce, The 
Chase Manhattan Bank, The 
Christmas Club, A Corporation 
Colorado Insurance Group 
Commerce Clearing House, Inc. 


Continental Bank & Trust Company of Salt 
Lake City 


Continental [Illinois National 
Trust Company of Chicago 


Curtis 1000 Ine. 


Delbridge Calculating Systems, 
DeLuxe Check Printers, Inc. 
Downey Company, The C. L. 


Electric Time Company, Inc. ............ 100 
Exline, Inc., William 100, 104, 113, 114 


Federal Life & Casualty Company 
First National Bank of Arizona 


...Cover II 
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First National Bank of Chicago, The .... 105 
First National Bank of Philadelphia, The 106 


First National City Bank of New York, 
he 


Foremost Insurance Company 
Friden Calculating Machine Company, Inc. 
Fuji Bank, Ltd., The 


Halsey Stuart & Company, Inc. 
Hammermill Paper Company 

Hartford Fire Insurance Company 
Hartford Accident & Indemnity Company 
Hartford Livestock Insurance Company. . 
Heller & Company, Walter E. 

Home Insurance Company, The 
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Insurance Company of North America 
Companies 


Kelly, James 


La Monte & Son, George 
Le Febure Corporation 


McGraw-Hill Publishing Company, 
Incorporated 


Mobile Home Agency 

Monroe Calculating Machine Company, Inc. 97 
Mullins Manufacturing Corporation 

Murphy Products Company 


National Automobile Dealers Used Car Guide 
Company 


National Broadcasting Corporation (Film 
Division) 


National Cash Register Company, The. .Cover IV 
National City Bank of Cleveland, The 
National Homes Corporation 


Old Republic Credit Life Insurance Company 120 


Philadelphia National Bank, The 
Phileco Corporation 

Pittsburgh Plate Glass Company 
Purse Company, The 


Quality Products Company, Ine. 


Ralston Purina Company 
Rambusch Decorating Company 


Recordak Corporation (Subsidiary of 
Eastman Kodak Company) 


Remington Rand Inc 
Royal Bank of Canada 


Safeway Stores, Inc. 
Salomon Bros. & MHutzler 
Scudder, Stevens & Clark Fund, Inc 


Toledo Scale Company 
Union Pacific Railroad 
United Fruit Company 
United States Bronze Sign Company, 
United States Treasury 


Valley National Bank, Phoenix 


Youngstown Kitchens 
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The Indian sang his 
death song 


100 YEARS AGO, during a frontier skirmish, 
an Indian brave, singing his own 
death song, charged down on a young officer. 


Lieutenant George Crook, 4th Infantry, 
coolly fell to one knee, carefully aimed, and 
dropped the brave in his tracks. 


It was not Crook’s first Indian, nor his last. 
(His right leg already contained a flint arrow- 
head he was to carry to his grave.) And by the 
time he made general, Crook was the greatest 
Indian-fighter this country has ever had. 


Yet, he was also one of the best friends the 
Indians have ever had. For he understood them 
well, dealt fairly and firmly, and always kept 
his promises. 


When Crook died, Indians wept. And a Sioux 
chief named Red Cloud said: “He never lied to 
us. His words gave the people hope.” 


No nation can ever have enough men like 
George Crook. But America had, and still has, * * * 


a lot of them. That’s important to remember. 
It’s actually easy to save money—when you buy 


Because it is a wealth of human character rather United States Series E Savings Bonds through the 


than a wealth of money that gives America its automatic Payroll Savings Plan where you work! 
real worth. Just as it is the Americans, all 160 You just sign an application at your pay office; 


“1: : : 9 after that your saving is done for you. And the 
million of them, standing behind our country’s Bonds you receive will pay you interest at the rate 


Savings Bonds, who make these Bonds one of of 3% per year, compounded semiannually, for as 
the world’s finest investments. long as 19 years and 8 months if you wish! Sign up 


oe today! Or, if you’re self-employed, invest in Bonds 
For your sake—and America’s—why not take regularly where you bank. 


advantage of this fact? Invest in, and hold, 


United States Savings Bonds. Safe as America — US. Savings Bonds 


The U.S. Government does not pay for this advertisement. It is donated by this publication in cooperation with the 
Advertising Council and the Magazine Publishers of America. 
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world generally, except what they could read in ow 
The OUTLOOK publications, or purloin. Also the German scientist 
and technicians whom Russia borrowed at the @ 
of the war are 10 years older and the supply hag 
been cut off. 3 


and Condition of Business 


(CONTINUED FROM PAGE 35) In recent stories from Moscow about various U. 
church groups visiting Russia to “exchange views," 
the point was made that the Soviet Union is showir 

a part of the family dollar in the form of savings. renewed interest in learning about foreign achieve 
They have the task of keeping the whole thing in ments in various fields. For instance, both Foreig 
balance because the savings dollars make it possible Minister Molotov and Minister of Domestic T ade 
for business to expand and the spending dollar gives | Mikoyan are quoted as expressing “admiration” fog 
business the reason for expanding. United States techniques and saying that technical 
Competition is also more and more between political knowledge was one thing that the Soviet Union wa 
groups as, for example, in England, and here, too, “interested” in taking from the United States. 
where the conservative ins have borrowed so many connection with religion is obscure. 
unconservative vote-getting gadgets from the outs that It is true that Russia’s willingness to consider g 
the latter are driven more and more to the left to keep 4-power conference gave a lift to confidence eve 
alive. where, but it remains to be seen whether our hopeg 
are any more justified now than before. q 
Competition is increasing also at the level of nation 4 
versus nation, such as between ourselves and various Construction. Housing activity seems likely to con 
other countries in the manufacture of heavy elec- tinue at a very high rate. Forecasts in this industry 
trical equipment, to cite one of many, many items. are tricky but the best informed sources in Washe 
Finally, there is the competition between whole ington still think that housing starts this year will 
systems and ideologies which has been building up exceed 1,300,000 by a small margin. j 
for many years. One of our leading industrialists During the first four months the rate was about 
stated recently that the issue between the free world 1,400,000, but lately there has been some tendency 
and the communists was more economic than military to decline. 
and that we should do a better international job with Reports of a possible tightening of credit regulations 
our advertising and public relations machinery. This by FHA and VA are less definite and persistent thal 
threadbare and completely obvious suggestion was a few months back. Perhaps it is felt that the situation 
heralded as though it were startling news. is taking care of itself and that perhaps the political 
year stretching out ahead has some bearing on 
We see this worldwide competition working out in matter. 
India and other areas where our aid is on the side of 
private enterprise and Russia’s aid is on the side of Under existing law, FHA could cut down the 
nationalized enterprise. These countries keeping a year period and increase the downpayment. The ¢ 
neutral position probably figure cannily they cannot was some talk of giving the President the power 
lose. do what the FHA has not been inclined to do, b t 
In much of the international financing today our even this talk has died down—all for the same polit 
banks are taking a decisive lead, on the theory that a ical reason, perhaps. 4 
healthy economy any place in the world is not likely Wherever lenders have been asking for sho 
to embrace communism. terms, such as 20 to 25 years on conventional mo 
gages, the reason probably has been to keep things 
Probably one reason for the better peace outlook under control in a given area rather than any strile 
momentarily is that Russia feels relatively weaker. gency of credit. 4 
We don’t know much that transpires behind the Cur- , 
tain except what they let us find out for propaganda Auto sales seem likely to make a new record this 
purposes, but it is a reasonable assumption that the year, strikes or no strikes. There is a difference @& 
East has not been able to keep up with the techno- informed opinion on the possible effect strikes wou id 
logical progress of the West. have on other industries. The same is true of the 
President Eisenhower said recently on peace pros- possible effects of the guaranteed annual wage OF 
pects: “There is something that is different in the any reasonable facsimile thereof. Some feel that te 
world.” We should be sure that it is different and immediate results would be inflationary and, in that 
not just a revival of what has happened before. sense, stimulating, even though the final outcome 
would be socialistic regimentation. 4 
For many years it was common practice for some of d 
our best industries to hand over blueprints and tech- Stock market prices seem to be supported by e# 
nological secrets by the crate, to the late unlamented cellent earnings and good dividend prospects. Monetaf 
Amtorg and other agencies, in the hope of getting policy here and abroad has contributed much to 
orders. This helpful custom was discontinued six or over-all stability. It has been unusually successii® 
eight years ago and the door was closed, almost. Since lately in anticipating economic developments and psy 
then communist technologists have had only meager chological changes. 4 
access to things being achieved here and in the free WILLIAM R. KUHNS | 
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